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iNew-Car Sales Shares ... 
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First Nine Months, 1959-1958 
September vs. August, 1959 


Pet. Pt. Pet. of ret. & 
Regis. Reats.. Pet. Pt. 
Daring ist Ist Nime (Change, 
Meath Mes.. Mes... °50 vs. 
24.723 27.94 —3.22 
— JS 2383 21.26 +257 
+ 2 eae 3.67 —2.25 
— 491 +158 
— .15 5.32 334 +2.38 
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+ 07 238 2.90 — 52 
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+ .10 1.64 — 30 
+ 14 166 
+ .13 73 3s — .10 
+ — 15 
27 3s — 
— 8 4369 
— 27.58 25.73 +177 
+ 5 10.85 14.32 —3.47 
— 15 34 +2.38 
— 20 2.14 87 +127 
+Li9 97.74 +2.16 


OMPLETION of registration 
tabulations for the first three 
rters shows that the new-car 
ket in 1959 hag been more 


years. 
Shares of the market held by 
Motors and Stude- 


Only Ford Motor Co. 
une to the sales stresses of the 
rst three quarters, falling close to 
“average” share established over 
e last decade. 
NALYSIS of the registration 
figures, just released by R. L. 
Polk & Co., also shows: 
1. The 2959 total for the first nine 


1959 
1—1,145,882 Chev.  969,391— 1 
2—1,104,774 Ford 137,825— 2 
S— 301,159 Pontiac 170,444— 6 
4— 297,790 Plym. 301,013— 3 
*5— 283,106 Olds. 231,746— 4 
' 6— 274,288 Rambler 123,502— 7 
i 187,715 Buick  190,327— 5 
S— 115,618 Mercury 105,7383— 8 
9-- 110,223 Dodge 100595— 9 
96,078—10 
30,360—13 
46,657—11 
37,374—12 
28,318—14 
20,564—15 
11,426—16 

270,617 

Total All Makes 


--%. Month Sales Third Best; 
Compacts, Imports at Peak 


tory, trailing only 1955 and 1950. 
The count was 4,635,346, compared 
with 3,473,050 in the year-ago pe- 


2. AMC replaced Chrysler Corp. 
in the “Big Three” in Oregon and 
Wisconsin, as it did in the first 


3% By individual makes, only 
Ford, Rambler, Pontiac and Stu- 
debaker, in that order, had larger 

(Continued on Page 8, Col, 1) 


New Compacts Stir 


Franchise Shifts 


Dealers Eye New Lines, 
Get Drop-Import Pleas 
By M. Gordon 


economy cars Lgl set off 
reshuffling of dealer franchise 

pal which may eventually affect 
all makes, domestic and imported. 

An Avromorve News nationwide 
check showed that the steel 
strike hag delayed the wave of 
dealer reaction to the compact-car 
introductions. But the reexamina- 
tion process among dealers is con- 
tinuing in the face of the new- 
model shortage. 

Carysler Corp. has witnessed 
most dealer realignments, prin- 
eipally as the result of the all- 
but-completed separation of 
Dodge and Piymouth lines. 


Big 


Three Dealers Face 


Car Shortages Into 


Ford Cuts Save Steel 


qr car production at its low- 
est full-week .evel in 12% 
months, Big Three dealers last 
week were facing the prospect of 
several months more of depleted 
inventories. 

Even if the steel mills reopen 
under court order this week, it 
will be four to seven weeks be- 
fore adequate steel supplies are 
available to permit idle GM 
plants and stricken Chrysler 
Corp. and Ford lines to resume 
volume assembly schedules, 
Meanwhile, compact cars were 

grabbing a bigger production 
chunk. The economy jobs account- 


‘ed for 40 percent of last week's 


depressed total of an estimated 
67,514 units. The compact share 
may reach 50 percent this week as 
more big-car plants cut back. 
Harold E. Churciaill, president of 
Studebaker-Packard Corp. said 
last week that S-P has enuvugh steel 
to produce Larks through Dec. 18. 
American Motors Corp. reportedly 
has sufficient steel to continue 
Rambler productton Dec. 


DWINDLING supplies 
brought on by the steel strike 
caused reshuffling of production 
schedules at Ford Motor and 
Chrysler Corp. “<ek, plus the 
shutdown of almost all assembly 
machinery at General Motors. 

Except for changeover periods or 
weeks when output was lost due 
to holidays, last week's assemblies 
marked the lowest level] the indus- 
try has hit since the week ended 
Apr. 26, 1958, when 58,664 units 
were produced. 

Last week's output also was 
33.5 percent decline from the pre- 


Inside 
Auto News 


@ Tax reforms a step nearer? 
Page 14. 

@ Jeep Sales Test, Page 26. 

@ New imports for '60, Page 6. 

@ How non-glare panel was 
born, Page 16. 

@ Wilkie Views, Page 4. 


| that 


views week, when the industry 

turned out 101,598 cars. 

This weet Buick will be forced 
to close its lines at Flint, while Ford 
and Chrysler “big car” output will 
go on three and four-day sched- 
ules to conserve steel supplies. 


RD initiated the retrenchment 
move last week. The standard 
Ford, Mercury and Edsel assem- 


Renault Ousts 
VW from First 
During Month. 


Alten a G-month reign as 
queen of the imports, Volks- 
wagen was dumped from first place 
in sales in September by Renault, 
just-released registration figures 
show. 

VW moved into the lead in 
May, 1954, and held the top spot 
until September, when ite 8,654 
registrations were topped Re- 
nault’s record-smashing 9,439, 

When Volkswagen first took top 
spot in May, 1954, it did so with a 
thumping 412 registrations. MG led 
in April, 1954, and in both months 

Jaguar was the runner-up. 
EPTEMBER, 1959, was not 
Volkswagen’s best month, A 

(Continued on Page 4, Col. 1) 


bly operations worked only three 
days, and Chrysler put all “big car” 
and Valiant operations on four 
days at all plants except St. Louis 
and Los Angeles. It is expected that 
both makers will continue the 
short workweek scheduling this 
week. 

In addition, Chevrolet’s Corvair 
and standard car production was 
halted last week at Oakland, 
Calif., and Kansas City. 

Only Chevrolet plants scheduling 
assembly operations this week are 
Corvair at Willow Run and Cor- 
vette at St. Louis, and both these 
plants may be forced to close their 
lines in mid-week, The division 
worked its Willow Run plant five 
days last week, but assembied Cor- 
vettes only three days at St. Louis. 


ALTHOUGH it now appears the 
industry will be fortunate to 
hit the 250,000 mark in car assem- 
blies for November, the Big Three 
apparently will put most of their 
efforts and remaining steel supplies 
into the newly-introduced com- 
pacts. Car output in October total- 
led 507,530, compared with 258,149 
assemblies in September. 

Ford division worked its Kan- 
sas City and Lorain (O.) Falcon 
plentes five days last week; Chev- 
rolet will keep its Corvair plant 
at Willow Run going just as long 

(Continued on Page 45, Col, 3) 


Dealers Cry for More... 


By Robert M. Lienert 
Associate Editor 
THE all-out battle by U. 8. 
makers for the compact-car 
market, Valiant got there lastest 
with the fewest, but it really did 
not matter. 


Trailing other compacts into 


mo cars to sell, Valiant last week 
wag packing ’em in around the 
country. 

Scarcity of Valiants wags incon- 
sequential because Valiant dealers 
were writing solid orders at a rate 
matched thos: 


Pal the other 


Although a few Dodge-Plymouth | a 


holdouts remained last week, intro- 
duction of the Valiant and the 
Dodge Dart has accomplished the 
Chrysler splitup goal in surpris- 
ingly short order. 
JIER= are other responses to the 
compact-car showings: 
1. Officials of the compact Volvo 


said a number of U. S. make} - 


dealers had yielded the Volvo fran- 
chise “under pressure from domes- 
tic company Officials.” A Plymouth- 
Valiant-Volvo dealer in New York 
said he was continuing to handle 
the Swedish import, but displaying 
it outside the showroom. Volvo's 
«Continued on Page 44, Col, 1) 


First of Big Three Compoct Wagoss— 

Valiant, first of the Big Three compacts to enter the stafion wagon field, will hove 
@ pair of four-door models in both the V-100 ond V-200 series. The V-100 two-seot unit 
it $2,365, ond the three-seoter is $2,488. The V-200 two-seat wogon is $2,443, ond 


the three-seot model is $2,566. 


Valiant Slow but Hot 


» | would 


new compacts, according to field 
reports. Furthermore, with the 
tangled steel situation, it appeared 
that before long, Valiant’s competi- 
tors would be out of cars, too. 


informed source last week 
said that Chrysler Corp. al- 
ready has received 500,000 dealer 
orders, although it has scheduled 
only 240,000 Valiants for the 1960. 
model run. 
Retail deals were reported par- 
ticularly pleasant, with trades 


gross. 
As compared with complaints 
voiced at introduction of the other 
new compacts, Valiant stickers ap- 
parently were prompting little 
comment from shoppers. Further- 


4|more, many of the Valiant orders 


written last week were for heavily 
loaded cars. 


DEALERS. reporting that Valiant 

was just about selling itself, 
were in a frenzy to get more cars. 
One Southerner last week said he 
“gladly give $5,000 under the 
table for 100 units, if I could get 
them.” 

Barring a quick return by 


appears that anything like 
regular deliveries on Valiant lies 
a long way in the future. 
Some Valiant dealerships receiv- 
ed their first one or two cars only 
last Thursday and the factory has 


(Continued on Page 41, Col, 1; 


: 
a 
— Packard in the first nine 
oa ths were at the highest point | 2 
by either company since | 
organiration in 1954. Mis- 
oa rts) also claimed a record 
ee: On the other hand, General Mo- i 
rs’ penetration was the shallow- 
q@st recorded since 1952. Chrysler 
a rp.’s share declined to the lowest | 4 
“evel in the postwar period. 
| 
ae | 4 the showroom by weeks, and | 
sop making its debut with virtually 
| 
j sale and the Valiant ordered at - 
| 
is Nov. 23. Chrysler currently is 
Further details on Page 49. | i 


“Mr. INTERNATIONAL” 


helps you spread the welcome mat 


He’s the Zone Manager, helping a dealer set the scene 
for more truck sales by fashioning showroom display 
and model arrangements that command the atten- 
tion of new prospects. 


He’s the Zone Parts Supervisor, helping a dealer | 


establish a parts headquarters in the area by running 
seasonal parts promotions to sell all truck users. 

He’s the Service Supervisor, recommending “spe- 
cials” that interest all types of truck owners and 
assure the dealer of maintenance contracts for a long 
time to come. 


“Best deal in the truck business... 


INTERNATIONAL TRUCKS 


ope 


28 


NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 


This is INTERNATIONAL HaRVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may / 4 
be available to you. Write: Manager of Sales, Motor $i “i 


Truck Division, International Harvester Company, | 
180 North Michigan Avenue, Chicago 1, Illinois, ee. 


©, Fa | 
“Mr. INTERNATIONAL” is many men, really. But = 
| whatever the title, his primary job is to help InrTErR- é~ he 
| 
| | 
| 
i 
| é if 
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iNew-Car Sales Shares .. . 


Ag 
Pet.cf Pet. of 
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First Nine Months, 1959-1958 


September vs. August, 1959 


Pet. Pt. Pet. of Pet. « 
Regin.. Rects., Pet. Pt. 
Dering) ist ist Change, 
Meath Mes.,°S® Mes... "58 °58 vs. '5S 
—L2s 24.73 27.94 —3.22 
— 23383 21.26 +257 
+ 29 eae —2.25 
— 6350 491 +1598 
— 15 532 +2.38 
+ 47 ae — 58 
— 4.05 549 
+ 2.50 3.05 — 55 
+ 238 2.98 — 52 
+ 2 231 2.77 — 4 
— 2 2.14 +127 
+ .10 Ls — 30 
+ 1.08 
+ .73 3s — 10 
+ 44 — 15 
27 33 — 
8 43.68 47.30 -—411 
— 27.50 25.73 +177 
+ 5 10.85 14.32 —3.47 
— 15 5.32 3.4 +2.38 
— 20 2.14 37 +127 
+Li9 8.90 97.74 +2.16 


OMPLETION of registration 
tabulations for the first three 
rters shows that the new-car 


Shares of the market held by 
the first nine 


Only Ford Motor Co. appeared 
une to the sales stresses of the 
rst three quarters, falling close to 
“average” share established over 
e last decade. 


NALYSIS of the registration 
** figures, just released by R. L. 
Polk & Co., also shows: 

1. The 2959 total for the first nine 


1—1,145,382 
301,159 
297,790 
283,106 
274,288 


Pontiac 170,444— 6 
Plym. 301,013— 3 
Olds. 231,746— 4 


190,327— 5 
Mercury 105,7383— 8 
Dodge 100595— 9 
96,078—10 
30,360—13 
46,657—11 
37,374—12 
28, 348—14 
20,564—15 
11,426—16 
270,617 


Mise. 


Month Sales Third Best; 
(Compacts, Imports at Peak 


tory, trailing only 1955 and 1950. 
The count was 4,635,346, compared 
Sen 3,473,050 in the year-ago pe- 
2. AMC replaced Chrysler Corp. 
in the “Big Three” in Oregon and 
ee as it did in the first 

3% By individual makes, only 
Ford, Rambler, Pontiac and Stu- 
debaker, in that order, had larger 

(Continued on Page 8, Col, 1) 


New Compacts Stir 


Franchise Shifts 


Dealers Eye New Lines, 
Get Drop-Import Pleas 
By Maynard M. Gordon 


News Editor 
7. economy cars have set off 
reshuffling of dealer franchise 
Sen which may eventually affect 
all makes, domestic and imported. 

An AvtTomorive News nationwide 
check showed that the steel 
strike has delayed the wave of 
dealer reaction to the compact-car 
introductions. But the reexamina- 
tion procesg among dealers is con- 
tinuing in the face of the new- 
mode] shortage. 

Caurysler Corp. has witnessed 
most dealer realignments, prin- 
eipally as the result of the all- 
but-completed separation of 
Dodge and Piymouth lines. 


Although a few Dodge-Plymouth 


holdouts remained last week, intro- 
duction of the Valiant and the 
Dodge Dart has accomplished the 
Chrysler splitup goal in surpris- 
ingly short order. 


HERE are other responses to the 
compact-car showings: 

1. Officials of the compact Volvo 
said a number of U. S. make 
dealers had yielded the Volvo fran- 
chise “under pressure from domes- 
tic company Officials.” A Plymouth- 
Valiant-Volvo dealer in New York 
said he was continuing to handle 
the Swedish import, but displaying 
it outside the showroom. Volvo's 

‘Continued on Page 44, Col, 1) 


‘ed for 40 percent of last week's 


Big 


Three Dealers Face 


Car Shortages Into ’60; 
Ford Cuts Save Steel 


er car production at its low- 
est full-week .evel in 12 
months, Big Three dealers last 
week were facing the prospect of 
several months more of depleted 
inventories. 

Even if the steel mills reopen 
under court order this week, it 
will be four to seven weeks be- 
fore adequate steel supplies are 
available to permit idle GM 
plants and stricken Chrysler 
Corp. and Ford lines to resume 
volume assembly schedules, 
Meanwhile, compact cars were 
grabbing a bigger production 
chunk. The economy jobs account- 


depressed total of an estimated 
67,514 units. The compact share 
may reach 50 percent this week as 
more big-car plants cut back. 
Harold E. Churcaill, president of 
Studebaker-Packard Corp. said 
last week that S-P has enuvugh steel 
to produce Larks through Dec. 18. 
American Motors Corp. reportedly 
has sufficient steel to continue 
Rambler productton _Uuntil Dec. 


DWINDLING parts supplies 
brought on by the steel strike 
caused reshuffling of production 
schedules at Ford Motor and 
Chrysler Corp. last week, plus the 
shutdown of almost all assembly 
machinery at General Motors. 

Except for changeover periods or 
weeks when output was lost due 
to holidays, last week’s assemblies 
marked the lowest level the indus- 
try has hit since the week ended 
Apr. 26, 1958, when 58,664 units 
were produced. 

Last week’s output also was a 
33.5 percent decline from the pre- 
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Auto News 
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views week, when the industry 

turned out 101,598 cars. 

This week Buick will be forced 
to close its lines at Flint, while Ford 
and Chrysler “big car” output will 
go on three and four-day sched- 
ules to consteve steel supplies. 


initiated the retrenchment 
move last week. The standard 
Ford, Mercury and Edsel assem- 


Renault Ousts 
VW from First 
During Monti. 


Att a G-month reign as 
queen of the imports, Volks- 
wagen was dumped from first place 
in sales in September by Renault, 
just-released registration figures 
show. 

VW moved into the lead in 
May, 1954, and held the top spot 
until September, when ite 8,654 
registrations were topped Re- 
nault’s record-smashing 9,439. 

When Volkswagen first took top 
spot in May, 1954, it did so with a 
thumping 412 registrations. MG led 
in April, 1954, and in both months 
Jaguar was the runner-up. 
SEPTEMBER, 1959, was not 

Volkswagen's best month, A 

(Continued on Page 4, Col. 1) 


tions worked only three 
po and put “big car” 
and Valiant operations on four 
days at all plants except St. Louis 
and Los Angeles. It is expected that 
both makers will continue the 
short workweek scheduling this 


In addition, Chevrolet’s Corvair 
and standard car production was 
halted last week at Oakland, 
Calif., and Kansas City. 

Only Chevrolet plants scheduling 
assembly operations this week are 
Corvair at Willow Run and Cor- 
vette at St. Louis, and both these 
plants may be forced to close their 
lines in mid-week, The division 
worked its Willow Run plant five 
days last week, but assembied Cor- 
vettes only three days at St. Louis. 


AutHoveE it now appears the 
industry will be fortunate to 
hit the 250,000 mark in car assem- 
blies for November, the Big Three 
apparently will put most of their 
efforts and remaining steel supplies 
into the newly-introduced com- 
pacts. Car output in October total- 
led 507,530, compared with 258,149 
assemblies in September. 

Ford division worked its Kan- 
sas City and Lorain (O.) Falcon 
plents five days last week; Chev- 
rolet will keep its Corvair plant 
at Willow Run going just as long 

(Continued on Page 45, Col, 3) 


Dealers Cry for More... 


By Robert M. Lienert 
Associate Editor 
THE all-out battle by U. 8. 
makers for the compact-car 
market, Valiant got there lastest 
with the fewest, but it really did 


mo cars to sell, Valiant last week 
wag packing ’em in around the 
ecuntry. 

Scarcity of Valiants wag incon- 
sequential because Valiant dealers 
were writing solid orders at a rate 
that matched thos: Pai the other 


First of Big Three Compact Wagoss— 


Voaliont, first of the Big Three compacts to enter the stafion wagon field, will have 
@ pair of four-door models in both the V-100 ond V-200 series. The V-100 two-seot unit 


it $2,365, and the three-seater is $2,488. 
the three-seot model is $2,566. 


The V-200 two-seat wagon is $2,443, and 


Valiant Slow but Hot 


| would 


new compacts, according to field 
reports. Furthermore, with the 
tangled steel situation, it appeared 
that before long, Valiant’s competi- 
tors would be out of cars, too. 


informed source last week 

said that Chrysler Corp. al- 

ready has received 500,000 dealer 

orders, although it has scheduled 

only 240,000 Valiants for the 1960. 
model run. 

Retail deals were reported par- 
ticularly pleasant, with trades 
coming in way, way below whole- 
sale and the Valiant ordered at - 
full gross. 

As compared with complaints 
voiced at introduction of the other 
new compacts, Valiant stickers ap- 
parently were prompting little 
comment from shoppers. Further- 
more, many of the Valiant orders 
written last week were for heavily 
loaded cars. 


reporting that Valiant 
was just about selling itself, 
were in a frenzy to get more cars. 
One Southerner last week said he 
“gladly give $5,000 under the 
=—— units, if I could get 
em.” 


Barring a return by 


daily. 

It appears that anything like 
regular deliveries on Valiant lies 
a long way in the future. 

Some Valiant dealerships receiv- 
ed their first one or two cars only 
last Thursday and the factory has 


(Continued on Page 41, Col, 1) 
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30-Morth Paper Up... 


Bank Survey Points 


To Looser 


LANSING.—Appointment of S. F. 
Qfike) Mehring, 41, as Oldsmobile 


experience 
the retail automotive sales field. 
He served iater as assistant sore 
manager in Portland and Los 
Angeles and as tone 


Credit 


aute leans and lower downpay- 
ments on the new and used cars 
purchased. 

New-car paper with repayment 
periods of more than 30 months 


Bank | amounted to 7340 percent of total 


new-car paper of June 30. Six 
months earlier, the over-30-month 
paper amounted to 63.89 percent; a 
year earlier, it wag 56.09 percent. 
* 
about all new-car debdt now 
involves a revayment period of 
more than two years. On June 30, 
new-car paper maturing in more 
than 24 months amounted to 84.52 
percent of the total, compared to 
82.82 percent six months earlier and 
82.33 a year earlier. At the end of 
1955, new-car paper maturing in 
more than two years amounted to 
67.91 percent. 

This lengthening of the average 
repayment period does not neces- 
sarily mean that any substantial 
‘amount of auto paper is being writ- 
‘ten for more than 36 months. It 


'' probably reflects the fact that ever 


| greater numbers of new-car buyers 
are signing contracts for the ac- 
cepted maximum maturity of 36 
months. 
eee 

easing of downpayment re- 
quirements can be seen in the 
percentage of new-car retail vol- 
ume on which the credit extended 
exceeds dealer cost in the case of 
| new cars. For used cars, the com- 
| parable figures cover the percent- 
age of advances which are in ex- 


in|cess of the wholesale value. 


On June 30, the new-car vol- 
ume on which the advance was 
more than 100 percent of dealer 
cost was 34.83 percent. On last 


Dec. 31, it was 28.61 percent. On 
(Continued on Page 45, Col, 1) 


How They Fered ... 


Commercial Car Registrations 


By Makes 


First Nine Months, 1959 ws. 1958 


© White inctedes Actorar 
Miscellaneous 


Merringtea, Peterbilt, ete. 


Maks Rhare of Shere 
1963 Market ‘$8 Market Change 
Chevrolet 189,148 M51 35.00 — 58 
Ford 153,346 30.14 22.45 +1469 
International ... 72.346 66,150 1089 12.27 —Lss 
GMC 40.940 7.68 71.58 + #1 
Ix ige 27,363 5.62 6.17 + 4 
Willys 20,343 14,361 2.28 + 14 
White* —....... 11,668 161 163 — 2 
Mack .............. 10464 8,832 14 — 20 
Ss 3277 7 41 + 0 
Diamond T ...... 2,137 2,163 29 — 
Brockway ...... 83 12 12 
Miscellanceus**® 31,223 23,560 431 437 — 
Totals —...... T25,211 539,065 100.00 160.66 
Rterting. 


Freightiiaer, Ree and 
imports, Corbitt, 


Dives, FWD, Keawerth, Marmee- 


—Compiied from R. L. Polk & Co, data. [| 


RD topped Chevrolet in new- 
truck registrations in Septem- 
ber by almost 6,000 units, It was 
the first time Ford was in the lead 
for a month since November, 1957. 

Truck sales in the month total- 
led 78,784 units, according to fig- 
ures from R. L. Polk & Co. The 
total was off 10.61 percent from 
the 88,137 sales in August but 
was 27.74 percent above the 
61,674 trucks sold in September, 

1953. 

This September was the best 
September for truck sales since 
1955 when 89,891 were sold in that 
month, 


s 
Au makers shared in this year’s 
September upturn in sales. The 
makers and their registration 


Volume Tops 1958 Despite 


Strike... 


Business Up in Non-SSeel Areas 


production and employ- 
rebound rapidly” once 
per and other strikes 
way and meta] short- 
nated. 


strike period and a sharp pickup 
in inventories is expected when 
the strike is cleared away. 

Despite income losses due to the 
strikes, the bank found that con- 
sumer demand has been holding 
up well. 


Philadelphia 


us effect of revolving credit 
plans at banks on buying habits 
and car sales was pondered by the 
Philadelphia FRB. Under these 
Plans, consumers are granted a line 
of credit by the banks which they 


The debt is repaid in installments. 
The limit of what can be bor- 


on smaller items and have 


The customer with a revolving 
credit plan is not dependent on the 
merchant for credit. This could lead 
to more shopping, harder bargain- 
ing and a move to retailers who do 
not offer credit, the bank said. 


Richmond 


Richmond FRB finds two 
of its district’s key industries— 


can use merely by writing a check. 


(Continued on Page 42, Col. 1) 
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Business Barometer 
Automotive News Economic Index — 
98.1 Percent of Last Week 
99.2 Percent of Like Week Lest Yeer 
Peresest ef Like Week 
Lest Week Last Year 
Aste Prodsctica 101,598 90.3 103.9 
Truck Production ...... 16,262 78.2 847 
Aste Registrations—Year to date.. 4435,346 ee 133.5 
Truck Registrations—Yeor to date. 725,211 pees 134.5 
Steel Production—tTons ....... oo 371,000 100.0 18.3 
Lamber Production—Board feet... 258,824,000 100.8 97.8 
Peperboord Productioa—tons.... 332,303 1044 104.4 
Soft Ceal Output—tons oe 8,110,000 103.0 93.1 
Oil Refinery Outpet—orreis .... 47,531,000 98.9 96.3 
Electric Outpst—Kilowatt hours.... 12,978,000,000 1017 105.3 
Berometer Freight Cer Leadiags 361,254 102.9 94.2 
Depertment Store Seles index .. 151 944 107.9 
Steck Market Price ledex..... ee 419.1 101.6 110.9 
U.S. Geverament Srendiag 
—fiscal yeor ic cate .......- $31472,998,000 102.2 
Commercial ead ladustrie! Leens $279,548,000,000 995 
Savings Deposits ............ $3C,567,000,000 101.2 
Used-Cer Prices—Averege........ $962 100.8 110.8 
Business Foeileres ................ 273 109.2 91.3 
Cornero 
Stocks Nov.4 Oct.23 1959 Reage Stocks Meov.4 Oct.28 1959 Reage 
AMC....... 95% 78% 96 %-25% 57%-39% 
Chrysler... 59 57% 72%-50% Meck..... - 4 45% 49%-32% 
Bord....... sly 82% 851,-50% S-P.... 7% 28% 29%- 9% 
GM........ 52% 52% 58%-45 White...... 59% 58% 61 40% 
(Nev, 9, 1958) 


Ford Leads in Truck Sales 
First Time Since 1957 


totals for the two Septembers are: 


Sept, Rept... 

1968 1968 

Ford 27,671 18,115 
Chevrolet ..................21,960 19,388 
International .......... 9,325 8,068 
2,676 

2,078 
958 
1,131 
Studebaker 516 298 
Diamond T .............. 262 226 
Brockway ................. 121 106 
Miscellancous .......... 3,772 3,417 
Total. ...................78,784 61,674 


Truck sales in the first three 
quarters of this year totalled 725,- 
211, a gain of 34.53 percent from 
the 539,085 units sold in the like 
period of last year. 

All producers, with the exception 
of Diamond T, shared in the in- 
crease in sales. Ford was by far the 
big winner with unit sales up by 
more than 65,000 and the biggest 
increase in market penetration. 

pws producers, including Ford, 
showed increased unit sales and 
market penetration, The five, their 
sales, percent of market and per- 
centage-point gains are: 

Ford, 218,561 units sold, 30.14 per- 
cent of the market, a gain of 1.69 
points; GMC, 55,104 ur:ts, 7.60 per- 
cent, up 0.01 point; Dodge, 40,787 
units, 5.62 percent, up 0.45 points; 
Willys, 20,342 units, 2.80 percent, up 
0.14 points, and Studebaker, 4,850 
units, 0.67 percent, up 0.06 points. 


Brockway maintained its mar- 
ket share at 0.12 percent on sales 
of 859 units. 

Five manufacturers saw their 
shares of the market slip despite 
increases in sales. The five, their 
sales, percent of market and per- 
centag-noint gains are: 

Chevrolet, 250,273 units, 34.51 per- 
cent, down 0.58 points; Interna- 
tional, 78,946 units, 10.89 percent, 
down 138 points; White, 11,660 
units, 161 percent, down 0.02 
points; Mack, 10,464 units, 1.44 per- 
cent, down 0.20 points, and miscel- 
laneove, %1,228 units. 431 percent, 
down 0.06 points. 

Diamond T sales slipped to 2,137 
units or 0.29 percent of the market, 
a drop of 0.11 percentage points. 

ALIFORNIA maintained its 

ranking as the top truck-buy- 
ing state in September. The top 10 
states and their registrations for 
September of this year and last 


are: 

Sept., Sept... 

1958 1968 

1—California 6311 
2—Texas 5,230 
S—New York .........3,555 3,059 
4—Pennsyivania .....3,550 3,033 
is ............--.3,125 2,569 
6—Michigan ...........2,993 1,983 
2956 2,135 

8S—Florida 2,220 
9—Missouri. _...........2,132 1,653 
10—North Carolina ...2,103 1,565 


Reflecting the national increase 
in truck sales, September registra- 


tions topped the year-earlier total, 


in 41 states. Decreases were report- 
ed in eight states and the District 


of Columbia, 


Of Ad Distortion e— 


GM’s Glass Supplier e 
Denies FTC Charge 


WASHINGTON. — The Fede @~ 
| Trade Commission charged lasts 
| Week that Libbey-Owens-Fori 
' Glass Co. and General Motors hs 
| used camera trickery in television+ 
commercials comparing optical 
tortion between automobile safisy 
Plate glass and automobile safety* | 
sheet glass. 
! Sources here viewed the co 
, Plaint as the first step in an FTC’ 
drive to rid television of decepti 
or misleading commercials, Th i 
program was announced earlier by _ 
FTC Chairman Earl W. Kintner 

In the case at hand, FTC alleged, | 
that, 
views in the filmed commercia i 
safety plate glass produced by | 
L-O-F and used in the side wigs 


dows of GM cars is not free fr 
all optical distortion. 

Also, the FTC said, the saf 
sheet glass used in cars made ' 
GM's competitors does not, under | 
ordinary conditions, have the 
cessively high degree of distortion | 
pictured. 

Deceptive photographic tec@~ 
niques and devices were used in — 
making these pictures, the pa. 
said. The agency contended that 
one case, the picture purportedly 
taken through plate glass actuapx ...— 
was taken with the window opc’ 

GM had no immediate comment, . 
but L-O-F denied the charges. T 
glass firm attributed FTC's acti j 
to complaints from auto makers — 


desirable and cheaper” side wif- 


true and perfectly proper,” L-O- 
said. “The company has violated ' 
law, and it welcomes the op 
tunity to present publicly its side 


which resulted in the initiation 
the commission proceedings.” 

GM and L-O-F have 30 days e- 
answer the complaint, 


DuPont Directors© 


CHICAGO.—Four duPont repre-. 
sentatives on the General Motors 
bo-rd of directors are planning 
resign and Alfred P. Sloan jr., an- 
other GM director, ia planning ¢-— 
leave the duPont board. 

The changes are in keeping with‘ i 


lowed duPont to retain its 23-pe i 
cent stock interest in GM. t 
The resignations from the G#.- 
board are to become effective whe é 
the ruling becomes final. A Gov- ~ 
ernment appeal of the decision @— 
considered likely. There was no 
word on when Sloan would sub 
his resignaticn. 
Scheduled to leave the GM board ‘ 
are Walter S. Carpenter jr., Lams 
mot duPont Copeland, Henry ; 
duPont and Emile F. duPont, No. | 
annovncement was made on 
plans of Donaldson Brown, 
fifth duPont representative on the ;: 
GM board, who is reported to ~ 
seriously ill and unable to atten e 
board meetings. 
Sales ‘Estimates’ Again ¢. 
Far Below Registrations~ | 
DETROIT.—The wide discrep- 
ancy between estimates of news 


i 


to 55,000 new cars, no } 
counting an additional 53,787 im- 
Unofficial sources reported sep 
retail sales of 343,000 and , 
363,000 new cars, without mak'ng@.__ 
clear whether imports were in- 
eluded. Actual R. L. Polk & Co 
totals for September: 403,358 
ic new-car registrations , 

and 53,928 imports—a total of,’ 
457,285. 

The incorrect low sales “esti- °*; 


| claims of swollen Oct. 1 deale 
| inventories. 


contrary to comparatiye.— . 


who use what L-O-F called “i@— ~ 


a 


the rfurcly private 


Plan to Leave e 
Board of GM eo 


a Federal Court decision which ae 


mates” were used to 


L-O-F Accused 


be “a 


— 


~ 


~ 


3 


J 


i 


~ 


— 
3 
| 
((HICAGO—A loosening of terms| 
on auto loans from finance tae 
companies can be observed in ‘| 
study of figures from a cross sec- oe 
tion of such firms which was pub-| " 
lished by the First National 
ef Chicago. { 
The casier terms include both ies 
lenger periods fer repayment of 
| Olds Promotes | 
Mehring to Top | | 
Sales Position | 
general sales manage- ig announc- | 
"ah ed by J. F. Wolfram, ,eneral man- 
ager. Mehring succeeas the late 
V. Sutherien. 
i For the past three years, Mehr- 
ing a held the 
ad ager in the west- | 
in May, 1948, as 
a district man- \ 
ager in the Port- 
ie land (Ore.) zone <j | 
following several ‘a 
| 
ail St. Louis and Boston. | “The advertising in question ee 
a Prior to his appointment as as- 
sistant general sales manager, 
ae Mehring was Midwest regional 
bones under his supervision | | 
L 
= 
By Kenneth C. Kelley jr. demand for business inventories 
Winer has remained strong during te | 
% A MIXED picture of the nation’s rowed by most consumers is q 
a economy is presented in the below the amount needed to buy i 
ie latest batch of bulletins from the a car. The FRB said that con- = ' 
Federal Reserve banks. The effect suners 4 
obs ef the steel strike cause most of spend Ee 
Be the trouble but there are sone lees left to meet car payments. aaa’ 
‘. On the brighter side, areas not eee L 
tee dependent on steel are doing 
ay thems that a boom lies just ahead 2 
ee treubies have 2 cleared up. 
Despite the strike, total business| 
the year-earlier total in | 
Reserve districts. Debits 
show the amount of money chang- 
ae ing hand by check and are consid- i 
ae ered a good measure of total busi- 
mess activity. 
ee. Here are some of the recent com- | 
is ments on regional business condi- 
es tions from the Federal Reserve 
A™ major New England manu- | 
: facturing activities — primary , 
metal, textile, shoe and leather and 
paper production — were running} 
of the 1958 pace, according | 
pane mg and actua tration 
which was up ll percentage again was illustrated in Septemio— - . 
golate, showed the greatest gain. ber. This time, registrations sur- * | 
nonfarm employment in the passed early sales “estimates” bya | c 
On the other hand, department) 
store sales trailed the 1958 total by | 2 
ses | 
New York 
(JHE New York FRB has found | | 
evidence that demand remains a 
ing intentions 


{ 
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Dealer Forum 


by Robert M. Finlay 


IALECTICS of the auto busi- 
ness—the old is always dying. 

e new being born and being used 
prop up the old, In most cases, 

e old still lookg pretty healthy. 
So you wonder why Corvairs 
ould be registered as Chevrolets, 
alcong ag Fords, Valiants as 


bhrine of the mew, yet get sen- 


i > lymouths and Darts ag Dodges. 
} 4 We seem to worship at the 


imental about the old names and 
nometimes overestimate the hold 


they have on the public. 
Confusion is compounded at 
ge. Dodge advertises “two great 
Dodge Dart and ‘60 Dodge.” 


Te makes it difficult to find a 


{ designation for the standard Dodge, 


the ad distinguishes it by calling 
“60 Dodge.” The customer, at- 
tracted by the advertising, can’t 


anything labelled Dart. He'll 
ve to settle for a Dodge marked 
Phoenix. 


neca, Pioneer or 


Asked a Dodge man if this didn’t 
*@ost the Dart distinction in the 


big, 
“The big distinction for the 


‘customer,” he said, “ig the $200 


0th Gain in Row 
ikes Auto Credit 


age 

| 


= 
Fr 


+ | ing $489 million, $6 million in 
the month million 


o New Record 


WASHINGTON.—The volume of 
> credit outstanding increased 
$177 million in September to 
h a record total of $16,259 mil- 
on at the end of the month, the 


{ Federal Reserve Board repo 
The 


boost was the 
increase 


companies held another 
7,304 million, up $85 million in 


$703 mil- 


up $56 in 

the last y 
extended ded in Septem- 
totalled $1,495 million, off from 
$1,602 million extended in Aug- 
‘ust but above the $1,105 million 
in September of last year. 
Credit repaid in September 

$1,318 million, 


1958. 
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less he has to pay te get @ 
Dodge Dart.” 

Speaking of che difference and 
not the Dart, we are always over- 
estimating the importance of 
money. Many things move people 
more—like integrity, value, quality, 
service, Of course, people have to 


be eonvinced that you can deliver) - 


these things. That's what makes it 
worthwhile building a reputation. 
Incidentally, the Dart looks like a 
winner. 


The ‘Almost’ Society 
 gheecomerety of money, there is a 

new and non-exclusive club in 
the auto business, It is made up 
of those who have stories to tell 
about how they almost got rich on 
American Motors stock. 

The club includes the wife of an 
auto man who wants to buy a 
Rambler, but won't, because, as she 
says: 

“Every time I opened the ga- 
rage door I'd think of the $35,000 

we lost by selling our AMC stock 
at $6.” 

Then there is the guy who got 
the idea of buying AMC stock 


while on a party. The next day he| | 


bought a thousand shares at $5. 
Then the hangover set in, and he 
decided he must have bought while 
still under the influence of liquor. 
So he sold a few days later. 

So, if you are beating yourself 
over the head because you almost 
made it, be consoled by the fact 
that the auto business is full of 
folks who missed that one. 

¢ 


Economy Run Nostalgia 


THER auto men are talking 

with considerable nostalgia 
about the report (later denied by 
Mobilgas) from Slim Barnard, Los 
Angeles Examiner auto editor and 
correspondent for Automotive News, 
that the 1960 Mobilgas Economy 
Run may be the last. 

This would be an interesting 
development, now that the pub- 
lie’s economy kick is having such 
a marked effect on the auto in- 
dustry. It will be revealing to see 
how the new compacts fare in 
the 1960 run, 

Dealers who have been on the 
run doubtless will have their own 
memories, Since the run starts at 
midnight Sunday — and who can 
sleep on Sunday before the start— 
they will recall seeing the dawn 
of the first cay, usually in some 


L. A., Philadelphia 


Raise Curtain... 


Big Auto Shows Open 


By John E. Walsh 

Stat Writer 
M~0r auto shows in the West 
and East will get under way 
this week with the largest exposi- 
tions ever scheduled for Los An- 

geles and Philadelphia. 
The S7th annual Log Angeles In- 
ternational Auto Show will open to 
the public Friday ‘Nov. 13) and 


run through Nov. 22. There will be 


a@ special charity premiere Thurs- 
day night. 

The curtain will go up Satur- 
day (Nov. 14) on the 43rd Greater 
Philadelphia Automobile Show to 
be sponsored by the Philadelphia 
Automobile Trade Assn. The clos- 
ing date is Nov, 21. 

Charles H. Elmendorf, manager 
of the Los Angeles show, said 
exhibits from at least seven foreign 


Scotch Top Promotes Vauxhalil— 


This Vauxhall with @ tartan top is paying off in showroom troffic for Dick Lewis 
Pontiac-Cadillac in Olympia, Wash. The material purchased in a locol department 
store, is glued to the top of the car. Town runabov! emphasizes Pontiac's “Scotch 
Victor” by Generel Motors’ Vouxholl. The cor also is used in a mileage contest in 
which adults are invited to “scotch drive” the Vauxhail. 


Perfected Techniques Aid 
Selling by Telephone 


By William Carroll 
Staff Correspondent 

LOS ANGELES.—“Knowing your 
product is great, but what good is 
it if you have no one to talk with?” 
asks Jack Schwartz, who has sold 
more than $15 
million worth of 
life insurance by 
telephone, “When 
a salesman mas- 
ters the art of 
prospecting, by 
telephone, he’s 
got it made,” he 


remote spot out on the desert, with) said. 


sleep filled eyes but watching the 
driver to make sure he ig awake 
and alert; of running out of gas 
at night, with the next station nine 
miles over the mountain. 

The one memory that always 
comes back to us is of roaring 
down a mountain in Yosemite, with 
100-foot dropoffs most of the way, 
not knowing we had a burned-out 
front-wheel bearing. Got white at a 
dealership in a town at the foot 
of the mountain when we learned 


of it. 


For Russian Tourists 


LSO, here’s a word of advice 

to dealers planning to travel 
in Russia. Roy Forrest, who work- 
ed the Ford exhibit at the recent 
fair in Moscow, says it is almost a 
must to know some Russian if you 
want to get around in Moscow. 


Unlike other European countries, 


where every depot, store, hotel or} 
restaurant has at least one Eng-)' 


lish-speaking employe on hand for 


the tourist trade, Russia is full of | ¢ 


Russians who understand only 
Russian. 
Forrest had eight intensive les-. 
sons in Russian before he Ieft, 


picking up about 500 basic words | 


that stood him in good stead 


He says no one made ary effort | 


to stop him from communicating 
with the Russian man in the street. 
“Did you enjoy the trip?” I asked. 
“Enjoyment is not the word,” he! 
said. “Interesting.” 


Etght years 
ago Schwartz es- 
tablished his Tel- 
ephone Sales 


a 

Jack Schwarts 
Clinic which has trained thousands 
of salesmen in the art of telephone 
selling. His book, “How to Get 


More Business by Telephone,” is) 
in its fifth printing, and his pre-| 
sentations to automotive and other 
selling groups have him travelling 
almost continually. 

On stage, Schwartz tells his 


ValPreda Elected 
To NADA Board 


WASHINGTON.—Peter Val- 
Preda, an Oldsmobile-Cadillac deal- 
er in Burlington, Vt, has been 
elected to represent his state on the 
NADA board of 
directors. He suc- 
ceeds Semuel 
(Chevro- 


ValPreda has 
been an auto 
dealer since 19:5. 
He was located 
in Rutlend 10 
years and pur- 
chased his pres- 
ent operation 
four years ago. 


Peter ValPreda 


He served as president of both 
the Vermont Automobile Dealers 
Assn. and the Rutland County 
| Auiomobile Dealers Assn. 


; Bill Scott, Pacific Coast telephone 


proceeds to prove his points, Us- 
ing an amplifying system which 
allows the audience to listen to 
both sides of a conversation, he 
telephones prospects “cold.” 

In a similar demonstration by 


salesman, the amazing percentage 
of appointments made by telephone 
ios the eyes of automen pres- 
en 

Ninety-two numbers were dialed; 
78 contacts were made; 42 appoint- 
ments were set up, and seven sales 
were completed from these ap- 
pointments within the month. 

“Reason enough,” says Schwartz, 
“for a salesman to want to use the 
telephone well.” 

According to Schwartz, the 
world’s greatest mistake ig waiting 

(Continued on Page 43, Col, 1) 


lands and the U. 8 will fill the 
entire Pan Pacific Auditorium and, 
for the first time, require the use of 
two tents of 30,000 square feet 
each. 

He said about 400 f£ and 
domestic cars will be on display, 
compared with 242 a year ago, and 
will cover almost four acres of 
exhibit 

| oe TRIBUTE to the 50th state, 

the show will have a Hawaiian 
theme — “Motoring Paradise 1960.” 
auditorium “will be decorated 
wit flickering tiki torches, primi- 
tive masks and giant murals of 
Hawalian scenes. 

The charity premiere will be 
sponsored by the Assistance League 
of Southern California and the ad- 
mission price will be $5, according 
to Elmendorf, No salesmen will be 
on the floor for this occasion, be 
added. 


persons attend- 


—_—-s A. BOTT, president of 
the Philadelphia Automobile 


Trade Assn, and show chairman, 
said every foot of exhibit space in 
Convention Hall has been reserved 
by exhibitors of domestic and for- 
eign makes. 

An increase in the number of 
exhibits has required the addition 
of 50 percent more floor space than 
was utilized last year, he continued, 
He estimated the value of the dis- 
plays at more than $3 million. 

The foreign-car and allied in- 


is being used for the first time, 
Bott said, Volkswagen is among 


Last year’s show drew only 62,000 
visitors, compared with about 88,- 
000 in 1957, but Bott is confident 
that this year’s crowd will top both 
these marks. 

“Interest in cars is higher this 
year than it has been in several 
(Continued on Page 43, Col. 4) 

. 


Chicago Show Increases 


Domestic, Import Space 


DETROIT.—A second wave of 
public interest following the au- 
tumn new-car announcements is 
expected for the $20 million Chi- 
cago Automobile Show in January. 

Don C. Mullery, president of the 
Chicago Automobile Trade Assn., 
made the prediction here last week 
at the 10th annual luncheon for 
about 200 representatives of auto 
manufacturers and newspaper au- 
tomotive writers and advertising 
personnel. Mullery confirmed that 
the new smal] cars had made it 
possible to increase space alloca- 

(Continued on Page 44, Col, 3) 


On the House... 


There'll be no 
‘adopt .. . Mobi 


Wembot 
Reese, Olds dealer in Drexel Hill, 


clowns and animal acts) allowed in the 1960 Chi- 
cago auto show exhibits, CATA directors have de- 
cided. Wouldn't be a bad policy for other shows to 


1960 Economy Run would be the last . 
who brought White Motor out of the red back in 
1935, has celebrated his 70th birthday; he’s still 


Akron Beacon Journal put out a special 105- 


\ chairman of the board... 
page issue the 
O’Neil’s 50 year 


active as president of General Tire ... 


month, both on volume and profit, since 1955 . 
Sarchione (he’s been an auto dealer in New Castle, Pa., 

40 years) celebrated their golden wedding anniversary last week . 

Talking about the price competition foreign firms can give U. sg 
companies, Goodyear cites these comparisons on wages in various 
countries: $3.48 per hour at Goodyear (U. S.), $1.01 in France, 90 cents 
in Germany and Italy, and 29 cents per hour in Japan... 
mileage back on a used car brought a fine to a New Jersey dealer 
and a hearing to de*ermine if his license should be revoked. 


sideshows (like dancing 


Igas has denied reports that the 
. - Bob Black, 


other day, commemorating Bill 
3s in the tire industry. He's still 
Dave 


Pa., reports October was his best 


. Mr. and Mrs. Joe 
for about 


Setting the 


—Prre Wemnorr, Editor, 
Automotive News 


4 
| 
All popular foreign makes, in- 
eluding Volkswagen, will be rep- 
NG | Tesented at the show, Elmendorf 
said, and it will mark the first 
|| time the new U. 8S. compacts 
() have been displayed in the city 
under one roof. 
ed last year’s exhibition, and El- 
Oe, @ | mendorf expects this year’s turnout : 
ead | to exceed this mark. 
_ 
dustry exhibits will be located in 
| better telephone salesmen, then 
| | 
| 
al 
and _ $1,287 million in September, | : 
let), 1 d | 
| 
\ 9 
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Import Volume Dips... 


Renault Finally Ends 
VW Sales Streak 


Volkswagen registered 11,997, the 
greatest number of imports of one 
make ever registered in one month. 


Had Mote 
5,147— 2 
Vi 1 
3— 3553 English Ford 3,470— $3 
4— 3519 Fiat 2,152— 5 
5— 3374 Opel 1,692—10 
3041 Simca 1852— 6 
2447 Hillman 1,157— 8 
8— 2,135 Triumph 1L767— 7 
2,130 Vauxhall 2,251— 4 
168 MG 
bd Velvo 1,738— 9 
13,387 All Others 9,314 

Tetal All Makes 

787 
Net Tep Tea, 


top in September. 

The battle is far from over, with 
both makes pushing furiously to 
boost production at home and in- 
crease exports to the U.S. 

= 
- CAR registrations 

for September totalled 53,787, 

compared with 56,187 a month ear 
lier and the record number of 
57,211 in June, 

Although it was the smalicst 
monthly count of imported cars 
since April, the shrinking overall 
market in Se allowed im- 
ports to claim 11.76 percent of 
total registrations. 

That was a record for the year, 
topping the earlier mark of 10.56 
percent established in August, For 
the first nine months, imported 
cars accounted for 9.83 percent of 
total new-car registrations. 

A year ago, imports notched 11.57 
percent of September registrations 
and 7.66 percent for the first three 
quarters, 


AMONG the also-rans behind Re- 
nault and VW, English Ford 
staged a minor comeback to return 
to third place, after a momentary 
lapse dropped it to fifth a month 
earlier. 

Trailing in No. 4 position—by 
only 34 units out of a combined 
total of more than 7,000 — was 
Fiat, the third-place car a month 


earlier. 

English Ford, in leap-frogging 

back to third, dropped Opel to 
fifth, although Opel retained its 
position relative to Fiat. 
Others in the Top Ten remained 
in the same position they held in 
the previous month — in order, 
Simca, Hillman, Triumph, Vauxhall 
and MG. 


RENAULT was the only import 
make to set a record in Sep- 
tember and was the only make 
with more registrations in Septem- 
ber than in the previous month. 
Volvo, which had not been in the 
Top Ten on a single-month basis 
since June, remains in No, 10 spot 
for the first nine months. 

Tenth place was claimed by Aus- 
tin-Healey in July and by MG in 


Imported-Car 
Registrations 


1960 
Bee Mote Pes. 
82,755 VW 58,422— 1 
65,244 Renault 31,700— 2 
Eng. Ferd 23,008— 3 
— 
Fun 


Wilkie Views... 


INDICATIONS that close to 
seven million cars will be built in 
1960 raises some interesting specu- 
lation. 


That total out- 
put has been 
reached only 
once before. In 
1955, the car fac- 
tories assembled 
just under eight 
million carg and 
the dealer body 
sold almost 7,- 
200,000 of them. 


One of the 


speculations is 


Will Injunction Stand? 


By Frank Gawronski 
Staff Writer 

Tu steel dispute shifted to 

Washington last week as the 
U. S. Supreme Court took the steel 
case under advisement after Gov- 
ernment and union attorneys bat- 
tled orally over the legality of a 
Taft-Hartley injunction that would 
end the steel strike. 
The justices, after hearing the 
arguments adjourned to consider 
their decision. The 


court was expected 
LABOR to over 

weekend or early 
this week. 


The Supreme 
Court’s decision will determine 
once and for all whether the steel 


Annual Auto Show Issue 


To Be Published Dec. 7 


Featuring four-color rnotos of 
all 1960 models, the fourth annual 
Automotive News Auto Show Is- 
sue will be published Dec. 7. 

Included also in this annual 
edition will be the top selling fea- 
tures of the 1960 cars, enginecer- 
ing and styling developments, 

specifications 


Prices and of all 
makes. Innovations by supplier 
companies will likewise be dis- 


Detailed stories and photos of 
1960 trucks will also be a part 
of the Dec. 7 issue. 


August and September. 


Leasers Fight Capital-Gains Bar 


WASHINGTON.—A Tax Court 
classifying on sales 

of vehicles no longer useful in the 
business ag ordinary in- 
come is being appealed by the 
American Automotive Leasing 


i 


yey to the significant interest 
of the American Automotive Leas- 

ing Assn. in the litigation. 
noted that its members 
about 120,000 vehicles in 
industrial 


mation’s long-term leasing vehicle 
business. 

The brief contained a detailed! 
description of the automotive leas-; 
ing business. It pointed out that! 


vehicles are purchased new by leas- 
ing companies from auto dealers, 
and are leased in volume for pe- 
riods of one year or more. 

When the leases expire, the cars 
are returned to the leasing com- 
panies and disposed of at whole- 
sale. While the cars are on lease, 
a deduction for depreciation is 
taken by the leasing firms. When 
the cars are finally disposed of, if 
their actual saivage (or disposal 
price) exceeds the cost less depre- 
ciation taken, the excess is treated 
as capital gain. 

As to the method of deprecia- 
tion, Lyons pointed out that the 
AALA is in complete accord with 
regulations issued by the Inter- 

mal Revenue Service under the 


tion allowance as the amounts 
which, together with salvage value, 
will equal the cost of the vehicles 
at the end of their estimated useful 
life in the leasing business. 

“Salvage value” is defined as “the 
amount (determined at the time of 
acquisition) which is estimated will 
be realizable” upon sale of a ve- 
hicle when it is no longer useful 
in the business. 

Depreciation then, the brief 
states, is the cost less estimated 
salvage spread over the useful life 
of the vehicle iu the leasing busi- 
ness. Capital-gaing treatment of 
any excess over cost, less estimated 
salvage recovered on disposition of 
the vehicle is specifically provided 

(Continued on Page 45, Col, 3) 


Late Report... 


advanced—bdy $19. 


lows were established for ’53, "57s, 


were sold. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $8 to $962, according to Automotive News’ index. 


All other models declined, with losses: 
$31 on '58s, $28 on °57s, $22 on ’53s, $15 on ’55s and 


At a group of representative auctions last week, the sales ratio 
was 69.7 percent on an average consignment of 240.0 units. A week 
earlier, consignments averaged 225.4 units, of which 652 percent 


Auction reports begin on Page 332. 


"566, "55s and 


Steel Fate in High Court 


strike must be ended for an 80-day 
cooling-off period. 

Arthur Jd. Goldberg, attorney 
for the striking United Steel- 
workers Union, appealed to the 
court to kill the injunction and 
declare the Taft-Hartley Law un- 
constitutional, He also challenged 
the Government's claim that the 
strike of 500,000 steelworkers had 
endangered America’s health and 
safety. 

J. Lee Rankin, the solicitor gen- 
eral, argued for the Government 
by appealing to the court to uphold 
the injunction handed down by the 
U. S. District Court in Pittsburgh 
and affirmed by the U. S, Appeals 
Court in Philadelphia, He said the 
strike clearly had imperiled nation- 


al defense. 


OX THE dealership front, Bor- 
chers Auto Co. (Ford) became 
the fourth dealership to win a Na- 
tional Lapor Relations Board + 
resentation election in Dayton, O. 


against representation by 
District 13 of the International 
Assn, of Machinists. 


Previously, the union was de- 
feated in elections at Davis Buick 
Co., Micheal Motor Sales, Inc, (Lin- 
coln-Mercury), and Shannon Buick 
Co, The results of the election at 
Shannon are being contested by 
the union. 

The union won elections at Can- 
trell & Guy, Inc. (Chrysler); T. D. 
& T. A. Peffley, Inc, (Ford), and 
Hart Plymouth. The union launch- 
ed its organization drive six 
months ago. 

All of the clections, except Hart 
Plymouta, were ordered by the 
NLRB. The Hart election was a 
consent election. 

In Morrisville, Pa, the NLRB 
has ordered a decertification elec- 
tion among used and new-car sales- 
men at Fallsington Motor Co. 
(Ford). The salesmen will vote for 
or against retention of Teamsters 
Local 35. 


Panhard PL-17 
Has Sedan, Wagon 
And Convertible 


NEW YORK.—The ’60 Panhard 
has been announced by Robert Jol- 
liett, president of Vendome Motors, 
Inc., U. S. importer of the French 
auto. 


station wagon and convertible and 
the Panhard-DB sports car. 

The PL-17 has a new hood and 
rear deck and a new transmission 
with the upper three ratios syn- 
chronized. It retains the basic body 
shell of the Dyna-Panhard. 

The Dyna and the PL-17 have a 
wheelbase of 101.4 inches and are 
180 inches from bumper to bumper. 
Sedans and wagons have a top 
speed of 35 mph. and the con- 
vertible and DB sports model can 
top 100 m.p.h. 

All models have an aluminum 
air-cooled engine with front-wheel 


is optional on the PL-17. 


Some 8 Million Years, But... 


that the industry will not agai, — 
ever build 800,000 more cars than. 
the market can absorb, & 
The 1955 tion and sales * 
binge left the industry a 
prolonged headache. A lot 
forced selling was required to de- * 
liver the record-aniushing 
total of that year. What happeri? 
ed to sales in 1956-57-58 proved 
that 1955 borrowed heavily — 
the future market. ' 
The heat of competition forc om 
the automakers into virtually 
controlled production in 1955. It | 
could do it again in 1960, althou 
most industry experts 
that the producers will do their’ 
utmost to avoid another 1955 ng 


year. 

The auto industry has suffered MU 
production peaks and valleys 
most since the beginning of mass | 
production. A good year invariably 4 
has been followed by a couple €~ 
unsatisfactory years. The car mak- 
ers don’t like to admit it, but t 
results from borrowing volu 
from future markets, 

THEY ADMITTED it when 
predicting a better year in 1958 ‘| 
they explained that “many mot 
ists who bought their cars in 1950 
will be back in the market.” That | 
didn’t happen in 1958; sales dro&j~ 
ped from nearly six million units 
in 1957 to about 4,650,000 in 195 
Several leading car makers repe ; 
ed the prediction in 1959. The year's | 
increased demand bore out the Te- ~ 
diction. 

It is extremely doubtful that any ° 
maker or retailer wants 

(Continued on Page 45, Col, 4) 


Pirelli Introduces 
Auto Tire wi 


with 
Replaceable Trea 


TURIN, Italy.—An automobile 
tire with a three-band replaceab 
tread was introduced at the Tur 
Automobile Show by Pirelli of 
Milan. 

Differing from traditional oe 
made in a single unit, the new tire. 
consists of a casing and three se 
arate tread rings, which can be | 
mounted or dismounted with : 
minimum of time and effort 
without tools, the company said. 
The tread rings are held firmly s 
cure by pressure from within e| 
tire when inflated and by special « 
ridges on the casing. 

When a tread is worn, it is pos- 
sible to substitute a new one with- 
out the necessity of buying a co 
plete new tire. Also, the pattern o 
the treads can be changed to adap 
to special conditions of terrain 
weather, 

As a substitute for chains, tun 
sten steel spikes may be inserte 
between adjacent rings of the win-. 
ter pattern treads. 

Currently in production in Italy, 
the tires will be available for the, 
American market within a fe 
months, the company said. 


& 


TY 


TT 


Replaceable Tread— 


Am Itolion firm, Pirelli of Milan, has 
troduced o tire with three separate tres 


drive. A 60-horsepower high-per-} 
formance engine called the “Tiger” 
ditions 


rings which may be replaced individual! & 
The tread pattern also cen be chonged t> 
odspt to special ferrsir and wether co 


| 


mr 


(Continued from Page 1) | 
month earlier, for example, VW's, 81.55 percent in July and 94.75 
: total was 9,456, and last June | percent in August before going i¢ a 
Remault, nevertheless, now 17,264 Vauxhall 11985—9 
rules, Whether it can the 14215 Volve i 
throne remains to be seen. Volks- e MG 12,523— 6 ‘_, 
ve not Total Mal 
% ally tabulated, were the best ever 455,502 soi 265,919 i 
fm the U. And Volkswagen, of Net tm Top Tee. | 
fm year-to-date figures. 
ae Although VW officials refuse to 
. admit for the record that they are pC 
in @ race with any other imported a 
: make, it is no secret that they set | 
oe LBaTeD availability of cars has 
es been a major handicap for = 
ae Volkswagen. In most markets, there | . 
hie is still a waiting list. Renault re- 
tallers on the other hand, have 
Bis ample stocks from which to wheel 
and deal. 
Bets Although Renault has aimed 
pe squarely at VW for years, its cam- | 
ie paign to capture the top spot failed 
ne: to make much headway until this q 
summer. 4 
Starting with 67.88 as 
many registrations | 
Sales Score | 
4 For Imports | cam ih 
September: 
| 
Borchers’ victory waa recorded 
when shop employes voted 40- | 
| aI 
| 
e Assn. Results of this appeal are ex-| “Fi 
pected to have far-reaching effects 
em the vehicle-leasing field. 
The American Automotive l 
a Leasing Asan. has filed the mo- _ ee 
tien for leave to file a brief, as | 
oa amicus curiae, in the U. S. Court 
ef Appeals for the Fifth Circuit 
at New Orleans in the case of 
Hillerd v. Commissioner of In- Mie 
Vehicles used by Hillard Co., Fort 
Worth, in its leasing operation, \ 
were held primarily for sale to cus- 4 m_ 
in the ordinary course of| Unternal Revenue | 
4 e the recia- 
tion by attorney Ellis Lyons, Wash-|| The line cones ofthe Dro | 
 fmgton, on behalf of the leasing Panhard four-door sedan, the new 
tion, but both the government and =) 
Hillard consented to the filing. | 3} i 
upwards. 
The average was largely the result of leverage ex- 4 Sy ~ 
: erted by a whopping gain of $182 en '58s, although ‘Sis also were Fl 
and commercial lessees; that | $35 om "52s, |! 
these vehicles represent an in- | "sae. New || { 
vestment of approximately $236 | 
| 
i | 
i 


q 


‘ o4 \ 


oy 


ary 


“| 


6S 


~ 
“a 


reasonable deal...” 


says JOHN P. MAURER, Ford dealer, 
East Greenwich, R. I. 


~ S “In working together for 15 years, we have 

: found that CommerciaL CrepiT never 
refuses a reasonable deal. This means we 
can give immediate credit while the cus- 
z Shee tomer is ‘hot.’ and take no chances on his 
tage Re changing his mind while he waits for credit. 
™ oe It means we can develop a large percentage 
ee - of our transient business. In their selling 

story, our salesmen assume that most 
Se M4 people are buying on time and plan the 
\ ; sale on the size of monthly payments and as 
¥ a result, about 75% of our sales are on time.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest Comwerciat Creprr Corporation 
office for complete information on the benefits of CommerciaL 
Caeprr Pian. Why not do it, today? 


| 
ei 
| | 
- 
j 
i ‘ 
= ] | st | 
SA A service offered through subsidiaries of the 
CREDITE Commercial Credit Company, Baltimore . . . Capital 
end Surplus over $225,000,000 . . . offices in principal 
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At the London Show... 


British Cars Are Outnumbered 


Mal Correspondent 
— The 4th London 


record | 
for many reasons: Increased vol-| 
ume of business done, increased models caused considerable sur- 
attendances, and 80 on, but .the! prise, since the Sccicty of Motor 
most outstanding reason for re-| Manufacturers & Traders. the show 
membecring it will be that it was organizers, normally adhere rig- 
the first show in which there were idly to their rule that the cars on 
fewer British cars on exhibit than show must have recognized distri- 


(Canada), Oldsmobile. 
Ptymouth. Pontiac, Rambler and 
Studedaker. 


those from other countries. butors before they can be admitted. 
But before any wrong ideas 3. M. A. Smith, SMMT presi- 
are gathered from mere num- | deat, explained that new autos 
bers, it must be stated that of the | could be admitted even if no 
fercign cars on view, quite a | concessionaires had been appoint- 
number will find few buyers im | ed, if they had special merit or 
Britain and at least twe of them | interest. 
rene at all. The two Russian cars were the 
The breakdown of makers by five-seater Volga. capable of 85 


nations shows there were 33 British mph. with its 2.3-liter motor, and 
companies showing, 14 U. S. and the 1.36-liter Moskvich. For body- 
Canadian, six French, nine Ger-| styling they have obd been 
man, four Italian, one each Dutch.! derived from Detroit's designs of 
Swedish and Czechoslovakian, and,| the late ‘40s or early ‘50s. There 
for the first time, two Russian. (were no price tags on them. 

The U. & and Canadian makes| Of much greater interest were 
were: Buick, Chrysler, Cadillac, the new U. S. compact cars. The 
Chevrolet (Canadian), DeSoto, Ford Falcon and Chevrolet Corvair 
Dodge, Ford (v. &) and Ford! were on show from the opening 


At the London Motor Show— 


Shown is @ port of the London Motor Show jus? before the doors were opened to 
the public. The 44th show was held in Earis Court in London. 


English Ford Sights 10 Pct. 
Of 1960 Import Sales 


By Ed Brown 

Correspondent 
NEW YORK.—Based on a mini- 
mum projection of half a million 
imports in 1960, English Ford ex- 


pects to garner 10 percent of that 
market to itself 


Kemp, imported 
car marketing 
manager of the 
M-E-L division. 

According to 


prime outlets, it is obvious 
e Anglia was redesigned 
with Americans in mind. 

The Anglia approach to styling 
starts with a “low drag” aerody- 
naiaic cesign in the front which 
lessens wind resistance. A clean 
looking oval shaped grille extends 
across the front of the car. The 
roofline extends rearward to a dis- 
tinctive reverse angle back window. 
an 


low $1,800 will 
not be affected by 
the U. S. small 
cars, nor will the 
although he 


In 1959 English Ford will register 
about 44,000 units, with 50 percent 
of these Anglias. The target is to 
increase Anglia sales by 50 percent 
during 1969, giving English Ford 

(Continued om Page 41, Col. 5) 


Talking to newsmen following a; 
showing of the 1960 line of English | 


“There are indications | 
that the market for impor: cars. 
will grow.” 

In introducing the “revotution- | 
ary” new Anglia 105E into the 
English jine, Kernp that! 


View from the Rear— 
sh we of the Vsti % 
the Citroen Bijou looks from | 


a 


day, but Chrysler Corp. attracted 7° 
extra attention by holding back 7”) : 
Valiant for four days. . 
The Valiant actually made its in| 
ternational debut in London, and 
was introduced by a team headed 


by Nicholas Kelley jr. general 
manager of Chrysler Corp.’s over- 
sens division; Philip Buckminster. 
president of Chrysler Internation- 
al; Keith H. Kingsley, director of 
Chrysler International, and Wen-, 
dell S. Clough, managing director 

of Chrysler Motors, Ltd. England. 


is that the! 
market. for U. S. c~mpact cars 
in Britain will be small, and that 
the heavy import duty and pur-, 
chase tax on top of the onl 
high U. S. manufacturing cost will 
put them beyond the pocketbooks: 
of most British buyers. Chrysler, | 
for example, has not put a price 
tag on the Valiant, but it expects. 


~ 


for the U. S. morket. 


of November. 


Suabeam Alpine lntroduced— 


East Coost ports of entry. 


Rootes Greets New Compacts | 


it to be in the $5,600 eo. a 

But there would seem 
bright prospects for the 
compacts on the Continent. One 
Swiss dealer, who had come to 
London for the Valiant’s debut, 
told this writer he expected the | 
new modelg would cut pretty | 
pe | into the field now monop- 
olized by Mercedes and similar 


This year will rank as one of the 
most important years in British 
auto history, especially because of 
the number and variety of new 
models produced. One of the most 
significant trends is the swing 
away from the bubble car. 

Instead of producing models 
which would compete directly with 
the little lightweight German bub- 
bles, manufacturers have turned 
their attention toward the small 
capacity field, but with motors larg- 
er than those of the bubble cars. 
Some stabilization in small-car 

(Continued on Page 41, Col, 4) 


Volvo to Step Up 
4-Door Shipments; 
Prices Up $12 


CLIFFS, N. J. — 
The compact Swedish Volvo, an- 
nouncing generally unchanged 
sedans last week, served notice that 
it will meet the new U. S. com- 
petition by increasing shipments of 
the new 122 S four-door model. 
Prices of both the Volvo four- 
door and fastback two-door sedans 
were raised $12. The '60 four-door 
lists for $2,807 and the two-door 
(PV 544) for $2,342, p.o.e. Newark. 
A station wagon has been dropped 
from the car line and will be sold 
by Volvo's diesel truck dealers. 
The four-door sedan differs from 
the two-door in dimensions, but is 
powered by the same engine — 
Volvo's 97-cubic-inch four the. pro- 
duces 85 horsepower. 

Weight of the four-door is 2,400 
pounds and of the two-door, 2,140 
pounds. The four-door is 175.2 
inches in overall length, with a 
102.4-inch wheelbase. Overall length 
and wheelbase of the two-door are 
177 inches and 102% inches, re- 
spectively. 

A Volvo feature is a four-speed, 
fully synchronized transmission 
with floor shift. Standard equip- 
ment includes whitewall tires, pad- 
ded instrument panel and visors, 
two-speed electric windshield wip- 
ers, bumper guards, heater and de- 
froster, radiator blir2 and under- 
coating, 

The approximately 350 Volvo 
dealers sold 12,699 cars in the first 
eight months this year, good for 
10th place among imports. 


Saab Hinges 


Door: at Front 


LONDON.—Details of the '60 
Saab two-door sedan, called the 
93F, have been published here. The 
car's doors will be hinged at the 
front for the first time and will 
have armrests as standard equip-|_ 
ment. 

Saab also has redesigned its rear 


cylinder two-stroke engine has 
been increased to two gallons. The. 


fenders for a tubular appearance. 
Radiator capacity of the three-| 


With Higher Sales Target 


NEW YORK—Rootes Motors, 
Inc., expects its U. S. sales to rise 
|= percent in 1960, John T, Panks, 
managing director, told dealers at 
|a preview of the new Hillman, 
Sunbeam, Singer and Humber mo‘t- 
els. 

He welcomed the “American 
Big Three's Little Three” to the 
compact-car club and predicted 
that the U. S, small cars will 
spur sales by increasing interest 
in all autos, both imported and 
domes: 


tic, 

Panks had some advice for 
Americans who imply that buying 
an import “is somehow an act of 
commercial treason against De- 
troit.” 

“Remember an indisputable fact,” 
he said. “American dollars sent 
abroad to pay for a foreign auto 
come back to buy American prod- 
ucts and to be spent here by visi- 
tors from overseas.” 

In 1958, Panks said, England sold 
the U. S. $763 million worth of 
goods, with British autos the big- 
gest dollar earner, England, in 
turn, bought $985 million worth of 
American goods and agricultural 
products. 

For example, he said, Rootes 
buys much of its sheet metal from 
Pittsburgh—“thus your Hillman or 
Sunbeam, though made in Britain, 
is made partly in America.” 

Panks said that dollar earn- 
ings of British auto makers help 
England meet payments on its 

yorid War II debt to the U. S. 
Annual payments, including in- 
terest, are $150 million. 

The relaxed restrictions on 
pounds-sterling which Britons are 
allowed to take abroad can be 
traced directly to increased dollar 
earnings, according to Panks. 

He said British auto sales in the 
U. S. totalled $176 million for all 
of 1958 and $129 million for the 
first six months of this year. 

Introduced at the dealer preview 
was the new Sunbeam Alpine, 


which Rootes said was designed| cars. 


specifically for the U. S. market. 
Dealers have ordered more than 
$15 million worth of Alpines, sight 
unseen, Panks said. 

The Alpine is a sports roadster 
with an 83.5-horsepower, four-cyl- 
inder engine. The 91.2-cubic-inch 
unit has a compression ratio of 9.2 

s 


New Body Panels— 


The new rear-end treatment of the ‘60 
Hillman Minx features three-in-one lamp 
clusters blended into the fenders. The 


many visitors Swedish car will continue to fea-: new reor body panels contribute to 0 
‘ture front-wheel drive. | 


| longer and lower look. 


'| (their approximate penetration for | 


= 


to 1, and top speed is reported 
be 100 mph. Wheelbase is 
inches, and overall length is 1 


inches, 

The Alpine has an East — | 
port-of-entry price of $2595, an 
Rootes expecta it to be available i 
in volume by the end of ee. | 
ber. 

Completing the Sunbeam line a 
the Rapier two-door hardtop a 
convertible. These models have new « . 
disc brakes, wider front track *®> -_ 
a larger windshield. i 

Rapier wheelbase is 96 inches, ° } 
and overall length is 1625 inch 
Horsepower is 78, and other engin 
specifications are the same as those * | 
of the Alpine. e~ 

The "60 Hillman has s wide 
windshield which gives a 21 percent | 
increase in forward vision, a - 
brake lining has been increased 3 
percent (to 121 square inches) on 
Deluxe models. Rear body pane 
are new, and the grille has been 
redesigned. 

Horsepower has been increase 
from 52 to 56, and several new . 
color combinations are offered. 

The Hillman modei lineup con 
sists of the Minx Special and De- 

luxe four-door sedans, convertib 
and four-door station wagon an 

the Husky two-door wagon. 

Prices of the Minx sedans an 
convertible have risen $26 to $50" | 
Hillman wagons, Sunbeam Rapiers ‘ 
and Singer and Humber mode ; 
are priced the same as in '59, hi 


VW Attributes 
20 Pct. Order 
To New Compacts e- 


COLUMBUS, O.—A Volkswagen 
official said Friday that new U. send ae 
orders for Volkswagens showed f 
marked increase last month “dur- | 
ing and immediately after the ings 
troduction of the new compa~ i 


5 


i 


\ 


Alvin W. Outcalt, VW sales p 
motion manager. told the Advertis- 
ing Club of Columbus that the_ 
order rate for VW cars in Octobe 
was 20 to 30 percent over the 
average rate of orders in the thi 
quarter. 

Outcalt maintained that the step- } 
be bearing out VW’'s 


ket for small economy cars. | 
Even if imports never get more ‘| © 
than 10 percent of the 


nine months this year), the 
achievement still shows the Bi 
Three they can’t count on an im- 4 t| 


“By overlooking the people 

wanted and needed a smaller car, ‘| 

market to expand to substantialgy 

and significant size.” he acd 

pansior. Noting that Chevrolet is 1 i 

available in four completely differ 

soon “will be offering as many . 

sizes, shapes and price tags as the 


by dismissing them as a ‘lunati 
The VW executive forecast wider 
ent styles and price ranges ‘Cor- ; 
{ 
imports do.” E 


pregnable” market, Outcalt said. 
fringe. American auto maker 
made it possible for a marginal 
model choices among America 
cars as a result of the import ae 
vair, Biscayne. Impala and Cor- 
vette), Outcalt said that 


| 
ea, 
iE 
e 
4 
to 
announced, the present Anglia 
> retails at factory suggested list es 
of $1,561 New York, and it 
Mi assumed that the newly de- 
| automobile will be offer- 
with 50,000 sales,| at mearly the same price. awe 
4 . Since the U. S. is one of English 
4 | | | 
4: | ] 
Kemp, those im- 
ports selling be-| 
real luxury im 
did seem to feel that those imports) 
im direct price competition with the; 
American small car might bear the; English Lincoln.” | 
brunt of any dislocation in the im- . 
: port field during 1960. pectation that the new compacts i 
Hewever, he did add that indi- would broaden the potential marg... .. = 
eations at this time were that the 
market had been stimulated | | 
rather than hurt by the intro- | ’ 
@auction of all Deiroit smal] cars. | | 
Fords to dealers from the New) 
edded that the import market. be- 
added that the import market be-' | = 7 
low about $1,800 will be stronger inj, . Sy: 
“At this point,” he said, “there! 
are no indications that sales are | J. - oad | 
é 
— 


RAMBLER DEALERS SAY... 


“After Seeing The Others 
Folks Are Buying Ramblers” 


3 


\ 


Yr 


4 


RAMBLER 6 CROSS COUNTRY. America’s largest selling 
six-cylinder station wagon. Provides the perfect balance 


rot of comfort, economy, performance and cargo space. 


13 EO ree dealers are enthusiastic about 
he tremendous public reception of the 
+4960 Rambler line—After seeing the 


+ 13 BRS wed new smaller cars, the new car 
—euyer i is turning to Rambler in greater 


plus hardtop model station wagons. 


O wonder dealer demand for the 1960 
blers is more than double last year! 


RAMBLER 
_9Is The Proved Product 
For The Exploding 

» Compact Car Market! 


than ever before. 
ite 
El ever increasing number of new car buyers 
buying Station Wagons—Only Rambler RAMBLER AMERICAN STATION WAGON. Full size 
al agons— 
— -Door—4-Door—5-Door—2-Seat—3-Seat, 


AMBASSADOR V-8 CROSS COUNTRY. Americ « 
only compact luxury station wagon. Available in t 
and three-seat models. 


AMERICAN MOTORS CORPORATION 
Avethabhe im Conude sad kmpertont Expert Marher im Writs to American Meters (Carede) Lid, 2951 
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Import Volume Dips .. . 


Renault Finally Ends 
VW Sales Streak 


in year-to-date 


to make much headway until this 
summer. 
Starting with 67.38 aA 
many registrations as Volkswag- 
en in Jume, Renault pushed to 
Sales Score 
For Imports 
Imported-car registrations for 
Septem 
1959 1958 
Pos. Make Pos. 
9,489 Renault 5,147— 2 
2— 8,654 Volkswagen 5,626— 1 
3— 3,553 English Ford 3,470— 3 
4— 3,519 Fiat 2,192— 5 
5— 3,374 Opel 1,682—10 
6— 3,041 Simca 1,352— 6 
2,447 Hillman 1,757— 8 
8— 2,135 Triumph 1,767— 7 
9— 2,130 Vauxhall 2,.251— 4 
10— 1,658 MG s 
* Volvo 1,738— 9 
13,837 All Others 9,314 


57,211 in June, 


That was a record for the year, 


A year ago, imports notched 11.57 
percent of September registrations 
and 7.66 percent for the first three 


MONG the also-rans behind Re- 
nault and VW, English Ford 


rd, in“ leap-frogging 
back third, dropped Opel to 
fifth, although Opel retained its 
position relative to Fiat. 

Others in the Top Ten remained 
in the same position they held in 
the previous month — in order, 
Simca, Hillman, Triumph, Vauxhall 
and MG. 


was the only import 
make to set a record in Sep- 
tember and was the only make 
with more registrations in Septem- 
ber than in the previous month. 

Volvo, which had not been in the 
Top Ten on a single-month basis 
since June, remains in No, 10 spot 
for the first nine months. 

Tenth place was claimed by Aus- 
tin-Healey in July and by MG in 
August and September. 


Imported-Car 
Registrations 


nine months: 


1959 1958 
Pos. Make Pos. 
1— 82,155 VW 
2— 65,244 31,7098— 2 
3— 33,167 Eng. Ford 
4— 29,347 Opel 10,478—10 
5— 29,454 Fiat 1 4 
6— 28,688 Simca 12,299— 7 
I— 22,330 Hillman 12,768— 5 
8— 18,049 Triumph  12,138— 8 
9— 17,264 Vauxhall 11,985— 9 
10— 14215 Volvo 
MG 12,522— 6 
114489 AllOthers 66,167 


Withie Views... 


INDICATIONS that close to 
seven million cars will be built in 
1960 raises some interesting specu- 
lation. 


That total out- 
put has been 
reached only 
once before, In 
1955, the car fac- 
tories assembled 
just under eight 
million carg and 
the dealer body 
sold almost 7,- 
200,000 of them. 

One of the 


speculations is 


Will Injunction Stand? 


Steel Fate in High Court 


By Frank Gawronski 
Staff Writer 
steel dispute shifted to 
Washington last week as the 
U. S. Supreme Court took the steel 
case under advisement after Gov- 
ernment and union attorneys bat- 
tled orally over the legality of a 
Taft-Hartley injunction that would 
end the steel strike. 

The justices, after hearing the 
arguments adjourned to consider 
their decision. The 


court was expected 
LABOR to — over on 
weekend or early 

this week. 
The Supreme 


Court’s decision will determine 
once and for all whether the steel 


Annual Auto Show Issue 
To Be Published Dec. 7 


Featuring four-color photos of 
all 1960 models, the fourth annual 
Automotive News Auto Show Is- 
sue will be published Dec. 7. 

Included also in this annual 
edition will be the top selling fea- 
tures of the 1960 cars, engineer- 
ing and styling developments, 
prices and specifications of all 
makes. Innovations by supplier 
companies will likewise be dis- 
cussed. 


Detailed stories and photos of 
1960 trucks will also be a part 
of the Dec. 7 issue. 


Leasers Fight Capital-Gains Bar 


pected to have far-reaching effects 
on the ve.icle-leasing field. 


Worth, ‘a its leasing operation, 


association. Hillard Co. is not a 
member cf the national organiza- 
tion, but both the government and 
Hillard consented to the filing. 
In his raotion and brief, Lyons 
pointed tc the significant interest 
of the Anierican Automotive Leas- 
ing Assn. ‘a the litigation. 
He noted that its 


The brief contained a detailed 
description of the automotive leas- 


vehicles are purchased new by leas- 
ing companies from auto dealers, 
and are leased in volume for pe- 
i of one year or more. 

When the leases expire, the cars 
are returned to the leasing com- 
panies and disposed of at whole- 
sale. While the cars are on lease, 
a deduction for depreciation is 
taken by the leasing firms. When 
the cars are finally disposed of, if 
their actual salvage (or disposal 
price) exceeds the cost less depre- 
ciation taken, the excess is treated 
as capital gain. 

As to the method of deprecia- 
tion, Lyons pointed out that the 
AALA is in complete accord with 

issued by the. Inter- 
mal Revenue Service under the 

1954 Internal Revenue Code. 

This ruling defines the deprecia- 


tion allowance as the amounts 
which, together with salvage value, 
will equal the cost of the vehicles 
at the end of their estimated useful 
life in the leasing business. 

“Salvage value” is defined as “the 
amount (determined at the time of 
acquisition) which is estimated will 
be realizable” upon sale of a ve- 
hicle when it is no longer useful 
in the business. 

Depreciation then, the brief 
states, is the cost less estimated 
salvage spread over the useful life’ 
of the vehicle in the leasing busi- 
ness. Capital-gains treatment of 
any excess over cost, less estimated 
salvage recovered on disposition of 
the vehicle is specifically provided 

(Continued on Page 45, Col, 3) 


ing business, It pointed out that 


Late Report .. 


upwards. 
The increased average was 


All other models 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week rose $8 to $962, according to Automotive News’ index. 
It was the second week in a row that average prices had moved 


erted by a whopping gain of $182 on ’59s, although ’54s also were 
advanced—by $19. 


declined, with losses’ amounting to $35 on ’52s, 

$31 on ’58s, $28 on ’57s, $22 on ’53s, $15 on ’55s and $4 on ’56és. New 
lows were established for ’58s, ’57s, ’55s and ’53s. 

At a group of representative auctions last week, the sales ratio 

was 69.7 percent on an average consignment of 240.0 units. A week 

earlier, consignments averaged 225.4 units, of which 65.2 percent 


the result of leverage ex- 


strike must be ended for an 80-day 
cooling-off period. 

Arthur J. Goldberg, atto 
for the striking United Steck. 


declare the Taft-Hartley Law un- 
constitutional. He also 

the Government’s claim that the 
strike of 500,000 steelworkers had 
endangered America’s health and 
safety. 

J. Lee Rankin, the solicitor gen- 
eral, argued for the Government 
by appealing to the court to uphold 
the injunction handed down by the 
U. S. District Court in Pittsburgh 
and affirmed by the U. S, Appeals 
Court in Philadelphia. He said the 
strike clearly had imperiled nation- 
al defense. 
On THE dealership front, Bor- 

chers Auto Co. (Ford) became 
the fourth dealership to win a Na- 
tional Labor Relations Board rep- 
resentation election in Dayton, O. 

Borchers’ victory was recorded 
when shop employes voted 40- 
to-23 against representation by 
mm) 13 of the International 
Assn. of Machinists. 

Previously, the union was de- 
feated in elections at Davis Buick 
Co., Micheal Motor Sales, Inc, (Lin- 
coln-Mercury), and Shannon Buick 
Co. The results of the election at 
Shannon are being contested by 
the union. 

The union won elections at Can- 
trell & Guy, Inc, (Chrysler); T. D. 
& T. A. Peffley, Inc, (Ford), and 
Hart Plymouth. The union launch- 
ed its organization drive six 
months ago, 

All of the elections, except Hart 
Plymouth, were ordered by the 

The Hart election was a 
consent election, 

In Morrisville, Pa. the NLRB 
has ordered a decertification elec- 
tion among used and new-car sales- 
men at Fallsington Motor Co. 
(Ford). The salesmen will vote for 
or against retention of Teamsters 
Local 35. 


Panhard PL-17 
Has Sedan, Wagon 
And Convertible 


NEW YORK.— The ’60 Panhard 
has been announced by Robert Jol- 
liett, president of Vendome Motors, 
Inc., U. S. importer of the French 


auto. 

The ’60 line consists of the Dyna- 
Panhard four-door sedan, the new 
PL-17 four-door sedan, four-door 
station wagon and convertible and 
the Panhard-DB sports car. 

The PL-17 has a new hood and 
rear deck and a new transmission 
with the upper three ratios syn- 
chronized, It retains the basic body 
shell of the Dyna-Panhard. 

The Dyna and the PL-17 have a 
wheelbase of 101.4 inches and are 
180 inches from bumper to bumper. 
Sedans and wagons have a top 
speed of 85 m.p.h., and the con- 
vertible and DB sports model can 
top 100 m.p.h. 

All models have an aluminum 
air-cooled engine with front-wheel 
drive. A 60-horsepower high-per- 
formance engine called the “Tiger” 
is optional on the PL-17. 


|| utmost to avoid another 1955 next 


Some 8 Million Years, But... | 


that the industry will not again 
ever build 800,000 more cars thay 
the market can absorb. 

The 1955 production and sales 
binge left the industry with 4 
prolonged headache. A lot of 
forced selling was to de. 
liver the record-smashing sales 
total of that year. What happen. 
ed to sales in 1956-57-58 proved 
that 1955 borrowed heavily from 
the future market. 

The heat of competition forcej 
the automakers into virtually un. 
controlled production in 1955. I 
could do it again in 1960, although 
most industry experts specul 
that the producers will do thei 


year. 

The auto industry has sufferei 
production peaks and valleys al. 
most since the beginning of mas 
production. A good year invariably 
has been followed by a couple of 
unsatisfactory years. The car mak- 
ers don’t like to admit it, but this 
results from borrowing volume 
from future markets. 

THEY ADMITTED it when in 
predicting a better year in 19% 
they explained that “many motor 
ists who bought their cars in 19% 
will be back in the market.” That 
didn’t happen in 1958; sales drop- 

from nearly six million units 

in 1957 to about 4,650,000 in 195% 
Several leading car makers repeat- 
ed the prediction in 1959. The year’s 
increased demand bore out the pre 
diction. 

It is extremely doubtful that any 
maker or retailer wants another 

(Continued on Page 45, Col, 4) 


Pirelli Introduces 
Auto Tire with 
Replaceable Tread 


TURIN, Italy—An automobile 
tire with a three-band replaceable 
tread was introduced at the Tu 
Automobile Show by Pirelli @ 
Milan. 


Differing from traditional typé 
made in a single unit, the new tik 
consists of a casing and three sep 
arate tread sings, which can k& 
mounted or dismounted with #8 
minimum of time and effort ani 
without tools, the company sail 
The tread rings are held firmly sé 
cure by pressure from within the 
tire when inflated and by special 
ridges on the casing. 

When a tread is worn, it is 
sible to substitute a new one wi 
out the necessity of buying a com 
ge new tire. Also, the pattern df 

the treads can be changed to adapt 
to special conditions of terrain and 
weather, 

As a substitute for chains, tung 
sten steel spikes may be inserted 
between adjacent rings of the wil 
ter pattern treads. 

Currently in production in Italy, 
the tires will be available for the 
American market within a few 
months, the company said. ; 


Replaceable Tread— 


An Italian firm, Piretli of Milan, bot 
troduced a tire with three separate ir 
rings which may be replaced individualh 
The tread pattern also can be changed ® 
adapt to special terrain and weather co 
ditions. 


| 
| 
Imported-car registrations for ee | 
| 
; (Continued from Page 1) 
month earlicr, for example, VW's; 81.55 percent in July and 94.75 
: total was 9,456, and last June! percent in August before going ES 
Volkswagen registered 11,997, the| over the top in September. -. 
greatest number of imports of one; The battle is far from over, with ae \ 
make ever registered in one month.| both makes pushing furiously to a 4 
Renault, now | boost production at home and in- Pes, 3 
rules, Whether it cam held the | Tease exports to the U.S. ee 
throne rem.ins to be seen. Volks- 
wagen claims its October sales, - CAR sapistsntions 
f which have not yet been offici- for September totalled 53,787, Total All Makes i 
ally tabulated, were the best ever | compared with 56,187 a month ear- 455,502 265,919 } 
: in the U. &. And Volkswagen, of (lier and the record number of} « not in Top Ten. 
course, holds a commanding lead | | WH 
ogures. Although it was the smallest 
; Although VW officials refuse to| monthly count of imported cars 
; admit for the record that they are| since April, the shrinking overall | 
in a race w'th any other imported) market in September allowed im- i 
: make, it is 10 secret that they set) ports to claim 11.76 percent of I 
: great store by No. 1 ranking. total registrations. 
i IMITED 1 of cars has| topping the earlier mark of 10.56 
L been a ony Ae for| percent established in August. For 
Volkswagen. In most markets, there| the first nine months, imported 
i is still a waiting list, Renault re-| C@?s accounted for 9.83 percent of 
tailers on che other hand, have| total _new-car registrations. 
ample stocks from which to wheel| f 
i and deal. workers. Union, appealed to the | ; 
i Although Renault has aimed court to kill the injunction and | 
squarely at VW for years, its cam-| 
; paign to capture the top spot failed Al 
staged a minor comeback to return | 
to third place, after a momentary 
lapse dropped it to fifth a month 
iy earlier. 
Trailing in No. 4 position—by 
: only 34 units out of a combined 
total of more than 7,000 — was 
3 Fiat, the third-place car a month 
— 
Total All Makes | 
53,787 37,266 
* Not in Top Ten, | 
WASHIN 3TON.—A Tax 
ruling clarsifying gains on 
of vehicles no longer useful in 
leasing business as ordinary 
come is being appealed by 
American Automotive Leas 
The American Automoti 
Leasing / ssn. has filed the m 
tion for !cave to file a brief, . 
amicus cu fiae, in the U. 8. 
of Appeais for the Fifth Cire 
at New ‘Irieans in the case 
Hillard #. Commissioner of I 
ternal Re venue. ; 
Vehicles used by Hillard Co., F 
were held orimarily for sale to « | | 
tomers in the ordinary course gia 
business, according to the T 
Court dec:sion being appealed. 
The brief was filed with the mo- 
tion by attorney Ellis Lyons, Wesh-|| . | 
gly rerum! a 
Tease abeut 120,000 vehicles in | 
7 Interstut ‘commerce to industrial | i 
and com uercial lessees; that 
i these ve'ticles represent an in- 
million—-wbout 65 percent of the 
nation’s | »ng-term leasing vehicle 
busines. 
| 


reasonable deal... 


says JOHN P. MAURER, Ford dealer, 
East Greenwich, R. I. 


99 


“In working together for 15 years, we have 
found that CoMMERcIAL CREDIT never 
refuses a reasonable deal. This means we 
can give immediate credit while the cus- 
tomer is ‘hot, and take no chances on his 
changing his mind while he waits for credit. 
It means we can develop a large percentage 
of our transient business. In their selling 
story, our salesmen assume that most 
people are buying on time and plan the 

sale on the size of monthly payments and as 

a result, about 75% of our sales are on time.” 


Commercial Credit dealers 
are successful dealers 


Write or call the nearest CommerciAL Crepit CORPORATION 
office for complete information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it, today? 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $225,000,000. . . offices in principal 
cities of the United States and Canada. 
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At the London Show... 


British Cars Are Outnumbered 


By F. C. Li ne 
Staff Correspondent 

ONDON. — The 44th London 

Motor Show will go on record 
for many reasons: Increased vol- 
ume of business done, increased 
attendances, and so on, but the 
most outstanding reason for re- 
membering it will be that it was 
the first show in which there were 
fewer British cars on exhibit than 
those from other countries. 

‘But before any wrong ideas 
are red from mere num- 
bers, it must be stated that of the 
foreign cars on view, quite a 
number will find few buyers in 
Britain and at least two of them 
none at all. 

The breakdown of makers by 
nations shows there were 33 British 
companies showing, 14 U. S. and 
Canadian, six French, nine Ger- 
man, four Italian, one each Dutch, 
Swedish and Czechoslovakian, and, 
for the first time, two Russian. 

The U. S. and .Canadian makes 
were: Buick, Chrysler, Cadillac, 
Chevrolet (Canadian), DeSoto, 
Dodge, Ford . 8.) and Ford 


At the London Motor Show— 


Shown is a part of the London Motor Show just before the doors were opened to 
the public. The 44th show was held in Earls Court in London. 


(Canada), Mercury, Oldsmobile, 
Plymouth, Pontiac, Rambler and 
Studebaker. 
inclusion of the two Russian 
models caused considerable sur- 
prise, since the Society of Motor 
Manufacturers & Traders, the show 
organizers, normally adhere rig- 
idly to their rule that the cars on 
show must have recognized distri- 
butors before they can be admitted. 
J. M. A. Smith, SMMT presi- 
dent, explained that new autos 
could be admitted even if no 
concessionaires had been appoint- 
ed, if they had special merit or 
interest. 


The two Russian cars were the 
five-seater Volga, capable of 85 
m.p.h. with its 2.3-liter motor, and 
the 1.36-liter Moskvich. For body- 
styling they. have obviously been 
derived from Detroit’s designs of 
the late 40s or early '50s. There 
were no price tags on them. 

Of much greater interest were 
the new U. S. compact cars. The 
Ford Falcon and Chevrolet Corvair 
were on show from the opening 


[AUSTIN 


English Ford Sights 10 Pet. 
Of 1960 Import Sales 


By Ed Brown 
Staff Correspondent 

NEW YORK.—Based on a mini- 
mum projection of half a million 
imports in 1960, English Ford ex- 
pects to garner 10 percent of that 
market to itself 
with 50,000 sales, 
according to J. S. 
‘Kemp, imported 
car marketing 
manager of the 
M-E-L division. 

According to 
Kemp, those ‘im- 
ports selling be- 
low $1,800 will 
not be affected by 

the U. S. small 
J. 8S. Kemp cars, nor will the 
real luxury imports, although he 
did seem to feel that those imports 
in direct price competition with the 
American small car might bear the 
brunt of ‘any dislocation in the im- 
port-field during 1960. 

However, he did add that indi- 
cations at this time were. that the 
market had been stimulated 
rather than -hurt by the intro- 
duction of all Detroit smal] cars. 

Talking to newsmen following a 
showing of the 1960 line of English 
Fords to dealers from the New 
York-New England area, Kemp 
added that the import market be- 
low about $1,800 will be stronger in 
the coming year. 

“At this point,” he said, “there 
are no indications that sales are 
falling off,” due to the Detroit in- 
troductions. “There are indications 
that the market for import cars 
will grow.” 

In introdueing the 
ary” new Anglia 105E into the 
English Ford line, Kemp said that 
Ford is looking for a “greater 
share of the world market.” 

The Anglia is Ford’s bid to 
take a greater portion of that 
market, he said. Although prices 


“revolution- |. 


for the new car have not been 
announced, the present Anglia 
retails at factory suggested list 
of $1,561 p.o.e. New York, and it 
is assumed that the newly de- 
signed automobile will be offer- 
ed at nearly the same price. 

Since the U. S. is one of English 
Ford’s prime outlets, it is obvious 
that the Anglia was redesigned 
with Americans in mind. 

The Anglia approach to styling 
starts with a “low drag” aerody- 
namic design in the front which 
lessens wind resistance. A clean 
looking oval shaped grille extends 
across the front of the car. The 
roofline extends rearward to a dis- 
tinctive reverse angle back window. 

As one newsman said: “It’s an 
English Lincoln.” 

In 1959 English Ford will register 
about 44,000 units, with 50 percent 
of these Anglias. The target is to 
increase Anglia sales by 50 percent 
during 1960, giving English Ford 

(Continued on Page 41, Col, 5) “4 


A View from the Rear— 


This is how the Citroen Bijou looks from 
the rear, The car attracted many visitors 


at the London Auto Show 


day, but Chrysler Corp. attracted 


extra attention by holding back its| ' 


Valiant for four days. 

The Valiant actually made its in- 
ternational debut in London, and 
was introduced by a team headed 
by Nicholas Kelley jr., general 
manager of Chrysler Corp.’s over- 
seas division; Philip Buckminster, 
president of Chrysler Internation- 
al; Keith H,. Kingsley, director of 
Chrysler International, and Wen- 
dell S. Clough, managing director 
of Chrysler Motors, Ltd., England. 

+ * 


* 
ype general opinion is that the 
market for U. S. compact cars 
in Britain will be small, and that 
the heavy import duty and pur- 
chase tax on top of the already 
high U. S. manufacturing cost will 
put them beyond the pocketbooks 
of most British buyers, Chrysler, 
for example, has not put a price 
tag on the Valiant, but it expects 
it to be in the $5,600 range. 
But there would seem to be 
bright prospects for the U. S. 
compacts on the Continent. One 
Swiss dealer, who had come to 
London for the Valiant’s debut, 
told this writer he expected the 
new models would cut pretty 
deeply into the field. now monop- 
olized by Mercedes and similar 


This year will rank as one of the 
most important years in British 
auto history, especially because of 
the number and variety of new 
models produced. One of the most 
significant trends is the swing 
away from the bubble car. 

Instead of producing models 
which would compete directly with 
the little lightweight German bub- 
bles, manufacturers have turned 
their attention toward the small 
capacity field, but with motors larg- 
er than those of the bubble cars. 

Some stabilization in small-car 

(Continued on Page 41, Col, 4) 


Volvo to Step Up 
4-Door Shipments; 
Prices Up $12 


ENGLEWOOD CLIFFS, N, J. — 
The compact Swedish Volvo, an- 
nouncing generally unchanged ’60 
sedans last week, served notice that 
it will meet the new U.S. com- 
petition by increasing shipments of 
the new 122 S four-door model. 

Prices of both the Volvo four- 
door and fastback two-door sedans 
were raised $12. The '60 four-door 
lists for $2,807 and the two-door 
(PV 544) for $2,342, p.o.e. Newark. 
A station wagon has been dropped 
from the car line and will be sold 
by Volvo’s diesel truck dealers. 

The four-door sedan differs from 
the two-door in dimensions, but is 
powered by the same engine — 
Volvo’s 97-cubic-inch four that pro- 
duces 85 horsepower. 

Weight of the four-door is 2,400 
pounds and of the two-door, 2,140 
pounds. The four-door igs 175.2 
inches in overall length, with a 
102.4-inch wheelbase. Overall length 
and wheelbase of the two-door are 
177 inches and 102% inches, re- 
spectively. 

A Volvo feature is a four-speed, 
fully synchronized transmission 
with floor shift. Standard equip- 
ment includes whitewall tires, pad- 
ded instrument panel and visors, 
two-speed electric windshield wip- 
ers, bumper guards, heater and de- 
froster, radiator blind and under- 
coating, 

The approximately 350 Volvo 
dealers sold 12,699 cars in the first 
eight months this year, good for 
10th place among imports. 


60 Saab Hinges 


Doors at Front 


LONDON.—Details of the ’60 
Saab two-door sedan, called the 
93F', have been published here. The 
ear’s doors will be hinged at the 
front for the first time and will 


have armrests as standard equip-| ™& 


ment. 

Saab also has redesigned its rear 
fenders for a tubular appearance. 
Radiator capacity of the three- 
cylinder two-stroke engine has 
been increased to two gallons. The 
Swedish car will continue to fea- 
ture front-wheel drive. 


Sunbeam Alpine Introduced— 


Rootes Motors, Inc., says its new Sunbeam Alpine roadster was designed specifically 
for the U. S. market. It is a sporty, 83.5-horsepower job that is priced at $2,595 o 
East Coast ports of entry. Rootes expects the Alpine to be available in volume by the 


end of November. 


Rootes Greets New Compacts 
With Higher Sales Target 


NEW YORK.—Rootes Motors, 
Inc., expects its U. S. sales to rise 
33 percent in 1960, John T, Panks, 
managing director, told dealers at 
a preview of the new Hillman, 
Sunbeam, Singer and Humber mod- 
els. 

He welcomed the “American 
Big Three’s Little Three” to the 
compact-car club and predicted 
that the U. S, small cars will 
spur sales by increasing interest 
in all autos, both imported and 
domestic. 


Panks had some advice for 
Americans who imply that buying 
an import “is somehow an act of 
commercial treason against De- 
troit.” 

“Remember an indisputable fact,” 
he said. “American dollars sent 
abroad to pay for a foreign auto 
come back to buy American prod- 
ucts and to be spent here by visi- 
tors from overseas.” 

In 1958, Panks said, England sold 
the U. S. $763 million worth of 
goods, with British autos the big- 
gest dollar earner, England, in 
turn, bought $985 million worth of 
American goods and agricultural 
products. 

For example, he said, Rootes 
buys much of its sheet metal from 
Pittsburgh—“thus your Hillman or 
Sunbeam, though made in Britain, 
is made partly in America.” 

Panks said that dollar earn- 
ings of British auto makers help 
England meet payments on its 
World War II debt to the U. S. 
Annual payments, including in- 
terest, are $150 million. 

The relaxed restrictions on 
pounds-sterling which Britons are 
allowed to take abroad can be 
traced directly to increased dollar 
earnings, according to Panks. 

He said British auto sales in the 
U. S. totalled $176 million for all 
of 1958 and $129 million for the 
first six months of this year. 

Introduced at the dealer preview 
was the new Sunbeam Alpine, 
which Rootes said was designed 
specifically for the U. S. market. 
Dealers have ordered more than 
$15 million worth of Alpines, sight 
unseen, Panks said. 

The Alpine is a sports roadster 
with an 83.5-horsepower, four-cyl- 
inder engine. The 91.2-cubic-inch 
unit has a compression ratio of 9.2 


New Body Panels— 

The new rear-end treatment of the ‘60 
Hillman Minx features three-in-one lamp 
clusters blended into the fenders. The 
new rear body panels contribute to a 


longer and lower look. 


to 1, and top speed is reported to 
be 100 mph. Wheelbase is & 
inches, and overall length is 155.25 
inches. 

The Alpine has an East Coast 
port-of-entry price of $2,595, and 
Rootes expects it to be available 
in volume by the end of Novem- 


r. 

Completing the Sunbeam line are 
the Rapier two-door hardtop and 
convertible. These models have new 
disc brakes, wider front track and 
a@ larger windshield. 

Rapier wheelbase is 96 inches, 
and overall length is 162.5 inches. 
Horsepower is 78, and other engine 
specifications are the same as those 
of the Alpine. 

The ’60 Hillman has a wider 
windshield which gives a 21 percent 
increase in forward vision, and 
brake lining has been increased 31 
percent (to 121 square inches) on 
Deluxe models. Rear body panels 
are new, and the grille has been 
redesigned. 

Horsepower has been increased 
from 52 to 56, and several new 
color combinations are offered. , 

The Hillman model lineup con- 
sists of the Minx Special and De- 
luxe four-door sedans, convertible 
and four-door station wagon and 
the Husky two-door wagon. 

Prices of the Minx sedans and 
convertible have risen $26 to $50 
Hillman wagons, Sunbeam Rapiers 
and Singer and ‘Humber models 
are priced the same as in ’59. 


VW Attributes 
20 Pct. Order Rise 
To New Compacts 


COLUMBUS, O.—A Volkswagen 
official said Friday that new U. & 
orders for Volkswagens showed 4 
marked increase last month “dur- 
ing and immediately after the in- 
troduction of the new compact 
cars.” 

Alvin W. Outcalt, VW sales pro- 
motion manager, told the Advertis- 
ing Club of Columbus that the 
order rate for VW cars in October 
was 20 to 30 percent over the 
average rate of orders in the third 
quarter. 

Outcalt maintained that the step- 
up in interest for Volkswagen ap- 
pears to be bearing out VW’s ex- 
pectation that the new compacts 
would broaden the potential mar- 
ket for small economy cars. 

Even if imports never get more 
than 10 percent of the market 
(their approximate penetration for 
nine months this year), the 
achievement still shows the Big 
Three they can’t count on an “im- 
pregnable” market, Outcalt said. 

“By overlooking the people who 
wanted and needed a smaller car, 
by dismissing them as a ‘lunatic 
fringe,” American auto makers 
made it possible for a marginal 
market to expand to substantial 
and significant size,” he added. 

The VW executive forecast wide! 
model choices among Americar 
cars as a result of the import ex- 


pansion, Noting that Chevrolet is 
available in four completely differ 
ent styles and price ranges (Cor 
vair, Biscayne, Impala and Cor 
vette), Outcalt said that Detroit 
soon “will be offering as many 
sizes, shapes and price tags as tht 
imports do.” 
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RAMBLER 


RAMBLER DEALERS SAY... 


“After Seeing The Others 
Are Buying Ramblers’ 


RAMBLER 6 CROSS COUNTRY. America’s largest selling 
six-cylinder station wagon. Provides the perfect balance 
of comfort, economy, performance and cargo space. 


. Rambler dealers are enthusiastic about 
the tremendous public reception of the 
1960 Rambler line —After seeing the 
other new smaller cars, the new car 
buyer is turning to Rambler in greater 
numbers than ever before. 


IMPORTANT= 

An ever increasing number of new car buyers 

are buying Station Wagons—Only Rambler RAMBLER AMERICAN STATION WAGON. Full size 
i . famil and 52 cubic feet of cargo space. Costs 


2-Door—4-Door—5-Door—2-Seat—3-Seat, 
plus hardtop model station wagons. 


NO wonder dealer demand for the 1960 
Ramblers is more than double last year! 


Is The Proved Product 7 
For The Exploding 


and three-seat models. 


AMERICAN MOTORS CORPORATION 


Detroit 32, Michigan 


Rambler Franchises Available in Canada and important Export Markets. in Canada, Write to: American Motors (Canada) Lid., 2951 Danforth Ave., Toronto. 
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Compacts and Imports at Peak .. . 


9-Month Sales Rank 
As Third Highest 


(Continued from Page 1) 


market shares than they did in 
the 1958 period. Miscellaneous 


4. Makes losing more than one 
percentage point in their market 
penetration were Chevrolet, Plym- 
outh and Buick, in that order. 
Chevrolet, however, did so well in 
1958 that it retained first place in 
— despite its 1959 set- 


5. Industrywide, 1959 sales vol- 
ume was up a third over the 1958 
period, Only makes which failed to 
sell more in this year’s first nine 
months than in last year’s period 
were DeSoto, Buick, Plymouth and 
Lincoln. 


MC’S MARKET share of 5.92 
percent in the first three quar- 
ters stood at a record high. In the 


1958 period, it was 3.54 percent. 
AMC’s share had not exceeded 2 
percent in any year since the 
merger of Nash and Hudson in 
1954, 

Ford Motor’s share was 27.50 per- 
cent, compared with 25.73 a year 
ago. 

S-P’s penetration of 2.14 per- 


George Stritch Retiring 
As Tyrex Consultant 
DETROIT.—George Stritch is re- 
tiring as consultant for Tyrex 
Corp. Stritch, who was with Good- 
rich Tire & Rubber Co, for 40 
years and who headed that firm’s 
Detroit office for original equip- 
ment for 25 years, was with Tyrex 
for a year, and American Viscose 
for 1% years. 


cent was more than double its 
year-ago figure of 0.87 percent 
and was also a record, although 
in 1955, S-P’s first full year, it 
claimed 2.13 percent in the first 
nine months. 

Miscellaneous makes accounted 
for 9.90 percent of all sales in the 
nine-month period, compared with 
7.74 percent a year ago. As recently 
as 1955, miscellaneous makes had 
less than one percent as_ their 
market share. 

Chrysler Corp.’s new-car sales 
share of 10.85 percent in the first 
nine months compared with 14.32 
percent in the year-ago period. 
Chrysler’s previous postwar low 
had been 13.18 percent in the 1954 
period. Its greatest penetration was 
30.36 percent in the first three 
quarters of 1946. 

Records show that Chrysler’s 
sales share was greater than that 
of Ford Motor Co, in 1946 through 
1949 and also in 1951 and 1952. 

* 


M’S NEW-CAR share of 43.69 

percent in the first three quar- 
ters compared with 47.80 percent 
in the year-ago period. It was the 
slimmest market share claimed by 
the industry’s biggest maker since 
the 1952 period, when it captured 


Sales Score 
For September 


New-car registrations for Sep- 
tember: 


1959 1958 
Pos. Make Pos. 
1—112,909 Chevrolet 386,149— 1 
2—106,151 Ford 68,014— 2 
3— 30,765 Plymouth 29,099— 3 
4— 29,174 Pontiac 13,699— 6 
5— 27,739 Rambler 11,211— 7 
6— 27,059 Oldsmobile 16,684— 4 
7— 14,733 Buick 16,280— 5 
8— 12,447 Mercury 10,065— 8 
9— 11,073 e 9,628— 9 
1 9,201 Cadillac 7,1767—10 
1l— 8,010 Studebaker 2,861—13 
12— 4,907 Chrysler 4,287—11 
13— 3,323 DeSoto 3,398—12 
14— 3,122 Edsel 1,933—14 
15— 1,692 Lincoln 1,669—15 
16— 1,002 Imperial 884— 16 
53,928 Misc, 37,596 
Total All Makes 
457 321,224 


Further details on Page 40. 


41.48 percent of all new-car sales 
in the first three quarters. 

GM’s peak was reached in 1956, 

1955 and 1954, three years when it 


A BUTLER BUILDING EXCLUSIVE... 


CHOICE OF TWO SUPERIOR WALL PANELS IN COLOR 


Buy your building like you sell your cars 


... style, serviceability, economy with Butler 


Buying a building for your business is like 
selling a car. Your customers want the latest 
styling, maximum serviceability and budget- 
fitting economy. These advantages can be 
yours, too, when you build with Butler. The 
modern lines offer you beauty that beckons. 
Unobstructed interiors mean greater maneu- 
verability in the service area, better light, un- 
limited display in the showroom. And factory- 


fabrication gives you economy. 


And when you build a pre-engineered sales- 
service building, your greatest value depends 
on a winning combination of structurals and 
cover. We invite you to compare the engineer- 
ing and design of Butler’s superior wall panels 
with all other curtain walls for factory- 


BUTLER MAN UFACTURING COMPANY 
7432 East 13th Street, Kansas City 26, Missouri 


Equipment for Farming, Oil Transportation, Outdoor Advertising 
Sales offices in Los Angeles and Richmond, Calif. *« Houston, Tex. «- Birmi 


Manufacturers of Metal Buildings 
, Hl. * Detroit, Mich. + Cleveland, Ohio « 


standard roof and 


applied colors. 


Why settle for less than the best . 
Butler, the lowest-cost way to build well. For 
details on Butlerib, Monopan] and other Butler 
features, call your Butler Builder. Ask him 
about Butler financing, too. He’s listed in the 
Yellow Pages under “Buildings” or “Steel 
. or write direct. 


Buildings”. . 


Pittsbur, Pa. « New City and "syracuse, N.Y. 


Burli ington, Ontar 


fabricated buildings. . 
finest. Butlerib, the new precision-formed, 


, Ala. * Kansas City, Mo 


. you'll find they’re the 


wall. panel, offers new 


strength and bold beauty. Monopanl, Butler’s 
exclusive factory-insulated wall panel lets you 
build with architectural beauty and mainte- 
nance-free economy. 
available in a selection of durable, factory- 


Both of these panels are 


. build 


Contract 
. * Minneapolis, Minn. 
* Boston, Mass. » Washington, D.C. 


|sie B. Ballentine, 


accounted for more than ha!f of 
all new-car sales. 

As compared with a year ago, 
GM’s penetration declined 4.1: per- 
centage points and Chrysler C orp.’s 
was down 3.47 points. 

Increases amounted to 2.38 joints 
for AMC, 1.77 for Ford Motor, 1.27 
for S-P and 2.16 for miscellaneous 
makes, 


AN individual basis, compar- 

ed with last year, Ford guined 

2.57 percentage points; Rambler, 

2.38; Pontiac, 1.59, and Studebaker, 
1.27. 

Losses, in order, were: Chevro- 
let, down 3.22 percentage points; 
Plymouth, 2.25; Buick, 1.44; Olds- 

0.58; Mercury, 0.55; 

Dodge, 0.52; Cadillac, 0.46; De- 
Soto, 0.34; Chrysler, 0.30; Lincoln, 
0.15; Edsel, 0.10, and Imperial, 
0.06. 

All the above figures refer to how 
well each make performed in re- 
lation to the rest of the market, 
In comparing each make with it- 
self, a different picture emerges, 

Volume for all makes in the 
first nine months was up 33.47 per- 
cent over a year ago. 

Other gainers, in order, were: 
Studebaker, 227.00 percent; Ram- 
bler, 122.09; Pontiac, 76.69; miscel- 

laneous, 69.57; Ford, 49.73; Oldsmo- 
bile, 22.16; Chevrolet, 18.15; Edsel, 
17.20; Cadillac, 11.67; Imperial, 
10.73; Dodge, 9.57; Mercury, 9.30, 
and Chrysler, 2.93. 

Only makes with a smaller vol- 
ume in the 1959 period were Lin- 
coln, down 0.47 percent; Plymouth, 
1.07; Buick, 1.37, and DeSoto, 7.98. 

* 

yo September alone, the 

month’s count of 457,285 made 
it the fifth best September in his- 
tory, topped only by the September 
count in 1957, 1955, 1950 and 1949. 
A year ago found 321,224 cars reg- 
istered in September. 

Only Chrysler Corp. had a larg- 
er sales penetration in September 
than in the previous month, al- 
though miscellaneous makes also 
improved their position. 

All other corporate makers had 
smaller shares than they had 4 
month earlier. In fact, September | 
was the worst month of the year 
for GM, Ford Motor and S-P. 

Although AMC’s share was a bit 
below the previous month, it ran 
near its record rate. 

* 
ON A make-by-make basis, Buick 
and Studebaker sank to the 
lowest level either had recorded 
for any month of the year and Im- 
perial matched its previous low. 

It was the best month of the 
year for Mercury. 

Plymouth moved back into third 
place in September, after having 
been ousted a month earlier by 
Pontiac. 


New GM Division 
Headed by Boyer 


NEW YORK.—Harold R. Boyer 
has been elected a vice-president 
and general manager of the new 
defense systems division. Boyer has 
been director of military products 
for General Motors since April of 
this year. He joined GM in 1925 as 
a works engineer for Pontiac. 

The new division will be com- 
posed mainly of scientific and 
engineering personnel and will en- 
gage in research and experimenta- 
tion aimed toward the design and 
development of weapons systems 
and related activities, GM said. , 


Discussions Set 
For N.C. Dealers 


RALEIGH, N. C.—Methods to 
keep abreast of changing times will 
be probed at the third annual work- 
ing conference of the North Caro- 
lina Automobile Dealers Assn. here 
Friday (Nov. 13), according to Bes- 
executive sec- 
retary, 

Speakers will include: 

Milton C. Denbo, Washington 
labor counsel, personnel-manage- 
ment problems; Dexter Howard 
(Ford), Greensboro, sales; J. Mek 
ford . Sanders (Ford), Washington, 


| 


expense control.,. and James C 
Moore, NADA executive vice-presi- 
dent, who will discuss “You and the 
NADA.” 
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PASSENGER CARS & VEHICLES 
: LZ FIRST 9 MONTHS OF I959 

Magazine Pages Adv. Investment 


Post....... /65 #5,741,144 


Forget the pitch, Johnny, 
give the facts 


i OK, here they are—4 Giant-Sized Facts: Fact #3. Passenger car advertisers’ investment 

in LIFE for the first nine months of ’59 was more 
than $2,500,000 over the same period last year—a 
greater increase than the Post and Look combined. 


& 


Fact #1. In the past nine months, passenger car 
advertisers invested more dollars for selling in 
LIFE than in both The Saturday Evening Post 


q and Look put together. Big Fact #4. LIFE Leads the Post and Look in 

; Fact #2. In the past nine months, LIFE showed Total Automotive Advertising 

a commanding lead: carried 59 more passenger $14,304,509 ADVERT | SED IN 

n 

: Any way you look at it, LIFE is America’s automobile showroom. 


Circulation now over 6,500,000 weekly. 
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The Long Count Is Coming 
In the Auto Industry 


be A LONG five minutes to midnight. Maybe we should 
call it the famous long count in the auto industry. When- 
‘ever you have a champion, you always have a number of 
curbstone experts willing to count out the champion at the 
first punch from the challenger. 


And so, with the advent of the smaller cars from the Big 
Three makers, we’ve had enthusiastic oracles counting out 
the hustling imports, which have scored heavily in the 
American market; the American compacts, which started a 
-trend here and are still going strong, and the old standby 
big American makes. 


Auto makers seem to have human failings, just:like the 
rest of us. They'll spend years seeking to build up the reputa- 
tion of a make, and then, when they have a brand new entry 
for public favor, they act like high-school kids eying the 
new glamour girl in town. 


We're sort of taken-with the new girls in Detroit ourselves 
—but we have a hunch that after they’ve been. around for a 
while, the old girls will start looking good again, too. 


Novelty has always had a strong appeal. But after the 
first blush of novelty wears off, the competition sets in. You 
begin to see chinks. in the glamour. 


It’s like the import-ear leader who eyed the new entries, 
complimented them and then predicted a one-third rise in 
import sales. 


Doubtless the new three have a great future. But they will 
have to win a reputation in a tough market. 

Vital factors will then be quality construction, and quality 
service and distribution by quality dealers. 


Nov, 10—Connecticut Automotive Trades 
Assn. Statler-Hilton, Hartford. 

Nov, 15-17—Mississippi Automobile Deal- 
ers Assn., Buena Vista Hotel, Biloxi. 
Nov, 21-23—Arkansas Automobile Dealers 
Assn., Hotel Arlington, Hot Springs. 
Dec. 2—Utah Automobile Dealers Assn., 
oe Hotel Motor Lodge, Salt Lake 


ity. 
Jan. 17-19—National Independent Auto- 
mobile Dealers Assn., (3th Annual 
Convention, Eden Roc Hotel, Miami 


Beach. 

Jan, 30-Feb. 3—National Automobile Deal- 
ers Assn., Washington, D. C. 

Feb. 14-15—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 

Apr. 24-26—Automobile Dealers Assn. of 
Alabama, Buena Vista Hotel, Biloxi, 


Miss. 
Apr. 24-26—Ohio Automobile Dealers 
Assn., Commodore Perry Hotel, Toledo. 
April 28—Brooklyn and Long Island Auto- 
mobile Dealers Assn. Salisbury Club, 
East Meadows, Long Island. 
May 1!-3—Texas Automotive Dealers Assn., 
Driscoll Hotel, Corpus Christi, 
ay Georgia Automobile Dealers 
Assn., British Colonial Hotel, Nassau. 
May 5-6—Joint Convention of Kansas 
otor Car Dealers Assn, and Missouri 
Automobile Dealers Assn., Hotel 
Muehlebach, Kansas City, Mo, 
May 6-7—Arizona Automobile Dealers 
Assn., El Tovar Lodge, South Rim, 


Grand Canyon, Ariz. 
May 13-14— South Carolina Automobile 


Dealers Assn., Francis Marion Hotel, 
Charleston. 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Sprinas Hotel. Bedford, Pa. 
June Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 
/ 12-14-—— Washington State Auto 
Dealers Assn., Longview. 
* 


used if you so request, Address 


Auto Shows 


‘Encouragement... . . 


This an open forum for the discussion of any subject of interest to our 
BS and * letters are welcomed. No attention is given to unsigned 
23 letters but you may sign your name with the assurance that it will not be 

Editor, Automotive News, Detroit 7, Mich. 
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Oct, 31-Nov, 1I—4!st International Motor 
Show, Turin, Italy. 

Nov. 6-15—World Premiere Auto Show of 
‘60, Seattle Armory, Seattle. 

Nov. I1-I5—Baton Rouge Auto Show, 
Baton Rouge, La. 

Nov, 12-22—San Francisco Imported Car 
Show, Brooks Hall, San Francisco. 

Nov. 13-22—Los Angeles Auto Show, Pan 
Pacific Auditorium, Los Angeles (in- 


Success Story 

In December, 1957, three of us 
formed M. & S. Auto Parts, Inc., 
and our only regret is that we 
didn’t do it 25 years ago. We cer- 
tainly would encourage anyone 


cludes imports). 

Nov “14.21 Philedelphia Auto Show, Phil | With experience to make a break 
adelphia. _. |and start out on his own. 

Nov, 19-21 oer Sate Show, Civic My associates and I have a com- 


Center, Salisbury. 

Nov. 25-29—Sioux Falls 
seum, Sioux Falls, S, D. 

Nov. 25-30—Phoenix Auto Show, Phoenix. 

% Nov. 27-Dec. 6—Dalias Auto Show, A. 
Harris Oak Cliff Center, Dallas (in- 
cludes imports). 

Nov, 30-Dec. 5—Denver Automobile Show, 
Denver Coliseum, Denver. 

Nov. Dec. 5—Tampa Auto Show, Fort 
Homer Hesterly Armory, Tampa. 


bined total of 107 years in the auto 
parts field. John C. Shea, our presi- 
dent, entered the business in 1924; 
Kathryn R. McManus, secretary, 
has been in this field since 1926, 
and I entered the trade in 1920. 
We've shown steady progress 
since we formed our own company. 


‘Auto Show, Coli- 


Jan. §10—Birmingham Auto Show, Bir |We became associated with the 
mingham, Ala. National Automotive Parts Assn. 

Jan. 9-16—Pittsburgh Auto Sh Hunt 

“National Guard Pesiery,. East Liberty, out of Boston and have found it a 


Pittsburgh very profitable tieup. 


gh. 
Jan. 9-17—Toledo Auto Show, Sports Arena 
and Exhibition Hall, Toledo. 
Jan. 9-17—Buffalo Auto Show, Maston 
Avenue Armory, Buffalo. 
Jan, 9-17— Upper Midwest Auto Show, 
Auditorium, Minneapolis (includes im- 


We firmly believe that our type 
of operation is more profitable 
than a large-volume business. 
Our overhead is low. We are on 


the outskirts of Fitchburg and 
jan. 13-17— Auto Show o e Nationa have plenty of parking space. 
Capital Area. National Guard Armory, 

Washington, D. C. Our customers like that. 

% Jan. 15-25— International Automobile 
Show, Mexico City. 

Jan. 16-24—52nd Annual Chicago Auto 
Show, International Amphitheatre, Chi- 
cago (includes imports). 

Jan. 20-24—Lincoln Auto Show, Pershing 
Municipal Auditorium, Lincoln, Neb. 
Jan. 21- reenville Auto Show, Green- 
hes Memorial Auditorium, Greenville, 


Jan, 23-30—Baltimore Auto Show, Fifth 
Regiment Armory, Baltimore. 

Jan, 24-28—International Foreign & Sports 
Car Show, Dinner Key Auditorium, Mi- 


ami, 
Jan. 30-Feb. 6—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 6-13—Milwaukee Auto Show, Milwau- 
kee Auditorium and Arena, Milwaukee 
imports). 
Feb. 6-14—Detroit Auto Show, Artillery 
Feb. 13-20—Syracuse Auto Show, Onon- 
daga County War Memorial Building, 
Syracuse, N. Y. 
(Continued on Page 40, Col. 1) 


Most of our business is done with 
what we term “neighborhood” cus- 
tomers. We don’t try to go outside 
the city at all. With this operation 
our profits are higher, percentage- 
wise, and we get 24-hour delivery 
service from the NAPA warehouse. 

As mentioned, we wish we had 
done this 25 years ago, and we 
would encourage any experienced 
man to go out on his own, even 
if he has to run a one-man store. 
The business is there if you can 
give your customers the service 
they require. 

We have all kinds of competition, 
most of it from firms with up to 
40 years’ standing. Still, we are in- 
creasing our sales each month be- 
cause we have a well-balanced in- 


The Big Stories 


10 Years Ago 
With auto industry executives and national figures in attendance, 
funeral services for George M. Slocum, founder and publisher of 
Automotive News, were held at Grosse Pointe (Mich.) Memorial 
Church. Mr. Slocum, who was 60, founded Automotive News in 1925. 
Mr. Slocum conducted his “A Word in Edgewise” column on this 


page for 16 years. 
20 Years Ago 
America’s first fully air-conditioned car, providing adjustable tem- 
peratures within the car during summer or winter, was announced 
by Packard Motor Car Co. 


34 Years Ago 
Price reductions ranging from $20 to $300 were announced for nine 
of the 11 Nash models . . . Dodge Bros. report net sales for nine 


months of $175,284,031. Cars sold during the period totalled 203,546. 
—From Automotive News Files 


ventory. We take care of our paper 
work each day so that our inven- 
tory is entirely complete at the end 
of each day.— Leo F. McManus, 
treasurer, M. & S. Auto Parts, Inc., 


Fitchburg, Mass. 
* * 


A Rave for Dave 

I want to congratulate you in 
publishing Wilkie Views. It is grat- 
ifying that the industry’s No. 1 
publication employ the dean of 
automotive journalists. 

I was afraid that when David 
Wilkie retired a few months ago 
we were to be deprived of his re- 
porting. I am glad this is not so.— 
Frank G. Barmtista, Winchester, 
Mass, 

* + 
Lloyd Importer 

In a recent issue were published 
various corrections and revisions 
of the Sept. 14 Import Issue of your 
periodical. 

Toward the end of this item 
above referred to, published Oct. 
5, it touched on various reports 
concerning Lloyd representation in 
the U. S. which appeared to be con- 
flicting, the item implied. 

The statement of Mr. Ludwig re- 
garding the incorrectly listed im- 
porter was correct. His statement 
concerning the fact that we are the 
sole importer wag also correct. 

(Both of these statements were 
also confirmed by the letter from 
this office, signed by W. A. Sim- 
onds, of Sept. 15, 1959.) 

The statement you attribute to 
Jerry Hill, of Auto Ad Associates, 
that this previous importer is now 
one of our distributors, was made 
only in a conversational vein while 
acquainting your Los Angeles of- 
fice with the above facts. Mr. Hill 
knew that we were negotiating 
with this previous importer regard- 
ing handling distribution for us in 
Florida, which negotiations have 
proved successful. 

Mr. Cline was also correct in his 
statement that as of Sept. 14, this 
previous importer was as yet still a 
dealer only, and had not attained 
distributor status. So, no conflict 
did exist in fact. 

Our letter of Sept. 15 pointed out 
that our advertisements in your 
publication have referred to our 
sole importership. Therefore, your 
complaint ‘that information and co- 
operation were not easy to obtain 
prior to the subject issue, should 
not be applied to us.—Vance C. 
Smonps, General manager, W. A. 
Simonds Associates, import divi- 
| sion, 1641 American Ave, Long 
| Beach, Calif. 
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RESIDENT CORRESPONDENTS: _Akron—Joe Kuebler; Albuquerque—John D. McKee; 
W. Schwarz; Baker, La.—Ezra Adams; Baltimore—Kate Ore 
vage; Belleville—cugene M. Conrad; Birmingham, Ala.—Stuart Riddle; ‘Boise—Robert J. 
5 Brown Jr.; Boston—Guy Livingston, Floyd Lee Bell; Boulder—Ernest Fair; Buffalo—G. E. Toles; GZ i 
Rely and Bill McCarty; Cincinnati—Frank Kappel: Cleveland—Sanford 
: arkey; lumbus—H. S. Perdue; Dallas—C. K. Cates; Denver—ira Alexander; Des Moines— 
. F, W. Lazell; Fairbanks, Alaska—Jerome F. Sheldon: Fort Worth—William Stone: Gary— 
8 Oliver Starr Jr.; Harrisburg—George Shelley; Houston—Ruby Fenoglio, Louis Alexander; 
Huntington—William Francois: indianapolis—C. L. Kern, David G. Watson; Jackson— 
: Thomas eereinenea Jefferson City—L. H. Houck; Little Rock—Inez McDuff: Los Angeles— 
e Slim Barnard, illam Carroll; Louisville—A. W. Williams; Lowell, Mass.—Charles Sampas; 
iam = = New Jersey—Bethune Jones; New 
zn Orleans—Gordon Hebert; New York City—Ed Brown; Norfolk—A. C, Sugent: North Kansas 
S City—Larry E. Johnson; Oakland—Steve Still: Oklahoma City—M. L. Risen: Omaha—A. R. 
1—T. L, Forbes; Peoria—Gene Booth: Philadelphia—Allen Sommers; 
ngel; Pittsburgh—L. M. Portland, Ore.—E. W. Peterson; 
uae Eddy: Reading-—Werley Stillwell; Rochester, N. Y.—Ted Case; Salem, 
oe alt Lake City—Dan Valentine, W. F. Smiley; San Antonio—J. H. Reed; 
_ San Francisco—Leon Pinkson; Santa Fe—Lewis E, Thompson: Scranton—Gene Coleman; Seattle 
—Martin Trepp: Springfield, Ill.—C. C. Hall; South Bend—L. E. Dunkin; Spartanburg, S$. C. 
: —L. D. Bray: St. Louis—Sam X. Hurst; Tacoma—Robert E, Sconce; Wamego, Kans.—G. M. 
: Hunholz; Worcester—Sidney Dorfman; Youngstown—Stephen L. Ritz. 
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MAKE BENDIX HYDROVAC* THE MOST POPULAR POWER BRAKE WITH TRUCKERS 


Vacuum power braking is the overwhelming choice of 
truckers, with Bendix Hydrovac leading the field— 
more than 514 million sold. The reasons for this 
popularity are obvious. Hydrovac saves up to several 
hundred pounds in weight— meaning a bigger payload 
and profit. Bendix Hydrovac costs less to buy—less 


to maintain, and does not rob power from the engine. 
Bendix Hydrovac assures maximum. dependability 
with built-in standby safety—manual braking avail- 
able in case of power failure. Any way you look at it, if 
you build, buy, sell or operate trucks it will pay you to | 
look to Bendix Hydrovac for the best in power braking. 


*ReG. U.S. PAT. OFF. 


More Bendix Hydrovac vacuum power brakes are in use than all other makes 


Bendix South Bend, IND. 
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the man who ready 


to move out on his own 


A once-in-a-lifetime opportunity for General Managers and Sales Managers 


This message is aimed at top dealership executives — 
general managers and sales managers — men who have suc- 
cessfully managed affairs for someone else, and who are now 


ready to move out on their own. 


Perhaps you are one of these men. You are, right now, a 
key man in some dealership operation. You have worked 
long and hard, and have done a good job at it. You know the 
retail automobile business frontwards and backwards. 


You have everything it takes to own a “deal” of your own— 
the maturity, the experience, the ambition — everything, 
perhaps, except the financial wherewithal. 


The Dodge “Dealer Enterprise Program” is your oppor- 
tunity to realize this ambition. It is a plan specifically de- 
signed to help qualified individuals get started in a business 
of their own. It will provide you with up to 75% of the 


necessary capital. 


DODGE DART + ’60 DODGE + DODGE TRUCKS 


In 1960 the big deal is 1) Op (GE 


Once you qualify, Dodge will help you in other areas also. 
They will help you find a suitable facility. They will help 
you recruit and train sales and service personnel. They will 
make available to you the experience of specialists in every 
phase of the business: car and truck sales, service, finance, 
used car, administration. 


With Dodge you get the most valuable sales agreement in 
the industry. The Dodge Market-Programmed Sales Agree- 
ment covers 7 out of 10 new-car buyers, and 9 out of 10 truck 
buyers. It is completely flexible, designed to change as the 
market changes, to let you capitalize on the most profitable 
segments of the current market. 


If you have the experience and the desire to own your own 
deal, it will be well worth your time to investigate this plan. 
Your inquiry will be handled with complete confidence. 
Write to John B. Naughton, General Sales Manager, Dodge 
Division, Chrysler Corporation, Detroit 31, Michigan. 
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AUTOMOTIVE WASHINGTON 


Tax-Reform Hearings 
To Study ‘Concessions’ 


By William Ullman 
Washington Bureau Chief 
{ges experts and industry representatives from all over 
the country will begin converging on Washington next 
Monday (Nov. 16) to speak their piece. The occasion is a 


sweeping set of hearings on® 


income tax reform being con- 
ducted by the House Ways and 
Means — under the baton 
of Chairman Wil- 
bur Mills, the 
knowledge- 
able Democrat 
from Arkansas. 
Hearings in- 
volving such a 
technical subject 
won't be flamboy- 
ant, but the re- 
sults could be of 
major importance 
to every tax-pay- 


ing individual and concern in the 
nation—from dealer to baker to 
auto maker. 

The sessions in the main won't 
deal with tax rates as such— 
whether this or that levy should 
be raised or lowered, Rather, the 
idea ig to assess the various seg- 
ments of the income tax structure 
to see whether the tax base can be 
broadened by eliminating or tight- 
ening various concessions. 

Examined in minute detail will 
be existing tax provisions per- 
mitting exemptions, credits and 
other special tax privileges now 


enjoyed by some but not by 
others. Mills’ view is that if you 
can do away with the obvious 
inequities in tax treatment the 
way will be paved for lowering 
tax rates. 

The principal barrier to cutting 
taxes has been the drop in Govern- 
ment revenues that would ensue. 
But if the tax base is broadened 
by eliminating tax exceptions and 
special treatment, Uncle Sam could 
do some tax slashing without losing 
revenue. 

* 

An Imposing Agenda 
Lyre is not starting out with 

the preconceived notion that 
all preferential provisions in the 
existing tax code are unjustified. 
However, he does believe they all 
merit review to determine whether 
they are fair. 

The ideal tax setup is described 
as one which would be equitable 
and non-inflationary, encouraging 
economic growth, interfering mini- 
mally with business and personal 
decisions and requiring those with 
the same income to pay the same 
tax. 

No one in or out of the com- 


mittee is contending the present 


structure meets all these require- 

ments. 

The wide scope of the upcoming 
hearings is indicated by a listing of 
some of the complex subjects that 
will be explored. 

They include individual income 
tax exclusions and deductions, tax- 
ation of family income, taxation of 
the aged, taxation of fluctuating 
income, tax-exempt interest, busi- 
ness depreciation and depletion al- 
lowances, research and develop- 
ment expenditures, treatment of 
capital gains, pensions and other 
employe-benefit plans, compliance 
and enforcement procedures and 
treatment of dividends, corporate 
distributions and partnerships. 


* * * 


Utopia Not in Sight 
N ADDITION, Ways and Means 
will take a close look into tax 
problems involving special busi- 
nesses—mutual finance companies, | yi 
cooperatives, insurance firms, tax- 
exempt organizations and concerns 
with foreign income. 

There will be some discussion of 
individual and corporate rates, but 
only a day or so will be devoted to 
this topic. 

No one expects the committee to 
achieve utopian reform, The sub- 
ject matter is massive in dimension 


Save 


You speed work through your shop... reduce labor 
costs . . . increase your profits when you modernize 
your Service operation with Black & Decker tools. 


.. The reason is simple: every Black & Decker tool— 
from drills to valve shops—is built for peak perform- 
ance over a long, long time. And your local automo- 
‘tive distributor has 39 cost-cutting, profit-making 
Black & Decker tools—each designed to do best the 


job for which it was built. 


Select the tools you need. Then take twelve months 


valuable mechanics’ time... without tieing up 
capital... modernize with BLACK & DECKER tools 


to pay for them. No big lump sum outlay of capital— 
you pay for your modern tools just as you pay your 
mechanics—as they produce for you! No interest or 
carrying charges either! Contact your local Black & 


Decker distributor today! 


LEADING DISTRIBUTORS EVERYWHERE SELL 


QUALITY ELECTRIC TOOLS 
Tewsen 4, Maryland 


and there will be plenty of con. 
troversy. 

After all, the committee is deal- 
ing with. an area that div cctly 
affects the super-sensitive poc- 
ketbook, and those interests now 
benefitting from preferentia! pro- 
visions are not going to kiss ‘hem 
goodbye without a fight. 

The aim of completely overhaul- 
ing an income-tax structure that 
was last revised in 1954 is not likely 
to be realized overnight. Probably, 
there will be piecemeal changes 
over the next several years. 

But Ways and Means will be per- 
forming a worthwhile service even 
if relatively modest modifications 
result from its hearings. 

For as one official put it: “Any 
changes that help hold down taxes 
and give John Q. Public the feeling 
that the other fellow is shouldering 
a fair share of the tax burden are 

vital. ” 

* * 


War Against ‘Bennies’ 


ewes Justice Department is step- 
ping up its drive against illegal 
sales of amphetamine sulfate tab- 
lets—those sleep-killing pills which 
truckers describe in less technical 
terms as “bennies” and “footballs.” 

The department filed a charge 
against a truck-stop operator near 
Helena, Ga., and other investiga- 
tions of similar sales are under way 
elsewhere. 

The compound is listed under 
Federal law as a _ habit-forming 
drug that is dangerous to the pub- 
lic safety and welfare. 

The Food and Drug Adminis- 
tration, whose inspectors roam 
the field checking on this sort of 
thing, say that amphetamine sul- 
fate and related compounds are 
dangerous because they permit 


continued driving beyond the . 


point of exhaustion. Thus, the 
protective effects produced by 
such symptoms as fatigue and 
drowsiness are eliminated. 

Medicos also claim that psycho- 
logically the pills “release inhibi- 
tions which may lead to errors in 
judgment, especially with respect to 
coordinated acts such ag are in- 
volved in driving motor vehicles.” 

The moral seems to be: When 
the sandman asks for recognition, 
take nothing stronger than coffee 
or head for the nearest motel. 

* 


50 Pct. Casoline Tax 


RETURNING to taxes, Congress 
isn’t making it any easier to 
afford a car. 

According to the American Pe- 
troleum Institute, the new penny 
per gallon increase in the Federal 
gasoline excise has forced millions 
of motorists to pay over $1.50 every 
time they buy a dollar's worth of 
fuel. 

Congress authorized the one- 
cent increase as an emergency 
measure to tide the pay-as-you-go 
highway building program over a 
financial crisis. As a result, API 
points out, the combined Federal- 
state gasoline tax in 20 states 
now comes to more than 50 per- 
cent of the actual retail price. 

The situation isn’t much better in 
other areas. On a national basis, 
gasoline taxes averaged 47 percent 
of the retail price, making gas “al- 
most five times as stiffly taxed as 
diamonds or a mink coat.” 

The highest combined Federal- 
state tax rate is 11 cents per gallon 
—a level extant in 13 states. They 
are Alabama, Florida, Kentucky, 
Louisiana, Maine, Mississippi, Ne- 
braska, New Hampshire, North 
Carolina, Ohio, South Carolina, 
Tennessee and West Virginia. Mis- 
souri’s bite of seven cents per gal- 
lon is the lowest by two cents. It 
also compares favorably with the 
national average of 10.2 cents. 

API says that in the 1949-58 
decade there were 58 separate tax 
increases in 41 states, on top of 
two Federal hikes, All told, the fuel 
levy jumped 37 percent in this 
period. 

Figures show that these ever- 
rising taxes have had a depres- 
sing effect on gas usage, While 
consumption grew at the annual 
rate of 4.5 percent during the 
postwar years, the rate slowed to 
2.8 percent last year. 

Oilmen are said to fear that the 
high tax level will make further 
inroads on usage. “Many motorists 
are showing resistance to the high 
cost of fuel by cutting the amount 


of driving they do and by turning 
to smaller cars,” API asserts. 
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Because it makes practical use of the 
remarkable strength-weight ratio of the aus- 
tenitic stainless steels, this all-stainless steel 
railroad passenger car weighs 25 tons less 
than other so-called modern equipment. 


It is an important contribution to railroad 
operating economy and efficiency because 
its stainless steel structure guarantees mil- 
lions of miles of service between overhauls 
—its gleaming exterior requires no paint. 


J&L leads the industry in melt shop standards 
for stainless steel—the point where quality starts, 


Light as a 128-Passenger Feather 


Designed and built by The Budd Company, 
it is considered one of the greatest engineer- 
ing achievements of the century—made pos- 
sible only by that brawny beauty stainless 
steel. 


In your product engineering when weight is 
a problem and strength a necessity the 
answer can be. found in stainless steel’s 
unique combination of strength, durability 
and beauty. 


and engineering achievement begins. 


Los Angeles Kenilworth (N. J.) Youngstown Louisville (Ohio) Indianapolis Detroit SHEET STRIP BAR WIRE 


Jones & Laughlin Steel Corporation’ « STAINLESS and STRIP DIVISION ¢ Box 4606, Detroit 34 
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TURNINGS ... 


by surgical means. And the carker 
the background, the more refi: ction 


Chevrolet Cuts the Glare— 


Paintings Provide Idea 


For Non-Glare Panel 


By Joseph M. Callahan 
Engineering Editor 
AN IDEA born in a Birmingham (Mich.) art gallery about 
a year ago has resulted in one of the most worthwhile 
improvements in the 1960 model year—a relatively non- 


reflecting instrument panel? 


for all Chevrolet trucks. 
The idea occurred to Hal Flynn, 
Chevrolet’s chief truck engineer, 
while he was 
looking at paint- 
ings in a gallery 
near his home. 
He noted that 
these paintings 
were covered by 
a piece of glare- 
proof glass that 
almost made the 
glass invisible. 


couldn’t be done for Chevrolet 
trucks. He also put the question 
to Gene Lourie, his electrica] en- 
gineer, who replied with the appro- 
priate enthusiasm, “If somebody 
else can do it, certainly Chevrolet 
can do it.” 

Investigating the causes of in- 
strument panel reflection, Flynn 
and Lourie learned that ordinary 
glass or clear lucite (as Chevrolet 
trucks use for safety reasons) give 
off reflections because of a slight 
oily or greasy film that always cov- 
ers any glassy surface. 


you pick up.” 

Increased glass area has ade 
instrument panel refilectio:is q 
serious problem for all vehicle 
makers. However, it’s a particu- 
lar problem for truck makers be- 
cause truck drivers often wear 
» white clothes making the worst 
possible reflections, because re- 
flections through back and side 
windows from expressway lizchts 
have become increasingly haz- 
ardous for truckers, and because 
reflections at night cause the 
pupils in drivers’ eyes to become 
smaller and seriously reduce 
their vision. 

There was a special urgency for 
Chevrolet truck engineers to reduce 
instrument panel reflections since 
they were planning a single cluster 
that would contain all the instru. 
ment dials. Generally, truck instru- 
ment dials are in several clusters, 

Procuring a piece of the art-gal- 
lery glass from a firm in New York, 
Flynn learned that it was ordinary 
glass whose front surface had been 
pickled to kill the reflections. When 
the film from the atmosphere ad- 
heres to a roughened surface, it 


Flynn asked 
himself why LYNN “It's to 
J. M. Callahan =a similar job clean any glass perfectly, except| Low-Cost Process 
——_ took a piece of glass and 

etched it lightly with acid to 

i roughen up the front side and 
found he could produce a glare- 
proof panel, also. 

Working to some extent with 
GM’s AC Spark Plug division 
which produces both car and 
truck instrument panels, he then 
made a number of attempts to 
impart a similar rough surface to 
the plastic lens used in Chevrolet 
truck clusters. 

They finally found that by liquid 
honing or sand blasting the mold 
in which the plastic lens was made, 
they could reproduce the desired 
surface —a surface roughened so 
slightly that it could barely be felt. 

One of the surprising things 
about the new glare-proof lens is 
that it can be produced at little 
extra cost. This made Flynn par- 
ticularly happy since the first small 
pane of art-gallery glass cost him 
$15. 


Hal Flynn, right, Chevrolet's chief truck engineer, and Gene Lourie, assistant staff 
engineer, compare the glare from a 1959 truck instrument panel to that coming 
from a 1960 truck panel (below). 


doesn’t cause reflections. 
+ * * 


* * * 
CHARACTERISTIC of this 
roughened surface is that it re- 

duces the transparency of the lens, 
producing a fogginess. So, Chevro- 
let decided to leave clear the part 
of the lens directly in front of the 
dials. What small reflections re- 
main, come only from the dials. 

Discussing what might happen 
in the future on this feature, 
Flynn said, “It’s possible that we 
might go stronger some time in 
the future. We might be able to 
get a texture of lens over the 
dials that would take out the re- 
flections and also give good vis- 
ibility. But we didn’t want to go 
‘whole hog’ the first trip.” 

To further reduce reflections, he 
replaced the chrome bezel on all 
truck instrument panels with a 
bezel covered with silver paint. 
Asked if he had considered any 
other solution to this problem, 
Flynn said, “No, because we figured 
from the start that the basic dif- 
ficulty was in the reflecting surface. 
Recessing the dials, or any other 
measure would only have mitigated 
the situation.” 


MOTOR 
DETERGENT 


Study Polarised 
N A somewhat related develop- Cc: 
ment, Myron Kahn, president of 
Polarized Light-Alsynite Corp. of 


How to spell “profit” with only three letters 


| SDA stands for Super Detergent Additive . . . and it Teck, 

| , : also means big extra profits for you! Quaker State SDA automotive engineers to discuss @ 
is the amazing one-shot motor detergent with 5-way ni 
protective action: " of night glare on the highways. it 


Invented and patented by Alvin 
M. Marks, a physicist who holds 
more than 100 optical patents, the ve 
system reportedly will let through 


| 2 * 1. Frees up sluggish or sticking valves, valve lifters and 
piston rings. 


2. Removes engine varnish and sludge deposits. 80 percent of the light, compared dl 
to 40 percent for other methods. 
3. Restores full engine power by insuring better valve To eliminate the glare, Marks 
ek ' and piston ring action. says it will be necessary to fit the m 


headlamps with polarized glass and 


’ i 4. Reduces over-all engine wear. also to fit the windshield or a visor 


: 
: with polarized glass. q 
5. Prevents rusting and corrosion of vital engine surfaces. Marks says that his system, 
Customers know that clean engines run better on less which h.. like ee eaigae ve us 
. : tems that cause the light rays 0 
gasoline, start faster in cold weather, too. Add SDA to vibrate in a single plane, is dif- fo 


ferent because it will not require 

additional illumination and it will 

not add strain to unprotected eyes. A 
An extra feature of this set-up 

is an automatic drop that lowers 

the visor when a bright light ap- 

proaches. This mechanism is oper- Nz 

ated by a photo-electric cell. 


the oil you sell—and get extra profits now, and year round. 
Ask your Quaker State distributor about SDA—today. 


QUAKER STATE OIL REFINING CORP., OIL CITY, PA. 


Member Pennsylvania Grade Crude Oil Association 
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ow and then a motorist may get hot under the 
collar because of traffic conditions, but be- 

cause of the wide use of cotton in today’s cars he 
will usually stay cool and comfortable. Cotton is 
nature's miracle ventilating fiber. Air flows through 
it freely, dissipating heat as it moves. This constant 


ventilating action helps make cotton the natural 
choice for seat padding in modern American auto- 
mobiles. Cotton’s cooling and sound absorption 
qualities, its durability and economy, enhance its 
use throughout cars. No wonder cotton is the 
favorite fiber of the dynamic automotive industry. 


More cotton goes into automobiles than all other fibers combined 


NATIONAL COTTON COUNCIL, MEMPHIS, TENN. 


where COTTON is used to keep automobiles 
cooler, quieter, more comfortable 


UPHOLSTERY MATERIAL 


HEADLINING 


SIDEWALLS 


FOUNDATION SHEETING 
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HE battle about tire safety — as well as 
tire riding comfort—stems from a com- 
petitive struggle between the older tire 
cord, nylon, ard the new Tyrex viscose tire cord. 

The people engaged in this battle, on both 
sides, are sincere businessmen with no more 
complicated a desire than to sell good products 
at fair prices. But there has tended to develop 
a somewhat active exchange of challenges, 
claims and counter-claims, which has become 
quite confusing to tire buyers. 

The fact of the matter is that both nylon and 
Tyrex make good tire cord. 

But based on a great deal of research and 
study, it is our conviction that Tyrex is su- 
perior to nylon—and the purpose of this article 
is simply to shed some light on the facts. 


*TYREX is a collective trademark of TYREX INC. for viscose 
tire yarn and cord. The following producers are licensed to 
identify their viscose tire cord as meeting the standards of 
Tyrex Inc.: American Enka Corporation, American Viscose 
Corporation, Beaunit Mills, Inc., Courtaulds (Canada) Ltd. 
and Industrial Rayon Corporation. 


WHAT IS NYLON? 


Nylon is a man-made fiber derived from coal, 


air and water. It can be fashioned into 


Nylon was first used in clothing and later as 


tire cord. brief 
WHAT IS TYREX? The 

Tyrex viscose tire cord is a fiber produced fron} Tyrex 
cellulose. Cellulose is the basic building material tests : 
nature uses to give strength to trees and othef ferenc 
plants. It has been described as the “skeleton'] Tyrex 
of all plant life. of th 

Tyrex is not a thermoplastic, was devel 
specifically for use as a tire cord and has 

described as a major scientific break-through is} Wher 
this field. failur 
cause 

HIGHWAY HEAT AND YOUR TIRES chunl 
Driving at any speed generates heat in tire a 
tires. The faster you drive, the more heat i§ In 
built up. Since nylon is a thermoplastic, if hour, 
weakens under high temperatures—in fact, avera 
the temperature high enough and nylon melts) tires | 
Tyrex viscose tire cord, on the other hand, is} ~anc 
not a thermoplastic and cannot possibly softet} devel 
or melt. Some tests tend to show that Tyre!) (Pert 
actually gets stronger as highway heat build) Jovin 
up, but this, in our opinion, has not been defi-| velop 
nitely established. are ji 

CHUCK-HOLES, STONES AND THE LIKE 

It was originally believed that nylon tires could} One 
withstand damaging impacts better than tires} nylor 
made with Tyrex tire cord. But this belief was} types 
based on the results of an older industry testflarge 
in which tire cord was put under great strail}desig 
for periods of from 15 to 18 seconds. types 


big battie about 

many) The 
forms, but the form used in tire cord is a file-| realis' 
ment. Nylon is a thermoplastic — that is, it}takes 
changes characteristics under heat. Under nor-f chuck 

mal temperatures nylon is tough and flexible} ing m 
to pu 
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Then someone realized that this was not 
file-/ realistic since even the slowest driver among us 
s, it}takes only a fraction of a second to strike a 
n0r-f chuck-hole or stone in the road. So a new test- 
ble] ing machine was developed by the tire industry 
a8 | to put severe strain on tire cord for only a very 
brief .005 second. 

The results of the new test were dramatic. 
Tyrex was 35% stronger than in the old “slow” 
tests while nylon proved 16% weaker. The dif- 
ference was more than enough to show that 
Tyrex viscose tire cord is definitely the stronger 
of the two under actual impact conditions. 


“CHUNK-OUT” 


i) When tires are driven at very high speeds, a 
failure occurs that is called “chunk-out.” It is 
caused by the severe distortion of the tire, and 
chunks of rubber actually break away from the 
tire and are thrown free. 

if In special tests run at 105 to 108 miles per 
ij hour, tires made with Tyrex viscose tire cord 
averaged twice as much mileage as did nylon 
tires of identical tread design and construction 
,i}—and even with this greater mileage, Tyrex 
tet} developed only % as much tread “chunk-out.” 
rel} (Perhaps the most important lesson for speed- 
ld) loving motorists to learn is that both tires de- 
fi-| veloped some chunk-out: passenger-car tires 
are just not built for such excessive speeds.) 


DO YOU RETREAD YOUR TIRES? 


Ud}'‘One of the extensive tests used to compare 
'é) nylon cord and Tyrex cord was the use of both 
as} types under carefully controlled conditions on a 
sti large fleet of New York taxicabs. This test was 
in} designed to determine retreadability of the two 
types, and more than 15,000,000 tire miles were 


. 


These prints were made by inking the tires of an ordinary passenger car 
and then lowering the car’s full weight onto sheets of paper. It was done to 
dramatize the fact that your safety, your comfort and your total car investment 
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ride the road on little more area than is covered by your own two feet. Obvi- 
ously then, you have real reason to be concerned about the strength of your 
tires. This article discusses tire strength. 


accumulated under actual driving conditions. 

Tyrex viscose cord tires gave between 10% 
and 11% more mileage on their original treads, 
and an average of 94% were suitable for re- 
capping compared with only 84% for nylon. 
Project these figures over the number of miles 
you drive, and you can see that considerable 
savings can result from driving on tires made 
with Tyrex. 


WHICH TIRE IS QUIETER? 


Even the most partisan supporters of nylon 
agree that Tyrex is quieter. Nylon tires tend to 
whine, and to some people this noise is objec- 
tionable. It is easy to spot the quieter-running 
Tyrex on the highway. 


“MORNING THUMP” 


Nylon tires, because of their very nature, tend to 
form flat spots where the car has been standing 
overnight. These spots stay in the tires for a 
varying length of time after you begin driving 
in the morning. And you will hear and feel a 
definite “thump.” To some people this is no 
problem; others dislike the noisezand vibration. 
Tires made with Tyrex stay round and stable, 
a fact you can easily demonstrate for yourself. 


WHAT DOES THE DIFFERENCE IN COST MEAN? 


Nylon is often referred to as the “premium- 
priced” cord because tires made with nylon 
cord cost more than the same tire made with 
Tyrex. This is not because nylon is somehow 
better — although some Americans tend to 
believe that if a thing costs more, it must be 
better. Nylon is more expensive than Tyrex 
simply because it costs more to make it. Cash- 
mere costs more to make than nylon, but it 
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would produce a ridiculously poor tire cord. 


WHAT'S THE CONCLUSION? 


Which should you buy? We buy tires made 
with Tyrex, naturally. Which you buy is, of 
course, up to you. But may we point out that 
every make of the new 1960 automobiles is 
equipped at the factory with tires made with 
Tyrex viscose tire cord. We would like to sug- 
gest that you do as the professional auto makers 
did (after their own tests) — specify TYREX. 


Who is Rayonier? 


Rayonier is a leading world supplier of 
chemical cellulose, the basic material from 
which many familiar American and foreign 
products are made: photographic films, cello- 
phane, cigarette filters, rayon, sponges, ex- 
plosives, plastics, sausage casings and thou- 
sands of others, including the new Tyrex 
viscose tire cord. 


In addition to extensive tree farms and 
plants in the U.S. and Canada, Rayonier 
operates three modern research centers where 
cellulose is the object of intense and con- 
tinuous study. We began several years ago— 
working with our customers — to help de- 
velop the tough new tire cord known as 
Tyrex, and today we produce large quan- 
tities of a very special, high-quality cellulose 
tor this purpose. 

It is Rayonier’s conviction that the infor- 
mation in this article presents the facts as 
research by. ourselves and others—including 
independent testing comp have shown 
them to be. 


NATURAL RESOURCES CHEMISTRY 


Executive and General Sales Offices 
161 East 42nd Street, New York 17, N. Y. 
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COMPACT TRANSMISSION — Develop- 
ment of a compact, five-speed synchron- 
ized transmission for off and on-highway 
use, which has an increased capacity over 
previous designs of comparable size, has 
been announced by Dana Corp.'s Trans- 
mission division, Dana Corp., Toledo 1, 
©. The unit, known as the “5000" ser- 
ies, is particularly applicable where en- 
gines call for larger capacity transmis- 
sions but without increasing their overall 
size, it is said. The unit is a modification 
of Dana's 4000" series, in which several 
internal components have been redesign- 
ed and the torque range rating increased 
from 375 to 450 foot-pounds. The 5000" 
series transmission weighs only 295 
pounds and measures but 2411/16 
inches in length. 


CLEANING EQUIPMENT—The Klear-Flo 
Super Cleanmaster equipment is said to be 
ideal for the critical cleaning of avtomati 
transmissions, differentials, and power 
steering units. It can also be used to clean 
such parts as oil filters, air filters, carbure- 
tors, fuel pumps, starters, generators and 
a host of other parts. Using Kleer-Flo Hi T 
degreasol cleaning compound, Cl 
ter model 50, cleans three ways: Through 
@ continuous flow hose, air agitated soak- 
ing tank, and super power jet air gun, it 
is said. Practical Mfg. Co., 2340-4th Ave., 
South, Minneapolis, Minn. 


TOW-BAR—Wrecker Tow-Bar Mfg. Co., 
285 Monroe Ave., Memphis, Tenn., has 
announced a device that is said to simp- 
lify hooking on to a tow. Called the 
Sprague E-Z Lift, the unit is designed to 
tow safely all makes of cars, it is claim- 
ed. By means of an adjustable telescopic 
shaft and swivel steel ball, the lift will 
tow anything on four wheels as low as 
four inches off the ground, according to 
the manufacturer. The device has a three- 
fon capacity, but units large enough to 
tow heavy trucks up through truck-trailer 
and diesel jobs are available. 


Heater Motor-Blower Kit 


Offered for Volkswagen 

A heater motor blower kit to 
solve the Volkswagen’s problem of 
heat circulation is now available 


NEW PRODUCTS 


from Everhot Products Co., 2001 
W. Carroll Ave., Chicago. 

The new kit, M-1829, hag all parts 
necessary for installation, includ- 
ing illustrated instructions, six-volt 
motor-blower unit, two-speed illu- 
minated heater switch, flexible duct 
hose, wire and special blower 
adaptor. 


MIRROR FOR COMPACTS—A rear view 
mirror designed for use on the 1960 Amer- 
ican compact cars has been announced by 
the Roberk Co., Muller Ave., Norwich, 
Conn. The mirror is designed for either 
fender or door mounting. It features the 
Roberk patented “Swivelock" device, which 
permits the driver to fix the position of 
the mirror head, so that it cannot be 
knocked out of adjustment when the lock 
is tightened. The non-glare mirror glass is 
four inches in diameter. The mirror can 
also be used on foreign cars. 

.* 


HEADLIGHT PATCHES—Sco-Pan hea d- 
light patches are said to permit fast re- 
pairs to Plymouth headlight sections dam- 
aged in collision or by rust-out. This is 
accomplished without replacing the entire 
fender or building-up the damaged area, 
it is claimed. All 1955 and 1956 Plym- 
outh headlight section repairs can be 
repaired with Sco-Pan P-717R for right 
hand and P-717L for left hand patch. All 
1957 and 1958 sections can be repaired 
with Sco-Pan P-718R for right hand; 
P-718L for left hand, Schofield Mfg. Co., 
1140 E. 222 St., Cleveland 17, O. 


CAR FAN—A car fan made of alsynite 
translucent fiberglass is said to increase 
gasoline mileage as much as 10 percent, 
boost engine speed and cut vibration and 
noise. The fan, made by Sun-Glas Mfg. 
Co., Mt. Sterling, Ill., weighs a half pound 
and can be installed in a variety of auto- 
mobile makes and models. The fan has 
six blades and is 17 inches in diameter. 
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BATTERY SWITCH—A battery switch 
which is said to provide the same pro- 
tection in a car as the master current 
switch does in a home, has been intro- 
duced by A. L. Rogers Development Corp., 
2560 Ocean Ave., Seaford, N. Y. Called 
the Auto-Gard, the device enables a 
driver to cut off all current in his car or 
truck, thereby eliminating such common 
“live wire’ dangers as fires, short cir- 
cuits, smoking wires and continuous horn 
blowing, it is said. Installed near the car 
battery, the Auto-Gard can be operated 
from the dashboard or from the glove 
compartment by means of an extension 
cable and control button supplied with 
each unit. 


VALVE WRAP—Valves, individually 
wrapped in Ezy-See valve wrap, have 
been announced by Rich Mfg. Corp., Bat- 
tle Creek, Mich. The manufacturer states 
the wrap eliminates bare valve handling, 
allows visual comparison, cuts stock losses 
due to rust from handling, requires less 
shelf space for valves, and appeals to the 
mechanic. 


* * * 


GRINDER HOOKS—A series of three 
redesigned steel hooks that cover crank- 
shaft journal diameters from 114% through 
3% inch diameters are now available for 
Sunnen portable crankshaft grinders. Re- 
placing the older style hooks, these units 
are equipped with shaft following shoes 
that can be mounted on either side. This 
feature permits the operator to select the 
side desired when grinding V-8 Crankshaft 
Journals—particularly when only one side 
of the journal is worn or damaged, it is 
said. Sunnen Products Co., 7910 Manches- 
ter Ave., St. Louis 17, Mo. 


* * * 


Windshield De-icer Units 


Called Easy to Install 


Gem De-icer units clear slush 
and ice off windshields while driv- 
ing and are easy to install, accord- 


ing to Gem De-icer Co., Inc., Dept. 
G-56, P. O. Box 272, Angola, N. Y. 

The units break loose ice by mo- 
mentarily stopping then starting 
the blade action, the firm said. The 
units include a set of special plastic 
gems and a tube of special ad- 
hesive, the firm added. 


* * * 


FAN—An accessory to its vehicle washer 
line has been designed by Wohlert Corp., 
708 E. Grand River, P.O. 1109, Lansing, 
Mich., to cut down drying and working 
time on vehicle washing—the CW59-5 dry- 
ing fans will fit all Wohlert washers. It is 
available in single or double units. This 
accessory can be added to machine in field 
if desired. 


SPRING-SHOCK UNIT — The Columbus 
“Level-ride” spring-shock unit designed to 
keep heavily loaded cars on the level. 
Manufactured by Heckethorn Mfg. & Sup- 
ply Co., Dyersburg, Tenn., “Level-ride" is 
factory-assembled to fit each make and 
model of car, it is said. It is available 
with spring rates of 40 pounds per inch 
or 60 pounds per inch. It is said to carry 
overloads of 300 to 600 pounds, and raises 
the level of unloaded vehicles only about 
1¥% inches. 


PULSATOR RETAINER—Kem fuel pumps 
are said to feature an exclusive protective 
device for the pulsator diaphragm to pre- 
vent leakage. In addition to preventing 
leakage, the Kem pulsator retainer No. 
512P is said to enable the mechanic to 
tighten the pulsator diaphragm without 
damage to the fuel pump, and without 
removing pump from the car. Kem Mfg. 
Co., Inc., Fair Lawn, N. J. 


SPRAY PAINTING SYSTEM—An airless 
spray painting system has been announced 
by Binks Mfg. Co., 3114 Carroll Ave., Chi- 
cago, Ili. Binks’ airless system is said to be 
suited for painting where overspray must 
be held to a Maint e, con- 
struction, in-plant painting and practically 
any open-air painting can be easily han- 
died with the system. 
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FRAME LIFT—A swivel-arm, single-post 
frame lift, designed to handle any Ameri- 
can or foreign car or small pickup truck, 
has been announced by Weaver Mfg. Co., 
Springfield, Ill. Any car, regardless of 
frame construction, can be raised with the 
lift at the chassis pick-up points recom- 
mended by the vehicle manufacturer, it is 
said. Three models are offered. 


AIR SAW — Buckeye Tools Corp., 5003 
Springboro Pike, Dayton 1, O., has an- 
nounced the addition of a %-inch arbor 
pneumatic saw to its line of portable air- 
powered tools. Two dels are availabl 
No, 74Z-147A for operation at 4,800 r.p.m. 
to cut wood, plastic, and non-ferrous 
metals; and No. 74Z-145A for operation at 
6,000 r.p.m. with abrasive cut-off type 
wheels to cut masonry and certain ferrous 
materials. Maximum depth of cut on both 
models is 1% inch, weight is 161 pounds, 
blade diameter is 64% inches, weight is 
6% inches, and angle of cut is controlled 
by a tilt table from O degree to 45 de- 
grees. 


“Tilt-A-Mir- 
ror, a device designed to let the auto- 
mobile buyer view the underside of a car 
without stoop, squat or squint has been 
placed on the market by Tilt-A-Mirror Co., 


UNDERSIDE VIEWER—The 


4627 Thirty-first Pl., Tulsa, Okla. 
Mounted on four roll-around casters, the 
mirror is pushed up to the car and tilted 
at various angles to give an image of the 
mechanical underpinnings. The 12x42-inch 
mirror is large enough to give a wide 
view of the chassis and is firmly bound 
with alumi to eliminate breakage, it: 
is said. 
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Let it snow . . . or sleet . . . Let winter winds blow . . . The finish of your car is safe 
when you've weatherproofed it with a Blue Coral treatment. Unlike ordinary, 
temporary waxes or polishes just one Blue Coral treatment will last throughout the 


entire winter season. A Blue Coral treatment not only dissolves accumulated 
grease and traffic grime, but burnishes the finish to a hard mirror-like 
surface, then seals it against future weather marks and erosion. 

For today’s sales, tomorrow's reputation, and future goodwill, your 
customers should know these exclusive Blue Coral features. Follow the 
example of wide-awake automobile dealers all over America and 
recommend Blue Coral, a product unequalled for over a quarter 

of a century. 


D. T. COMPANY FACTORS INC. e CREATORS OF THE BLUE CORAL TREATMENT 
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Highways and Safety . . . 


‘Off-the-Job’ Training 
By Industry Urged 


The next major step in traffic 
safety will occur when top manage- 
ment extends its fine on-the-job 
safety record to the far more ser- 
ious off-the-job problem, according 
to Norman Damon, vice-president, 
Automotive Safety Foundation. 

Damon addressed the transit 
section of the 47th annual Na- 
tional Safety Congress in Chi- 
cago. He asserted that in the bet- 
ter plants, the ratio of on-the-job 
accidents is one to 30 or 40 off- 
the-job mishaps, 

He suggested two courses of ac- 
tion. First of all, he said, firms 


many motorists tend to overdrive 
their headlights, he said. 

Special training in high-speed 
driving and night driving is not 
required for obtaining a driver’s 
license, but Damon asserted that 
it might be well to consider such 
a requirement as the interstate 
highway system is extended. 


Newsmen to Quiz 


Senators on Roads 
Congressional leaders in the 


Democrat; Patrick V. McNamara, 
Michigan Democrat; Francis Case, 
South Dakota Republican, and Jen- 
nings Randolph, West Virginia 
Democrat, 

Members of the House of Repre- 
sentatives who have been invited 
include George H. Fallon, Maryland 
Democrat, and Gordon H, Scherer, 
Ohio Republican. 

* * 


Insurance Institute for Safety 


Adds Bennett to Staff 

Russell I. Brown, president of the 
Insurance Institute for Highway 
Safety, has announced the appoint- 
ment of Richard O. Bennett as 
secretary-treasurer. 

Bennett comes to the institute 
from Chicago where he was em- 
ployed by the National Assn. of 
Automotive Mutual Insurance Com- 
panies, one of the three associa- 
tions which formed the Insurance 
Institute. 


ference and are held every two 
years. They are attended by high- 
way transportation officials, farm 
and business leaders, public of- 
ficials, and other representatives of 
NHUC’s 1,900 affiliated groups 
throughout the country. 


Judge Urges Ban on Cars 
That Can Top 60 M.P.H. 


Superior Court Judge W. A. 
Foster jr. told a Douglas (Ga.) 
County grand jury the Legisla- 
ture should be asked to enact a 
law banning autos capable of 


partly to blame for the nation’s 
high annual traffic toll, he said 
“speeding is clothed with the 
cloak of respectability. Manufac- 
turers advertise more and more 
horsepower and speed, and we 
accept it.” 


Marked Sites 


ists as the “whirring of a diamond. 
back rattler, the arm-wrenching 
pain of a cardiac attack,” a leading 
industrialist told the National Safe. 
ty Congress, 

E. J. Thomas, chairman of the 
board, Goodyear Tire & Rubber 
Co., said such 
markers, uniform 
in all states, 
might rock the 
“too-m an y-cock- 
tails” driver, the 
“marathon-t a 1k” 
motorist and the 
“one-armed” ro- 
mantic back to 
greater highway 
caution. 

He sug gest- 
ed that industry + Thomas 
and governing bodies join together 
under the leadership of dedicated 
and professional safety experts in 
an allout campaign to reduce the 
accident toll. 


with safety engineers could organ-/| highway field will answer questions 
ize an off-the-job safety program| propounded by a panel of trade| Transportation Congress In Trafiic Deaths Highway safety can be pumaggpratis si. 
among employes. press editors and publishers at the Scheduled M 10-12 ed by laws that guarantee “sure, 
Secondly, he declared, all employ-| 58th annual convention of the/© ay i Ur e d f or S at t swift and severe” penalties for un- | ;, 
ers must participate personally and| American Road Builders Assn.| The Eighth Highway Transporta- g e af safe drivers, Thomas said, citing | yy; 
financially in state and local safety| which is scheduled for Jan, 18-21| tion Congress will be held in Wash-| ‘The sites of traffic fatalities| Connecticut’s stern attitude and wi 
councils in order to improve the| in Cincinnati. ington May 10-12. should be commemorated with| Pennsylvania’s compulsory vehicle | me 
safety climate of their communi-| Senators invited to participate| The congresses are sponsored by| markers that would be as recogniz-| inspection program as effective ac- | $n 
the National Highway Users Con-| able as a danger symbol to motor-| tions in this direction. ag 


ties. 

Damon contended that a driver's 
attitude is extremely important in 
traffic safety. 

“What is the difference,” he 
asked, “between the driver who 
loses patience and has an accident, 
and the driver who, in the same 
circumstances, controls his temper 
and gets home safely? 

“Apparently it is the difference 
in the attitude of the two drivers 
before they were tempted by the 

situation—t he er- 
ence in their attitude not only 
toward other drivers, but toward 
life in general.” 

More extensive driver informa- 
tion and education, he said, are 
necessary to “counterbalance the 
dangerous attitudes generated by 
the ordinary trials and vicissitudes 
of life.” 

Damon feels that two phases of 
driver education should be given 
special attention. They are train- 
ing for high-speed driving and for 
driving at night. 

Accident records show that 


New Warnings 


Issued in Conn. 


HARTFORD, Conn.—Connecticut 
State Police are now issuing a new 
type of warning notice in regard 
to defective equipment, 

The new warning forms notify 
the driver that under Public Act 
653 repairs must be completed, the 
vehicle officially and completely in- 
spected at an authorized state in- 
spection station, and the operator's 
copy of the warning returned to 
the state motor vehicles commis- 
sioner not later than 10 days from 
the date on which the warning was 
issued. 

If the driver’s copy of the warn- 
ing is not received by the State 
Motor Vehicles Department within 


15 days of issuance, the commis- 
sioner will notify the owner that 
surrendered to the state. 
ADVERTISEMENT 
INVOICE PRICES ONLY 4 
CAR FAX, since 1955, has been providing 
growing number of dealers, banks, fi- 
nance companies and similar firms in- 
car price facts. CAR FAX FOR 1960, just 
the press, is ‘even more complete and 


the plates and registration must be 
ALL 1960 FACTORY 
comprehensive new-car price service to a 
terested in accurate complete new- 


@ Factory invoice costs and retail prices 
on ALL U. S. makes and most im- 


Betalied 
prices, wholesale and retail, 


wipment and accessory 


© Complete listing, standard and op- 
tional equipment. 
© Freight costs to principal cities. 
© Complete new-car specifications chart. 
® EOH breakdown, Model and Code 
number listing. 
Send $4 for yearly subscription which in- 
cludes suppleme Two years $7; three 


years $10, Order Now, Money Back Guar- 


are Dennis Chavez, New Mexico 


ine the 


Red! Yellow! Green! Stripes! Checks! 
ring to 


cavalcade of traffic Childers Carports in color will 
your lot—regardless of the weather! 

It’s easy for you to add the color you want after your 
carports are e . The roof trim for Childers Carports is 
manufactured from factory Bonderized steel. This means you 
can finish the roof trim in the exact color and pattern you 
want without special preparation of the steel. 


Choice of Roof Trim 
And remember, Childers Carports are now available in 


antee. 
CAR FAX, 550 Sth Ave., N. Y. 36 


AT THIS ate Childers Carports—the most startling 


new idea in history of outdoor car display—are springing 
up on carlots all over America. 

Hundreds of dealers—dealers you know—are letting the 
magic of Childers Carports turn their ordinary lots into attrac- 
tive, profitable 365-day outdoor showrooms! These dealers no 
longer worry about being out of business in bad weather. 

And now, a new dimension has been added to the protec- 
tive magic of Childers Carports. 

Yes, now you can add color to your Childers Carport 
roof trim! 


MOTOR ay 
MASTER 


DEFIANCE OHIO le 


ig | speeds exceeding 60 m.p.h. 
é Asserting that auto makers are | 
| 
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At Monroe Auto Sales Meeting— 


A race car, its veteran mechanic and a race driver, were introduced to more than 
150 salesmen of Monroe Auto Equipment Co. at the annual sales meeting in Monroe, 
Mich. Monroe, whose shock absorbers have been used on the last eight Indianapolis 
winners, brought in the Federal Engineering Special race car; Russ Snowberger, 
mechanic, and Eddie Sachs, race driver, for the convention. Here Sachs, left, and 
Snowberger discuss fine points of the race car with Steve Linsenmeyer, service man- 
ager, and C. S. Mcintyre, right, Monroe executive sales vice-president. 


Lawsuits Affecting Dealers “8.4 


Court Decisions 


By Leo T. Parker 
Attorney at Law 
IS well established law that 
a lawfully authorized state offi- 
cial. can for any good reason cancel 
or suspend the license of an auto- 
mobile dealer. In 
other words, the 
higher courts 
hold that a prop- 
erly authorized 
official of a state, 
county or city 
may follow the 
law and revoke 
or suspend an au- 
tomobile dealer’s 
license or = 
For illustration, 
in Salway v. Sec- 
retary of State, 32 N.W. (2d) 505, 
a state law was litigated which 
provides: “The secretary of state 
shall be authorized .. . for 
cause shown, to revoke the license 
of any motor vehicle dealer .. .” 


For many years past an automo- 


bile dealer, named Salway, has 
carried on the business of buying 
and selling used motor vehicles. He 
held a license to do business as a 
used-car dealer. His license was 
suspended by the secretary of state 
on the evidence that he had pur- 
chased and sold new automobiles in 
his business. Salway appealed to 
the higher court, which approved 
suspension of Salway’s license, say- 


ing: 
“Various provisions of the state 


40 W. Va. Dealers Snub 


State on Bids for Cars 


CHARLESTON, W. Va. — Not 
one of about 40 dealers accepted 
an invitation by the State Pur- 
chasing Department to submit 
bids on two passenger cars for 
the State Road Commission. 

“The automobile business must 
be pretty good these days in 
West Virginia,” commented one 
State official. 


luxurious Continental (as shown above) or sleek Thinline trim 
ery So now you can choose the style of roof that you prefer. 


Childers Mfg. Co., Dept. AN-7, 3620 W. 11th Street, Houston 8, Texas 


finish the roof trim in the color that makes your lot 


For full details on Childers Carports plus a list of hun- 
dreds of dealers in 37 states who have in ed them (you can 
call any two dealers on the list at Childers’ expense oe 
with pictures of actual dealer installations, fill out and i 
coupon at right. Up to 36 months to pay! 


CHILDERS PAYS FREIGHT TO ANY DEALER IN CONTINENTAL U. S. 


Yes, | want full details on Childers Carports. 
Firm. 


Name & 
Title. 


Add 


City 


Make of Car 


act indicate a legislative intent to 
differentiate between dealers selling 
new automobiles and those engaged 
solely in business as used car 
dealers.” 

* 


Prior Liens Upheld 


A FEW weeks ago a higher court 
held that a bank or finance 
company which holds a lawfully 
recorded floor-plan mortgage on a 
dealer’s automobiles has rights 
superior to a finance company 
which later buys from the dealer 
a conditional contract signed by 
the purchaser of one of the mort- 
gaged automobiles. 

For example, in Selected In- 
vestments Corp. v. Security Bank 
& Trust Co., 330 Pac. (2d) 183, 
the testimony disclosed these 
facts: An automobile dealer 
named Bomar gave a bank a 
floor plan mortgage upon Pon- 
tiac and Ford automobiles, This 
mortgage was filed by the bank 
Sept. 16. Oct. 6 Bomar sold the 
Ford and on Oct, 7th, he sold the 
Pontiac. 

Bomar assigned the conditional 
Sales contracts covering these cars 
to the Selected Investments Corp., 
to whom he was indebted. The cor- 
poration applied the amount that it 
agreed to pay for the conditional 
sales contracts, covering the two 
cars, upon the indebtedness due 
from Bomar, The titles to these 
cars were retained in the seller, 
Bomar, until the purchase price 
was paid by the buyers. 

The notes covering both cars and 
payable to the bank were for the 
the total sum of $1,710. The floor- 
plan mortgage given to the bank 
simply allowed the mortgagor, 
Bomar, to place the cars in his 
stock and offer them for sale to the 
public in the ordinary course of 
trade. 


* * * 


Both Buyers Default 


Bo buyers of the automobiles 
defaulted in making the agreed 
payments and the Selected Invest- 
ment Corp. repossessed both auto- 
mobiles. 

In the ensuing litigation, the 
higher court held that the Se- 
lected Investments Corp. stood in 
the shoes of Bomar, in respect to 
rights and liabilities. In other 
words, the bank was entitled to 
possession of the automobiles be- 
cause it held prior liens on the 
automobiles under a floor-plan 
mortgage. This court said: 

“The Selected Investments Corp, 
was aware of it and Bomar was 
required by law to account to the 
bank for all money he received on 
the cars covered by the floor-plan 
mortgage.” 


New Sales Aids Displayed 
At Selling Tool Fair 


DETROIT. — New developments 
in merchandising and training tools 
to help Detroit-area salesmen were 
displayed at the fourth annual 
“Selling Tool Fair’ sponsored by 
the Detroit Sales Executives Club, 

In connection with the fair, the 
club’s advisory committee met with 
the board of directors for an ex- 
ecutive session and viewing of dis- 
plays. The annual top management 
dinner rounded out the fair pro- 
gram. 


VOLKSWAGENS 
IMMEDIATE DELIVERY! 


1960s — 1959s 


Atlantic Import and Ex 
Company G. m. b. H. 


You can import 10 to 500 VOLKSWAGENS — 
per month to any port in the United States! 
SAVE SUBSTANTIAL MONEY. . . on all 
German cars including Mercedes-Benz, 
Karmann-Ghia (all years), MAKE MORE 
PROFITS ON VOLKSWAGENS after you 
pay the necessary delivery charges, cus- 
toms, Federal Excise Tax. Guaranteed de- 
livery direct from Germany. Write, wire, 
cable or telephone immediately: 
Atlantic Import and Export 
Company G.m.b.H. 
“Volkswagens Our Speciality" 
HAMBURG, 20, MOLTKESTR. 49, 
HAMBURG, GERMANY 
Telephone 48-07-97 


SAVE MONEY ON 1960 AND 
1959 VOLKSWAGENS 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE ¢ NO. 160 OF A SERIES 


Keeping watch 
warp and woot 


Although our headline suggests the call of the 

wild, it really refers to the crosswise and 

) lengthwise threads woven into fabrics. Keep- 

ing watch on warp and woof is the big reason 

Ford Motor Company has become known as 
the “standard of the industry” among textile people. 


AN WW 


In Ford Motor Company’s new Textile Laboratory—the most 
modern and completely equipped in the industry—textile and 
chemical engineers are constantly analyzing and testing to make 
certain that only the finest quality interior trim materials go 
into our products. Beyond these strict quality control measures, 
they also initiate research programs, develop and engineer new 
material processes and methods of fabrication. 


To meet Ford Motor Company’s critical standards, fabrics and 
plastics must measure up to the challenge of an advanced 
“obstacle course” for textiles, enduring hardships that range 
from laboratory soil resistance and cleanability experiments 
to sun and weathering tests carried on in blistering desert heat. 
An important phase of activity also includes competitive testing 
to make certain that Ford Motor Company is never excelled in 
this important area of owner satisfaction. 


The Textile Laboratory, in the heart of Ford Motor Company’s 
Engineering and Research Center, is one more example of our 
continually expanding efforts to give you and your customers 
the finest quality-built automobiles on the American Road. 


Another reason why it’s great to be a dealer in the Ford Family 
of Fine Cars. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 
FORD FALCON * THUNDERBIRD EDSEL MERCURY * 
LINCOLN * LINCOLN CONTINENTAL * ENGLISH FORD LINE + 
TAUNUS * FORD TRUCKS « INDUSTRIAL ENGINES » 

FARM AND INDUSTRIAL TRACTORS AND IMPLEMENTS * 
AERONUTRONIC—PRODUCTS FOR THE SPACE AGE 


MOTOR COMPANY 


THE AMERICAN ROAD 
DEARBORN, MICHIGAN 
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@ MICROSCOPES are one of 
many vital tools used in Ford 
Motor Company’s Textile Labora- 
tory. Here, a Renard Engineer 
prepares slides for use in analyzing 
surface defects and characteristics 
of construction in textiles and 
plastics. 


© FADEOMETER records effect 
on fabrics of prolonged expo- 
sure to direct sunlight. Both wet 
and dry samples are subjected to 
artificial sunlight (carbon are ultra- 
violet rays) for as long as 240 hours. 


© SOILING TEST is performed 
with special soil-impregnated 
fabric developed and used exclu- 
sively by Ford Motor Company. 
Textiles placed in wear-testing 
machine are rubbed against this 
fabric containing the ingredients 
of common field soil. A collateral 
machine measures the degree of 


soiling. 


@ GIANT OVEN “bakes” entire 
door panel and seat cushion 
assemblies at temperatures reach- 
ing 200° F. This operation proves 
the ability of textiles to withstand 
extreme heat conditions encoun- 
tered in paint repair ovens. 


@ INSTRON STRENGTH 

TESTER measures the tensile 

strength of fabrics and _ plastics. 

Tests range from 1/10-gram 

strength study of individual fibres 

—, stretch test of safety 
ts. 


@ “w” FLEX TESTER simu- 
lates the “ups and downs” in 
the life of an average seat cushion; 
determines the resistance of fab- 
rics and plastics to the wear and 
tear of constant flexing. A 50,000- 
cycle test approximates months of 
owner use. 


i 


AUTOMOTIVE NEWS, NOVEMBER 9, 1959 


ih The Man Behind the Wheel .. . 


By L, H, Houck 
Travelling Correspondent 
HE six-cylinder, L-head, 105- 
horsepower engine which pow- 
ers the FC-170 four-wheel drive, 
forward-control Jeep is a fine 
power plant which rides in the cab 
with the driver. This in itself is an 


"Pilot's’ Seat— 


This is the driver's seat in the FC-170 
four-wheel-drive Jeep. One drawback is 
that the main shift lever moves too close 
to the heater when the stick is shoved 
into reverse. The hand brake is under the 
instrument panel. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are you? 


interesting experience. 


Willys placed this truck at my 


disposal through Merle Kelly Jeep 
& Equipment, Inc., Kansas City. 


I had studied the catalog sheets 
on this vehicle before I left home, 
and I experienced almost none 
of the things I expected to hap- 


pen. 
I expected that a big engine in 


the middle of the cab would be 
hot and noisy. But the cover of this 
engine is so well insulated, and the 
construction is so sensible that the 
air stream carries out the heat and 
the noise at the same time. 


The ride, with the seat located 


over the left front wheel, was sur- 
prisingly good, a tribute to the good 
construction of the seat, the spring- 
ing and the shock-absorber sys- 
tem, 

The turn signals had me buffalo- 
ed for a little while. They are non- 
cancelling. I like that feature on a 
truck because heavy truck use 
might be a little tough on the or- 
dinarily die-cast flimsy rachet used 
inside most automatic cancelling 
types. 


Indicator Light Concealed 
_o indicator light, a green slot 

on the switch itself, is concealed 
cleverly under one of the spokes of 
the somewhat large steering wheel 
(17% inches in diameter). I was 
giving false signals half the way 
home, 

However, I soon discovered that 
this entire gadget is clamped 
around the steering column and 


Sales Testing the Jeep FC-170 


suit your own visi 

in a few 
driver, I also soon learned that 
by letting your left little finger 
drag, you can cancel out the sig- 
nal as you complete the indicated 
turn. 


These four-wheel drive outfits are 
a breed all their own, and at times 
can exhibit the cussedness of a 
Missouri mule, especially when new 
and stiff. If you drive it a little on 
pavement in four-wheel high or 
low, the insides get all tensed up 
and you can’t shift out of four- 
wheel drive. The engineers tell me 
this is normal and due to the na- 
tural unevenness of the pavement. 
Engineers call this “buildup of tor- 
sional stress.” 

When this happens you drive in 
reverse for a short distance and try 
to get the short shift lever to move 
forward. On a new four-wheel drive 


Full Coverage for Automotive Advertising 


51,829° Car 


Owners 


Read the Same 


Total prospects 


Tires, Batte 


= Anti-freeze, Servicing 
= Parts, Accessories 
8 Insurance, Financing 


= Second Car 


Today, 51,000 well-paid workers purchase a 


lot of personal transportation in the Muskegon 


area. These same thousands are ardent readers 


of The Muskegon Chronicle and most of their 


ries 


purchases start from advertising in its columns. 


With a total circulation of 44,000 daily and a 


99% coverage in the Muskegon area, it is no 
wonder The Muskegon Chronicle is the first 


choice of local advertisers. For best assurance 


of impressive sales in the Muskegon area, 


national advertisers will follow their example— 


* Total passenger vehicle license plates 


Shurtliff, 


issued in Muskegon County in 1958 


THE MUSKEGON CHRONICLE 


— Ford Bldg., Detroit 26, WOodward 1-0972. 


by advertising in The Muskegon Chronicle. 


unit, you need to show the four- 
wheel shift lever that you’re the 
boss a few times. After that it will 
shift like a gentlemen and that’s 
what happened to this one. 

* 


Truck Loaded with Rocks 

N EMPTY truck doesn’t make 

much of a test, so I took this 
one to a rock api and had it 
loaded to full GVW of 7,000 pounds, 
according to the scales—that’s 1% 
ton payload. We laid on enough to 
put springs down on rubber snub- 
bers. That takes 2% tons. When the 
load went on, the big mud-grip 
tires went down. Kelly had pur- 
posely left them with low air for 
the empty ride. Fortunately, air 
was available there and so we put 
in the proper pressures. 

Other trucks loading rock were 
not fortunate to have four-wheel 
drive, and it was a revelation to 
operate this loaded truck in 
places around the quarry that the 
other trucks couldn’t negotiate. 
Unfortunately for photographs, 
this quarry was part of the 
State prison system and cameras 

Bringing this load out of the 
quarry and onto the highway and 
the 10 miles home brought out 
other advantages of this drive. 

To shift from high or other posi- 
tion to four-wheel drive low, I 
bring the vehicle to a stop although 
they say it can be done at four to 
five miles per hour. But being in 
four-wheel drive low, loaded and 
ready to go igs another pleasing 
story of a mechanical marvel. 

I rolled up on the scales in four- 
wheel low, made the turn onto the 
rough quarry road, hit a cross road 
with oil surface, made a right turn 
at the bottom of a hill. You have 
your low, intermediate and high 
on your regular stick when you're 
in four-wheel low, 

By the time I got on the oil I was 
in high on the regular stick, four- 
wheel low on the transfer case. I 
gave the engine some gas and she 
roared cheerfully. Then I pulled the 
transfer lever straight back 
through neutral to the first notch 
which is four-wheel high. Pushing 
in the clutch and letting it out you 
get a surge of speed. Up the hill we 
go in four-wheel] high. 

At the top of the hill, a left turn 
and down hill. So I bring the trans- 
fer lever all the way back without 
touching the mair stick and we're 

(Continued on Page 27, Col, 1) 


Truck Tested: 
JEEP FC-170 


Model: Jeep forward con- 
trol, 1%-ton four-wheel drive. 
Pickup box measures 110 inches 
by 48% inches by 15% inches, 
making 45 cubic feet of cargo 


torque “Super 
Hurricane” six-cylinder L-head. 
Bore, 35/16 inches; stroke, 


at 3,600 r.p.m. Torque 190 foot 
pounds at 1,400 r.p.m, Compres- 
sion ratio, 6.86 to 1, uses regular 


gas. 

Axles: Type, hypoid, Hotchkiss 
drive, front full floating; rear, 
semi-floating, front capacity 
3,000 pounds, rear capacity, 4,500 
pounds. 

Springs: Semi-elliptical in 
front, 46 inches long, 2% inches 
wide; 6 leaves, rate 260 pounds 
per inch, normal load capacity, 
1,250 pounds. Rear springs, semi- 
elliptical, leaf type with six 
leaves, 52 inches long, 2% inches 
wide; normal loading rate 285 
pounds per inch, normal load 


torsional damping, with 100% 
square inch useable area. 
Dimensions: Overall length, 
181% inches; tread, 63% inches; 
wheelbase, 10344; overall width, 
76% inches; overall height, 79% 
inches, Fuel tank, 22 gallons; 
curb weight, 3,490 pounds, trans- 
fer case two-speed; transmission 
three-speed synchromesh, 
ae five disc type, five studs, 
Tires: 700 x 16, six-ply, Hi- 
Miler Goodyear Mud Grips. 


— 

| 

space, payload, factory recom- 

7 = 1960 Models ee mendation, 3,510 pounds GVW 

7,000 pounds. 

4% inches, Displacement 226.2 

capacity, 1,450 pounds. 

Clutch: Single, dry-plate with 

| NATIONAL REPRESENTATIVES: A. H. Kuch OE. 42nd pet, Ne “ms 

ae . A Booth Michigan Newspaper 
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The Man Behind the Wheel .. . 


Sales Testing the Jeep FC-170 


(Continued from Page 26) 


bowling along in two-wheel drive. 
All without any chatter or fuss 
from underneath. 

lt Has Some Limits 

HERE is almost no limit to 

what such a transmission will 
pull—up to 65 percent grade with 
payload—but there are also some 
common-sense requirements and 
one of the most important is not 
to travel diagonally across a hill. 
You can readily see that if you 
were deliberately trying to make 
the vehicle do a roll, this would 
be the way. I dropped this load in 
a ditch alongside to. simulate run- 
ning off the road, shifted down to 
four-wheel low and walked out 
without a slip. 

It’s pretty hard to describe the 
most pleasant sensation of hav- 
ing all this. power and control 
and still be riding out on the 
front bumper, with visibility 
within a few feet of the front 
wheels. 

The FC-170 is a key-start job. 
The engine has a choke button 
which is needed for a cold engine, 
but after warmup the choke is not 
needed. 

Everywhere we went and every- 
* 


Inside Engine— 


The L-head six-cylinder engine that 
powers the FC-170 four-wheel-drive Jeep 
is inside the cab, This well-insulated cover 
is held down by rubber handles. Shown 
are the air cleaner and surge tank, 

* 
time we stopped people wanted to 
know where the engine was and 
wanted to see it, The engine’s in- 
sulated cover inside the cab is held 
down by two rubber T handles (no 
rattles). Raising the cover shows 
part of the engine, the radiator’s 
surge tank and the radiator filler. 


The radiator is down in front 
and the fan is attached directly to 
the crankshaft pulley and turns 
at the same speed as the crank- 
shaft. The belt drives the big water 
pump and the generator. This en- 
gine, with a unique cam design, 
produces highest torque output per 
lowest engine revolution, has ex- 
haust-valve rotators and chrome 
piston rings. A 


* 


Owner’s Manual Tops 

HE owner’s manual is one of the 

best I’ve seen in years. It is 
packed with vital information and 
it recognizes the fact that the 
owner of a truck like this is not a 
dummy, but a man who has hands 
that fit a wrench and a head to 
direct its use. 

For instance, the forward-con- 
trol idea is a pretty complicated 
idea to mechanize, since you’re 
way up in front and the trans- 
mission is behind the engine and 
clutch, 

This is accomplished by having 
two rods from the gearshift lever 
running back to the transmission. 
It is apparent that these rods, if 
out of adjustment, can give the 
driver a fit, but the adjustment is 
simple and quick and complete in- 
structions are given in the manual, 

This manual not only is a good 
textbook for four-wheel driving but 
it gives some pointers used by ex- 
perienced drivers. 

The manual also explains the 
steps of an engine tuneup, even to 


the method for removing the front 


wheel, wheel-housing access panel 
and valve-cover plate from the side 
of the engine, to set the valve clear- 
ance, with cold clearances given. 
Bear in mind this is an L-head, not 
overhead. 

Engine Easy to Service 

N FACT, the L-head is better 

suited for this job than an over- 

head valve job because it would be 
difficult to work on the head in the 
forward-control job with the en- 
gine in the front seat. A modern 
L-head engine is a model of effici- 
ency, running quiet and being easy 
to service, and it is a tribute to the 
millions of miles L-heads have per- 
formed all over the world. 

The manual gives step-by-step 
instructions for setting distribu- 
tor points, ignition timing, ad- 
justment and cleaning of carbu- 
retor, fuel system and many 
other things. 

It advises the owner not to un- 


dertake generator repairs unless he 


has the proper equipment and 4 


training. However, it does tell how 


some generator adjustments can be| > 


made by him, such as checking for 
loose terminals if the . generator 
dash warning stays on, and clean- 
ing the commutator with No, OO 


sandpaper, with the warning not to 


use emery or carborundum cloth. 

In the back of the book, there’s 
an emergency chart, with prob- 
able answers for such troubles as 
engine will not start, misses at low 
speed, carburetor popping, over- 
heating and loss of power, and a 
dozen other possibilities. 

* * 
bby FC-170 has all the qualities 
of the original Jeep, with the 
added ability to carry 1% tons or 
more of payload. 

One of the distinctive features 
in selling this vehicle, which is 
made for difficult terrain as well 
as highways, is that the sales- 


Keys to a Smooth Truck Ride— 


Merle Kelly, left, owner of Merle Kelly Jeep Equipment Co., Kansas Ctiy, hands 
the keys to the FC-170 four-wheel drive Jeep to L. H. Houck, Automotive News 


travelling correspondent. 

man can tailor an outfit to suit 
the needs of the buyer. The ve- 
hicle is available with heavy-duty 
rear-end and dual wheels to han- 
dle up to 9,000 pounds GVW. 
This model, with proper equip- 


* * * 


ment, has been used for tow trucks, 
built-on camp trailers, stock haul- 
ing (stake bodies are available), 
meat trucks where the loads are 
heavy and many other tough haul- 
ing jobs. 


the world 


in 


McQUAY. makes the finest bearings 


numbers—complete cover- 
age of all needs. Highest 


More than 6300 different 
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Accelerated expansion and diversification programs are 
giving Autolite new opportunities to serve industry with an 
increasing number of high quality products. 


In addition to the continued development of advanced 
automotive equipment, Autolite is creating new products, 
techniques, and services for industrial and military use. 
Notable developments are now being made in nuclear 
ceramics, miniaturized hydraulics, and in electronics. New 
products are also appearing in the fields of pneumatics, 
acoustics, instrumentation, plastics, and aircraft and 
missile components. 


When you talk with the man from Autolite you can be 
assured that you are in touch with extensive technical, 
research, and manufacturing facilities. They are ready to 
serve you and your company. 


GENERAL PRODUCTS —Wire and Cable + Gauges 
and Instrumentation « Plastics « Metalizing * Optics « 
Mechanical, Electrical, Hydraulic, Pneumatic and Acous- 
tical Devices and Mechanisms « Light-metal Fabrications 
and Finishing « Gray lron Castings 


ELECTRICAL PRODUCTS—AC and DC Motors « Coils « 
Condensers « Distributors « Generators « Starters « Volt- 
age Regulators « Relays + Solenoids 


“- METALWORKING — Heavy-metal Drawing, Stamping, 
Fabrication, Polishing « Functional and Ornamental 
Zinc and Aluminum Die Casting, Machining, Painting, 
Sub-assemblies « Heavy Nickel and Chromium Plating 


SPARK PLUGS AND CERAMICS—Spark Plugs for Air- 
craft, Automotive, Marine, Farm, Transport « Ceramic 
Products for Electrical, Mechanical, Thermal, and Nuclear 
Applications 


INDUSTRIAL BATTERIES (C&D Batteries)— Batteries 
for Electric Fork Lift and Platform Trucks, Telephone 
Exchanges, Electrical Power Plants, Railroad Passenger 
Cars and Locomotives, Mine Locomotives ° 


BATTERIES—For Aircraft (Rebat), Automotive, Marine, 
Farm, Bus, Truck, Diesel 


AUTOLIT 


For further information on research, development, products, or production facilities 
of Autolite’s 26 plants in 21 communities in the United States and nem 
write to The Electric Autolite Company, Toledo 1, Ohio. 


Autolite brings you NBC “NEWS ON THE HOUR”, Monday through Friday, 7 a.m. to 11 p.m. 
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What's New... 


In Parts and Accessory Distribution 


Nov. 20 Draw Set 
For Pacific Show 


DENVER.—The first and second 
drawings for display space in the 
1960 Pacific Automotive Show are 
scheduled for 1 p.m. Nov. 20 at the 
Denver City Auditorium, The show 
is scheduled for March 10-13, with 
a booster kickoff banquet March 
9 at the new Denver Hilton Hotel. 

Calvin R. Bodemann has been 
selected to act as field representa- 
tive in the Denver area for the 
show. 


Film Is Used to Promote 


Blue Streak Ignition Parts 
LONG ISLAND CITY, N, Y. — 
“How to make more money from 
ignition servicing” is the theme of 
a new Standard Motor Products 
dealer-education program, Blue 
Streak ignition parts distributors 


are inviting service dealers and 
mechanics to attend a clinic which 
is highlighted by a film, “Sherlock 
McKanick’s Crime Lab.” 

“Sherlock McKanick,” is the ig- 
nition “detective’ whose comic- 
strip adventures appear in Blue 
Streak’s ads. He is portrayed in 
the film by Frank Gallup. 

* 


Rep for Hall-Toledo 


SAN FRANCISCO.—Leigh-Patte- 
son, Inc., has been appointed to 
represent Hall-Toledo, Inc., in Cali- 
fornia, Arizona and Nevada. 

* 


Liberalized Sales Policy 


Adopted by Refill Filters 
NEWARK, N. J.—Refil] Filter 
Co. has announced a new sales pol- 
icy for wholesalers and jobbers. 
Under its terms, Refilco ware- 
house distributors do not have to 
report sales and Refill Filter guar- 
antees 100 percent obsolescence of 


its products. The latter feature, in 
effect, permits warehouse distribu- 
tors to carry a Refilco inventory on 
practically a consignment basis, the 
firm said. 
* 
Auto Lamp Chart 
CLEVELAND. — Availability of 
its 1960 Auto Lamp Chart has been 
announced by General Electric’s 
miniature lamp department. 
* 


Pangborn Expands to Canada 

TORONTO. —Pangborn Canada, 
Ltd., has been incorporated to mar- 
ket blast-cleaning and dust-control 
equipment and metal abrasives 
produced by Pangborn Corp., Hag- 
erstown, Md. 

* * * 


Becker Distributor Named 


PHILADELPHIA.—Louis von 
Witte, president of Witte Import 
Distributors, importer of the Beck- 


er line of auto radios, has appointed 
Telefix Nassau, Inc., Levittown, 
N. Y., distributor for Manhattan, 
Brooklyn and Long Island. 

* 


Carter Appoints Schreiner 


To Head Distributor Sales 


NEW YORK. — Appointment of 
Frank Schreiner as general man- 
ager for distribu- 
tor sales of Car- 
ter Carburetor, a 
division of ACF 
Industries, Inc., 
has been an- 
nounced by Gene 
P. Robers, re- 
placement sales 
vice-president. 

Schreiner will 
be responsible for 

coordinating the 

Frank Schreiner efforts of Carter’s 

replacement sales department and 

distributor organization in the sale 

of carburetors, fuel pumps, filters 

and other fuel system components. 
* 


Parts Rebuilder to Move 

McKINNEY, Tex.—American 
United Products, Inc., which re- 
models and rebuilds auto parts, will 
move from Dallas to McKinney. 
The company has purchased a 4%- 


This patrolman, like lots of other 
people, demands performance from 
anything on wheels. And when he 
buys a new car, he considers it a major 
crime if he doesn’t get the best service 


you can give him. 


The Pennzoil Program is made to order 
for people like him. Means extra profit 


for you. 


It provides 100% Pennsylvania- 
base motor oils and quality lubricants 
that your new-car buyers want to 
keep using. So when you sell them 
on Pennzoil, you sew up their profit- 
able service business—right at the 
time you make the sale! And each 
new customer is worth upward of 
$200 per year to you . 
parts and customer labor! 

And Pennzoil’s exclusive Kontax 


“Pll lock the door and throw away the key!’’ the cop thundered. 


Don’t Make This Cop Accuse Your Service 


by Stony Jackson 


coast . . . supports your good service. 
Actually makes customers want to 
come back for all the services they 
need when they’re needed! 

In a nutshell: you'll build greater 


System® . . . 4 to 1 favorite over all _ service traffic to absorb overhead . . . get 
others with car dealers from coast to more repair orders and all needed 
items per R. O.... and have extra 


profit for making better trades and 
more money on car sales! 

Your Pennzoil distributor can show 
you proof. Call him today. 


This is all you need to know about engine care. 


. . just in 


MEMBER PENN. GRADE CRUDE OfL ASSN. 
“PERMIT NO. 2, OIL CITY, PA. 


acre tract on Highway 95 and will 
build a 1,400-square-foot plant. 


Southwest Show Sets 
Date for Space Drawing 

DALLAS.—A space drawing for 
the Southwest Automotive Show, to 
be held here March 24-27, has been 
scheduled for Dec. 18. 

Jobbers in Texas, Oklahoma and 
Louisiana have pledged their sup- 
port to the show. 


Filter Display Rack Offered 

NEW YORK.— Purolator Prod- 
ucts, Inc., has introduced a new 
air-filter display rack designed to 
help overcome the dealers’ inven- 
tory problems and to aid them in 
stocking enough filters to meet de- 
mand. 


FTC Complaints 
Cite 42 Jobbers 
In Texas Area 


WASHINGTON.—The Federal 
Trade Commission has charged 42 
jobbers of automotive products and 
supplies in Texas and adjoining 
states with knowingly inducing and 
receiving discriminatory prices 
from suppliers. 

Cited in separate FTC complaints 
were Automotive Jobbers, Inc., 2050 
Irving Blvd., Dallas, and its 20 job- 
ber members, and Ark-La-Tex 
Warehouse Distributors, Inc., 310 
Grand Ave., Paris, Tex., and its 22 
jobber members. 

Although the organizations pur- 
port to be the purchasers of their 
members’ supplies, the complaints 
allege they are mere bookkeeping 
devices for facilitating unlawful 
price discriminations, They serve 
only as agents through which mem- 
bers are billed and paid for pur- 
chases, the complaints say. 

The complaints charge that the 
jobbers use their combined bar- 
gaining power to demand and get 
discounts not available to competi- 
tors. Suppliers refusing to accede 
usually are replaced. 

Specific allegations are that sup- 
Pliers granting quantity discounts 
must base them on the combined 
purchases of all members, although 
competing jobbers are granted al- 
lowances upon only their individual 
purchases; and from other sup- 
pliers the jobbers demand rebates 
which are not paid their competi- 
tors. 

Alleging violation of the Robin- 
son-Patman amendment to the 
Clayton Act, the complaints declare 
these unlawful discriminations 
have substantially lessened compet- 
ition between suppliers as well as 
between member jobbers and their 
independent competitors. 

Respondents were given 30 days 
in which to file answers to the 
complaints. 


Refilco Names Winner 


Of National Sales Contest 


NEWARK, N. J.—Jack Slack, 
president of Refill Filter Co., has 
announced the winner of a national 
sales drive held for Refilco oil filter 
cartridges. 

The winner of a new portable 
television set is John F. O’Loughlin, 
representative for the company in 
upstate New York. 

* 


Import Parts Firm Opens 


DENVER.—Gene Stinson is 
general manager of the newly 
opened Import Auto Parts, Inc., 
737 Lincoln St. The firm carries 
a complete stock of parts and 
accessories for 35 makes of for- 
eign cars, according to Harold 
Cohan, president. 


Puritan Contest Winner 


NEW YORK.—A stereophonic 
radio-phonograph, first prize in the 
Puritan Phantom Dealer contest 
for automotive jobber salesmen, 
was won by D. L. Fowler, J. M. 
Collins Auto Parts, Dyersburg, 
Tenn. 

* 


Laher Adds to Miss. Plant 


NEW ALBANY, Miss.—F. J. 
Laher, president of Laher Spring 
and Tire Corp., has announced ex- 
pansion of manufacturing facilities 
into 200,000 square feet of build- 
ings here. The expansion was 
prompted by increased sales of 
the company’s Mountain Master 


brake lining and brake block lines. 
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ADVANCE ORDERS 


é6¢6How’s that again? The New York News has 2,200,000 
adult readers who read no other New York newspaper? 
You say 65% of the exclusives are in the over-$5,000 
income levels? Doesn’t leave us much choice, does it?9? 
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Financial Front 


Net earnings of $1,016,773 for the 
nine months ended Sept. 30 have 
been reported by Motor Wheel 
Corp., Lansing. 

This compares with a loss of 
$224,431 for the corresponding per- 
iod in 1958, said M. F’. Cotes, presi- 
dent. 

Earnings for the nine months 
were the highest since 1956, Cotes 
said. He credited improved earn- 
ings in the consumer products di- 
vision for Motor Wheel’s better 
showing in the third quarter. 

Cotes declared that the steel 
strike will have an effect on fourth- 
quarter results, How much the 
company earns in the final period 
depends largely on how long steel 
will be a problem, he said, 

a * 


Autolite Earnings Exceed 


$5 Million for 9 Months 


Electric Autolite Co, announced 
earnings of $5,631,773 on sales of 
$143,720,333 during the first nine 
months of this year. The earnings 
total does not include $2,900,983 
realized from the sale of Crane Co. 


Common stock. In the first nine 
months of 1958, Autolite earned 
$1,473,674 on sales of $122,667,782. 

Third-quarter earnings this year 
were $481,485 and sales were $43,- 
987,910. Autolite’s third-quarter 
earnings last year were $190,124. 


Hastings Earnings Up 
Hastings Mfg. Co. has reported 
net earnings of $605,508 after taxes 
in the nine months ended Sept. 30, 
compared with $397,311 in the cor- 
responding period a year ago. 
* 


L-O-F Earnings 
Establish Record 


Record net earnings of $42,156,448 
for the first nine months of 1959 
were reported by Libbey-Owens- 
Ford Glass Co, The profit exceeded 
earnings of any full year by $6,110,- 
487. In the first three quarters last 
year, the company had net earn- 
ings of $11,091,809. 


The unprecedented high sales 


and profits for the first nine 
months were achieved even though 
the third-quarter volume was af- 
fected adversely by the usual vaca- 
tion shutdowns in LOF factories 
and reduced sales to the automo- 
tive industry due to model change- 
overs, it was reported. 

Third quarter earnings were $9,- 
062,302, against $5,149,981 in the 
same quarter last year. 


Finance Firm Acquired 

General Contract Finance Corp., 
St. Louis, has announced acquisi- 
tion of Oklahoma Morris Plan Co., 
Tulsa. Morris Plan has offices at 
Shawnee, Bartlesville and Ard- 
more, Okla. 

* * * 
National Propane 

National Propane Corp., nine 
months, 1959 vs. 1958: Sales, $14,- 
077,800 and co net income, 
$551,800 and L, 


Sales, Profit Records Set 


By Federal-Mogul-Bower 

Federal-M o g ul-Bower Bearings, 
Inc., has announced record sales 
and earnings for the first nine 
months of 1959. 

Net sales for the first nine 
months of 1959 were a record $97,- 
055,000, as compared with $70,896,- 


De Gaulle at Auto Show— 
At the opening of the 46th Annual Paris 


Automobile Show, President Charles de 
Gaulle of France is introduced by John 
and Paul Panhard (father and son) to their 
latest model, the Panhard PL-17, to be ex- 
ported to the U. S. To Panhard, General 
de Gaulle said, ‘Continue to export." 


000 in the corresponding period of 
1958, and the previous high of $83,- 
675,000 for the first nine months of 
1957, President G. S. Peppiatt an- 
nounced. Net earnings for the 
period were $9,904,000. In the cor- 
responding period of 1958, net earn- 
ings were $5,787,000, and the previ- 


You can have this *20.95 


FLECTRIC MIXER 


when you buy a 


PORTABLE 
MIXER DEAL 


GIVES 


100% FRESH YOU 


‘DELCO DRY CHARGE BATTERY 


DELCO. 


That’s all there is to it. Delco takes care of all the details. The only mixer 
you need handle is the one for display, and that one you can sell or keep after the 
promotion is over! Get the details from your Delco Battery distributor today. 


QUALITY-BUILT BY DELCO-REMY, DISTRIBUTED NATIONALLY THROUGH pe UMS | GENERAL MOTORS LEADS THE WAY ... STARTING WITH DELCO BATTERIES 


DRY CHARGE 


This is the sign that catches the eye of battery prospects. 
It’s all metal, all weather, all ready to bring battery buyers 


RECIPE 
FOR BATTERY 


PROFITS 


into your place all through the season. 


This is the thermometer give-away. It’s fastened to a 
jacket which slips over the sun visor of your customer’s car 


and can keep your name in full view. 


This is the clincher—a portable electric mixer. You give 
your customer a coupon with the purchase of a Delco DC-12 
Battery. He fills it out, mails it to the mixer manufacturer 
with his check or money order for $9.49, and gets a $20.95 


value mixer by return mail. 


ous high was $7,209,000 for the 
same nine months in 1957. 
* * 


Rockwell Boosts 
Sales, Profits 


For the nine-month period, Ruck- 
well-Standard net sales approxi- 
mated $217 million and excecded 
1958’s like period of $147 million by 
48 percent. Sales for the third 
quarter amounted to somewhat 
over $70 million, as compared to 
roughly $46 million in the like per- 
iod of 1958, an increase of 52 per- 
cent. 

Net profit was $16,075,791 and 
$4,303,998 for the nine months and 
third quarter of this year, against 
$5,490,835 and $1,618,531 in the com- 
parable periods of last year. 

* 


Sherwin-Williams Reports 
Record Earnings, Sales 


Sherwin-Williams Co. has an- 
nounced net earnings of $17,516,473 
on sales of $275,351,630 during the 
fiscal year ended Aug. 31. Both 
were all-time highs, according to 
Arthur W. Steudel, president. 

In the previous fiscal year, Steu- 
del added, earnings amounted to 
$15,208,745 and sales totalled $254,- 
423,725. He said a two-for-one stock 
split has been recommended by the 
board of directors. 

* 


Eaton Reports Growth 


In Sales and Income 


Net income of Eaton Mfg. Co. in 
the first nine months of 1959 
amounted to $13,670,561, compared 
with $5,499,018 for the correspond- 
ing period of 1958. 

Sales for the nine months totalled 
$219,360,034, compared with $143,- 
161,701 a 


Collins & Mien Reports 


Gains in Sales, Profits 


Net sales of Collins & Aikman 
Corp., manufacturer of fabrics and 
yarns, for the six months ended 
Aug. 29 totalled $23,421,257, com- 
pared with $19,682,704, an increase 
of approximately 19 percent over 
the corresponding period a year 
ago. 

Net income for the six months 
ended Aug. 29 totalled $645,731, 
compared with $294,370 in the cor- 
responding period last year. 

* 


CIT Profit Tops 
$32 Million in 
First 9 Months 


CIT Financial Corp. reported 
consolidated net earnings for the 
first nine months amounting to 
$32,256,000, compared with $29,717,- 
000 for the 1958 period. 

For the third quarter, net earn- 
ings were $10,822,000, compared 
with $10,164,000 in the year-ago 
quarter. 

In a letter to stockholders, Ar- 
thur O. Dietz, president, said, “We 
expect that operating results will 
be excellent during the remainder 
of the year, and that our earnings 
for 1959 will exceed those of the 
previous year.” 

Deferred income and unearned 
premiums aggregated $202,468,000 
on Sept. 30, 1959, compared with 
$180,436,000 on Sept. 30, 1958. 

Outstanding receivables of all 
subsidiaries amounted. to $1,997,- 
490,000 on Sept. 30, 1959, compared 
with $1,753,826,000 a year earlier. 
The volume of receivables pur- 
chased in the first nine months of 
1959 aggregated $3,597,136,000, com- 
pared with $2,736,936,000 in the 1958 
period. 

The report stated that outstand- 
ing retail installment receivables 
and factoring receivables were 
higher on Sept. 30, 1959 than at the 
end of the third quarter of last 
year and that they had a marked 
gain over the amounts outstanding 
at June 30, 1959. 

Reflecting the seasonal reduction 
in dealer inventories in preparation 
for the new model year, wholesale 
automotive receivables were sub- 
stantially lower on. Sept. 30 of this 
year, as compared with the mid- 
year. 

Net premiums written by the 
automobile insurance subsidiaries 
in the third quarter and the nine 
months were greater than in the 
comparable 1958 periods, as. were 
the creditor life reinsurance premi- 
ums and ordinary life insurance 
written by the life insurance sub- 


sidiaries, Dietz said. 


BSecresor 


Tren i 
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(ps), $1,405*; 4-dr., $1,340; 2-dr., $1,- 
335°; Two-ten (8) 4-dr. hardtop, $1,- 
170*; 4-dr., $1, 105° ; Two-ten. (6) 4- 
verage Price of d arg 
ce se ars 5O a uction 50 Bet Air (8) hardtop, $1,040; 
Two-ten (6) 4-dr., $905*, $875*, $850*, 
$810. 
A ’55 Bel Air (8) 2-dr. hardtop, $805*; 
ompiled by Automotive News from Auction Reports.) 
$620, $600; Two-ten (8) 2-dr., $655*. 
oxi- | 1 Bel Air (8) 4-dr., $505*, $460; conv., 
d 1 1 $405; Two-ten 4-dr., $400. 
1 Bel Air 2-dr., $325 
by 4 4 1 FORD—'60 Galaxie 805* 
nird 2 1 1 (ps); Fairlane (6) 4-dr., 
8 1 1 '59 Custom 300 (8) 4-dr., $1, Toor: Fair- 
_= 9 6 0 lane (6) 4-dr., $1,205 
_to s 6 0 0 9 '58 Fairlane 500 (8) 3 dr, Victoria, $1,- 
Der- 92 2 3 2 555* (ps); 4-dr., $1,410*; Fairlane (8) 
on 3% 8 1 2988s 2: fo 4-dr., $1,360*, $1,275*, $1,225; Custom 
3% 4 (8) 2-dr., $1,200. 
5 5 ’57 Country Sedan (8) 4-dr., $1,285* 
nd 8 (ps); Custom 300 (8) 2-dr., $1,205*; 
7 Fairlane (8) 4-dr, Victoria, $1,155*; 
— 9 4-dr., $1,120*, $1,100; Fairlane 500 
inst 7 (8) “2-dr., $1,150; Custom (8) 4-dr., 
5 $1,075, $1,065 

°56 Fairlane (8) 2-dr, Victoria, $905*, 

A $890*; 4-dr., $855* (ps), $800*, $765*; 
Country Sedan (8) 4-dr., $895. 

’55 Fairlane (8) 2-dr. Victoria, $800, 
$730, $690, $660; conv., $655 Cus- 
tom (8) 4-dr., $630, $580*; ‘Ranch 
Wagon (8) 2-dr., $510. 

an- '54 Custom (8) 4-dr., $400, $350*, $345. 
473 Country (8) 4-dr., '$485°; 
57 °58 68 5S '59 "568 °59 °59 ’ ’ ’ Custom (8) dr., $355. 
the Nov. Dec. Jan. Feb. Mare 58°58 MERCURY—’59 Monterey conv., $2,050*. 
of ’58s added and’ *56 Monterey 4-dr., 
to 50s dropped in December, 1957. Prices of-’59s added and ’51s dropped in December, 1958. oe Monterey 2-dr, hardtop, $500°; conv., 
Figures alongside bars represent dollars. (Copyright, 1959, by Automotive News) $575*. 
OLDSMOBILE—'58 (88) 2-dr. Holiday, 
to Prices marked with an asterisk (8) 4-dr., $1,225*; station wagon, $1,- Wagon (8) 2-dr., $675*, $325*, $300*; bridge Suburban, $250, $190. $1,795*. | 
57 (88) Super 4-dr, Holiday, $1,510 
54,~ indicate a unit equipped with an 150*; Two-ten (6) 4-dr., $1,110; One- Custom (8) 2- dr., $540. PONTIAC—’58 Super Chief 2-dr. te a 450°. aan o-dr. Holiday, $1,460*; (88) 4 
Ick automatic transmission or over- (6) station wagon, $1,175°. ’54 Country Squire (6) 4-dr., $400*;| Chieftain Safari 4-dr., $1,0: dr., $1,260°, 
56 Bel Air (8) 2-dr. hardtop, $1,075*; Custom (6) 2-dr., $300, $190; 4-dr., ’55 Star Chief 2-dr. Catalina, 9000", , uper 2-dr. Holida $1,075* 
the d 4- 56 (88) Supe’ y, $1, 
rive, and (ps es power dr., $1,050*, $850* (ps); Two-ten $200*, $185. ‘54 Star Chief 2-dr, Catalina, §360° (ps): 4-dr, Holiday, $1,035* (ps); 4- 
steering (8) station wagon, $1,000*; 4-dr.,| HUDSON—'54 Jet 4-dr., $150°. (ps); Chieftain 4-dr., $185; 2-dr., $110. dr., $915*. 
(6) station 59 Imperial 4-dr., $2,500* RAMBLER—'68 Ambassador (8) 4-dr., 55 (88) Super 4-dr, Holiday, $815* 
’ 1,600° ; 2-dr, Holiday, $710* (ps); 4- 
ALBANY 55 Bel Air (8) 2-dr. hardtop, $820*,| LINCOLN—'56 Capri (pe). Ambassador Cross Country, $380. $700* (ps); (98) 2-dr, Holiday, 
Tm A Seles, Bete Aue 50, ; 2-dr., $800*; 4-dr., $700,| °55 Capri 4-dr., $630* (ps). 54 Super 4-dr., $100*. $755°. 
gy $560*, $500*; Two-ten (6) 4-dr., $590*, | MERCURY—'59 Monterey 2-dr., $1,850*. | STUDEBAKER—’58 Champion (6) 4-dr.,| 54 (88) Super 4-dr., $545*. 
i ’57 Monterey 2-dr. hardtop, $1,020* (ps). $800 PLYMOUTH Savoy (8) 4-dr., $900°, 
n | Oct. 26. Used-car prices seemed to be| ‘54 Bel Air 2-dr. hardtop, $505; One-| °'56 Monterey station wagon, $940*; 4-| MISCELLANEOUS—’60 Willys wagon, $1,- 
959 on — fifty 2-dr., $180, dr., $625; Montclair 2-dr. hardtop, 535. (8) 2-dr, hardtop, $850°; 
ed and selling dealers realize all wu cars 53 One-fifty 2-dr., $180; Two-ten 4-dr., $685* (ps). ’54 Ford %-ton pickup, $440. 4-dr., $720; Savoy (8) 4-dr., $665*. 
By a little 1 Montclair 2-dr. hardtop, $750*; Mon- on Be 
id- w t 1957s, | DeSOTO—’57 Firedome 2-dr. hardtop, $1,- terey 2-dr. hardtop, $500*. NASHVILLE, TENN vedere (8) 2-dr., $515. 
only th — cars. Sold 143 100* (ps). NASH—’54 Statesman (6) 4- ar. , $140. 9 . 154 Belvedere $320; Savoy 2-dr., 
led cars fro ) nsignments. 56 Firedome 2-dr. hardtop, $880* (ps); | OLDSMOBILE—’59 (98) 4-dr. Holiday, Nashville Auto Auction. Sale every $300*, $290. 
BUICK—’57 Super 2-dr. Riviera, $1,300°| , 4-dr., $600° (ps). — (ps); (88) 2-dr. Scenic, $2,-| Wednesday. Prices are for sale of Oct. 28.| +53 Cranbrook 4-dr., $275, $250; Cam- 
3,- (ps); Special 2-dr, Riviera, $1,140*. 55 Firedome 4-dr., $510* (ps). Market firms, Sold 130 cars from 179 con- Bw ea oy 
Century 4-dr. Riviera, (pa); | DODGE—'58 Royal (8) hardtop, $1,-| ($8) 4-dr. Holiday, $2,050¢ (ps), | sienments, PONTIAC—'57 Chieftain 4-dr., $1,175*, 
Special 4-dr. Riviera, $950*; RM 2-dr.| 500° (ps). $2,020* (ps); (88) Super 4-dr., $1,-| BUICK—'57 Special 2-dr. Riviera, $1,325*|” 
Riviera, $750° (ps). ’55 Custom Royal (8) 4-dr., $560°. 985* (ps); (88) 4-dr., $1,750* (ps). (ps), $1,150* ( ‘56 Chieftain 4-dr. Catalina, $975* (ps); 
‘55 Special 2-dr. Riviera, $710*, $435*; 53 Meadowbrook (6) 2-dr., $190*%; 4- 56 (98) 2-dr. Holiday, $1,050* (ps), *56 Special 4-dr. Riviera, $985*; 2-dr., 4-dr., $855*, $775*; 2-dr., $690 
Super 2-dr., $530* (ps); Century 2-dr, dr., $150. $825* (ps); (88) 4-dr., $600*. $765*; 4-dr., $720*; RM 4-dr, Riviera, ‘55 Bg 2-dr, Catalina, $750"; & 
Thunderbird conv., $3,300*.| °55 (88) conv., $740*, $585* (ps); 2-dr., $645°. "$600", $515°. 
4-dr ustom (6) 4 $650* (ps), $580*, Special 4-dr. Riviera, $800*%; 4-dr.,| in 4-dr., $410*, *, $330°. 
an | CADILLAC—'57 (62) 2-dr., $2,280°. '57 DelRio (8) 2-dr., $1,350*; Country | PLYMOUTH—'S8 Belvedere (8) 4-dr., $1,-| $675°. 
nd CHEVROLET—’59 Impala (8) 4-dr., $2,- Sedan (8) 4-dr., $1,300*; Fairlane 500 350* (ps); 4-dr. hardtop, $1,230* (ps).| °54 Special 4-dr., $515*; 2-dr., $300°. LOS ANGELES 
ed 880° ; 2-¢r., $2,150*; Biscayne (8) 2- (8) 4-dr., $990*; Custom 300 (8) 2-| °56 Plaza (6) 2-dr., $400; Savoy (8)| CHEVROLET—'60 Impala (8) 4-dr, hard- 
m- ar., $1,58 snot, $890; 4-dr., $670. 4-dr., $300*, top, $2,905* (ps). Harold Henry’s Los Angeles Dealer Auto 
"58 jomtin (8) 2-dr. hardtop, $1,600°; 56 Fairlane (8) 2-dr., $850*; Country} '55 Belvedere (6) 4-dr., $550*; Savoy| °59 Impala (8) 2-dr. hardtop, $2,405°. Auction. Sale every Tuesday, Prices are for 
se Yeoman (8) 4-dr., $1,460; Biscayne Sedan (8) 4-dr., $845*; 8 (6) 4-dr., $485, $385. 58 Impala (8) 2-dr, hardtop, $1,900* anle of Oct. 27. 
er (8) 4-dr., $1,380*; Biscayne (6) 4-dr., 2-dr., $700*, $600*, $530, $300* (ps);| °54 Belvedere Suburban, $380; Plaza (ps); Delray (8) Fag $1,370; Bis-| oick—'59 Electra 4-dr., $3,050* (ps); 
$1,350*, $1,325* Ranch Wagon (8) 2-dr., $490. Suburban, $300, $185. cayne (6) 4-dr., $1,1 vICcCK— ra - . ; 
ar 57 Bel Air (8) 2-dr., $1,425*; Two-ten' ‘55 Fairlane (8) 4-dr., $880%; Ranch! '53 Belvedere 2-dr. hardtop, $260; Cam-| ’57 Bel Air (8) 4- oes hardtop, $1,490* (Continued on Page 34, Col. 1) 
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BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks teed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


LAFAYETTE—Syracuse Auto 
Center of Empire State. Check an 
Title Protection. (Wed.). 


OVER 500 CARS EVERY WEEK 


attracting the East's best-known buyers 


JOHNSON AUTO 


TOP DOLLAR FOR 


NO HOUSE CARS! 
MICHIGAN At the Crossroads of the East NEWATIONALLY. KNOWN L E F T-O V E R 5 
N.- A-D-E TIM INC. And Hard-to-Sell Used Cars 
Aptco Albany 5, N.Y. More Bidders © Higher Prices 
DETROIT'S Dual Lane Sale — 4 Auctioneers at the world's only 
COLORADO Every WEDNESDAY, 11 A. M. All Titles and Checks Guaranteed 3-LANE auction 


Oldest, Largest and Very Best 


We issue auction checks, guarantee titles 


Wednesday at Noon NATIONAL AUTO 
DEALERS EXCHANGE 


Aptco | 
Junction of Pa. and NJ. Turnpikes 


Just 2 mile from Detroit City Limits (Exit 7, NJ. Turnpike) — AXminster 8-3400 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Denver Auto Auction 
459% South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 
Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


MANHEIM AUTO AUCTION 
ROUTE 72, MANHEIM, PA. 
Phone MOhawk 5-2401 


GREATER NEW YORK 
AUTO AUCTION, INC. 

(Exit 31—Merrit Parkway) 
Bedford-Banksville Road, Banksville, N. Y. 
Sale Every Tuesday—12 Noon 
Auctioneer—CARL MARKER 
Guaranteed Checks and Titles. 
Phone—BEdford Village 4-3100 


TEXAS 


Minutes from New York City 


AMARILLO AUTO 


CONNECTICUT Aptco NORTH CAROLINA 
RALEIGH — Mann’s Auto Auction AUCTION, INC. 
\ NEW ENGLAND'S OLDEST Send for free copy of next Sale, Rt. 5. Ph. 3-1564, Titles &) 3009 £ 10TH Phone: DR 2-9503 
AND BEST week's Aptco Auction Report checks guaranteed. Mon. 10 A. M. 
Dealers Auto Exchange in our 12th year | SIs WE PICK UP AND SELL 
sete operat PENNSYLVANIA FOR LEASING COMPANIES ANYWHERE 
every Wednesday - 11:00 A.M. 12 Years Fair Dealing 


Warehouse Point, Conn. 


EVERY FRIDAY—1:00 P.M. 
Guaranteed Checks— 
Guaranteed Titles 
“The friendliest auction with the most ac- 


SALE EVERY FRIDAY 


Reference: American National Bank 
Bobby Clark—OWNERS—Pat Patterson 


EXCLUSIVELY FOR AUTO DEALERS 
INSURED PICKUP AND 


ST. LOUIS AUTO 


FLORIDA 
AUCTION BARN, INC. 


DAYTONA BEACH — Florida Auto ” number c 
City 11 3807 Easton Ave. DELIVERY SERVICE 36-391. Ray Chuck 
Adcock. Owner: 
er-owned. Dealers y. St. L ouis, Mo. RATES 
INDIANA Phone Franklin 1-3845 ee WASHINGTON 
INDI BIG SALE EACH FRIDAY i 
ANAPOLIS—Indianapolis Auto Dual Lane on wr tte North-East-South-West SOUTH SEATTLE AUTO AUCTION 


Auction, P.O. Box 24007. Wed. 11:00 


A.M. Dual Ring. CHapel 4-9546. 10644 E. Marginal Way = Seattle 88, Wash. 


Phone PArkway 5-6490 
SALE EVERY WED. 11 A.M, 
HIGH MARKET AREA 
Write for free accurate market reports 
Bit Jehnson Beb McConkey 


300 TO 400 CARS AUCTION INSURANCE AGENCY, 
We Issue Our Checks and Insure Titles Birmingham, Alebama 
Owned and Operated by EVERY THURSDAY AT NOON! 

J. F. REED HUGO HASHEIDER ON ROUTE 46 
NORB RUGH CALDWELL TOWNSHIP, N. J. 
Twin Ring Selling CApitol 8-0100 for Reservations 


Automotive News’ 


“Leading Used-Car Auction Direc- 
tory" gives the sale day and time 
of top Aute Auctions EVERY 
WEEK, 


Fer Fast, Accurate Directions te 
Leading U. S. Aute Auctions, Dealers 
Leek in LUCAD. 
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(ps). 
(62) Coupe de 


$1,450* (ps). 
bs 2-dr., $1,255* (ps); Coupe de 
$1,085* (ps). 


+53. X06) Special 4-dr., $760* (ps); (62) 


‘51 Deluxe 2-dr., $190. 
CHRYSLER—'58 NY 4-dr. » $2,000* (ps). 
NY conv., $105*. 


DeSOTO—’58 Firesweep 2-dr. hardtop, 


$1,625* (ps), 


hardtop, $3,510* (ps); Premiere 4-dr. 
hardtop, $2,000* (ps). 

’57 Premiere conv., Psi, 700* (ps). 

56 Premiere 2-dr., $1,750* (ps); conv., 


$690* ; 


$1,400° (ps). 


$600* (ps). 


(ps). 
’55 (88) Super 2-dr, Holiday, $975* (ps), 
(88) 2-dr, Holiday, $890* (ps); 
(98) 4-dr. Holiday, $770* (ps); 


conv., 


*1,080. 


MOTOMAC OVE 
3 EAST 


P.O.E.* 
EAST COAST 


RS 
S4TH STREE 


Just as the Vespa Motor Scooter has been accepted in the three short years it’s been in the United 
States, so has the newly introduced Vespa “400” automobile. On the American market for just two 
months, the response to this sleek rear engine beauty has been overwhelming. Americans have been 
quick to recognize the advanced engineering design, that goes into every Vespa product. 


Vespas economical air cooled engine squeezes 60 miles out of every gallon of gasoline—goes up to 
60 miles per hour. Its independent four wheel shock and spring suspension makes for smooth riding on 
any road surface. Heater, defroster, and electric windshield wipers all come as standard equipment. 


Find out today how the Vespa line can increase your yearly profits. We'll be glad to send you the 
complete franchised Vespa dealer story. Just write to: 
VESPA DISTRIBUTING CORPORATION 


EAS CORPORATION 


NEW YORK 22, 


*Slightly higher in the West 
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’653 Firedome 4-dr., $300°*. ) Super r oliday, * (ps), 
DODGE—'58 Royal (8) 4-dr., $1,790* Model Breakdown '53 (98) 4-dr., $240° (ps), $230* (ps). 

(ps). PACKARD—’54' Clipper 4-dr., $335°. 

se - ar Uu ion r ces. ’57 Custom Royal (8) 4-dr. hardtop, Of Auction Averages PLYMOUTH—'59 Fury (8) 2-dr. hardtop, 
$1,550* (ps); Coronet (8) 4-dr., $1,- $2,110* (ps). 

065. Nov., 1959 Oct., Sept., "58 Suburban (8) Sport 4-dr., $2,150° 

’56 Coronet (8) 2-dr, hardtop, $870*. To Date 1959 1959 Pa): Custom, $1, Tee ‘(ps 
’53. Coronet (8) 4-dr., $265. $2,536 11 ivedere (8) r, hardtop, $1 435° 
(Continued from Page 33) EDSEL—’58 Bermuda 4-dr., $1,805* (ps). Cae 1,641 i ps) ; conv., $1,225*; Plaza (6) 2-dr, 

FORD—’59 Thunderbird (8) conv., §$3,- 

LeSabre 2-dr., $2,450°. 4- $625* (ps); 2-dr., $470* (ps). 810* (ps), $3,500* (ps); 2-dr. hard- 1,143 1171 1,250 56 (8) Sport 4-dr., $1,050*; 

‘57 Super 2-dr. Riviera, $1,580* (ps); | CHEV OLET—'59 Impala (8) sport coupe, top, $3, 650° (ps), 2 at $3,600* (ps), 812 816 865 Suburban (8) Custom 4-dr., $679; 
Special Estate Wagon, $1,515*; 2-dr., v2.8 540* (ps); conv., $2,455* (ps), §$2,- $3,585* (ps), $3,500 $3,485* (ps); 585 600 653 Plaza (8) 4-dr., $545*. 
$1,230* (ps). 445* (ps); Impala (6) sport coupe, Suton 300 (8) pw $1,985*; Cus- "5S Savoy (8) 2-dr., $590* (ps); 4-dr., 

*66 Special 2-dr, Riviera, $770*; conv., $2,450° (ps); Parkwood (8) 4-dr., $2,- tom (6) 2-dr., $1,595 412 393 412 $570; 2-dr., $550; Plaza (6) 4-dr,, 
$620°; Century 2-dr, Riviera, $590°. 435° (ps); Biscayne (6) utility sedan;| ‘57 Fairlane 500 (8) 2-dr, Victoria, $1;- 238 260 277 $425*. 

55 Century Estate Wagon, $950* (ps); 1,850. 519° (ps), $1,390* (ps), $1,345; 2-dr., 178 213 197 *54 Plaza Suburban, $435*; 4-dr., $375; 
2-dr. Riviera, $835* (ps); Super conv., ‘68 Nomad (8) 4-dr., $1,850*; Impala $1,300* (ps), $1,225*; 4-dr., $1,200* 2-dr., $215; Belvedere 4-dr., $335*; 
$665* (ps); Special 2-dr. Riviera, (8) (ps): Bel Air (ps); Custom 300 (8) 2-dr., $1,- rt conv., $285*. 
$585* (ps), $375. spor jan, ,700* (ps) -dr., $1,- 000; Custom (6) business coupe, $735. verag 954 990 *53 Cranbrook 4-dr., $210. 

‘54 Super 2-dr, Riviera, $435*; RM 530°; Brookwood (8) 4-dr., $1,665°; ’56 Country Squire (8) 4-dr., $1,200*; PONTIAC—’59 Catalina 4-dr., $2,730 

V., $385° ; Biscayne (8) 4-dr., $1,540*, $1,500° Ranch Wagon (8) 2-dr., $1,000* (ps) (ps), $2,450* (ps). 
oy ener 2-dr. Riviera, $285*; RM (Ps); 2-dr., $1,500* (ps); Delray (8) Ranch Wagon (6) 2-dr., $780*; Fair-| , “ ’57 Chieftain 2-dr., $1,155°. 
$265* (ps); 4-dr., $190* (ps). 4-dr., $1,4 ome (8) conv:, $965*; 4-dr., $885*| ,55 Capri 4-dr., $485° (ps). ’55 Star Chief conv., $695*. 
Bi Special 4-dr., $125. ’57 Corvette (8) conv., $2,195; Bel Air ps); Country Sedan (8) 4-dr., $950. | 4, 54 Capri 2-dr., $580° (ps). “ ‘54 Star Chief 2-dr. Catalina, $415*; 
CADILLAC—'59 Eldorado conv., $5,400* (8) sport coupe, $1,575" (ps), $1,-| Country Sedan (8) 4-dr., $875, $855, | MEROCURY—’58 Voyager $1,400°. 4-dr., $390* (ps); Chieftain 2-dr,, 
(ps); de Ville 2-dr, hardtop, $5,075* 550*; Two-ten’ (8) Delray, $1,385*; 2- $645*; Fairlane (8) 2-dr. Victoria, ‘56 Monterey 2-dr., $1,010 _° - $2: 
(ps), $5,000* (ps), $4,900° (ps), $4,- dr., $1,185; Two-ten (6) 4-dr., $1,- $785*: Ranch Wagon (6) 2-dr., $715*: 55 Monterey 2-dr., 085°, $300*. 53 Chieftain 4-dr., $275*, $220°; 2-ar,, 
875* (ps); 4-dr. hardtop, $4,850*° (ps); 035*; 2-dr., $1,000; One-fifty (6) 4- Custom (8) 2-dr., $625; 4-dr., $585,| {54 Monterey 2-dr., $500° (ps). 
(62) 4-dr., $5,050* (ps), $4,490° (ps), dr., $1,040. $450; Main (6) 4-dr., $395. '53 Monterey conv., $425 RAMBLER—'59 Ambassador (8) Super 4- 
$4,400* (ps); 2-dr., $4,500° (ps). '56 Bel ‘Air (8) conv., $1,170; Two-ten| ‘54 Country Sedan (8) 4-dr., $600*;| "52 Custom sport coupe, $240; Monterey dr., $2,325* (ps). 

"58 (62) 2-dr., $3,500* (ps); Coupe de (8) 4-dr., $990*, $975* Custom (8) 4-dr., $400*, $280*; Crest 2-dr., $135. ’58 Ambassador (8) Cross Country, $1,- 
Ville, $3,325* (ps) 55 Corvette (8) conv., $1,000*; Bel Air (8) 4-dr., $375*; Main (8) 2-dr.,| ‘51 Monterey 4-dr., $100 950° (ps), 

"67 (60) Special 4-dr., $2,950* (ps); (62) (8) sport coupe, $990*; 4-dr., $895°, $295; Main (6) 4-dr., $195. NASH—'56 Ambassador (8) Super 4-dr.,| +55 Custom’ Cross Country, $900*. 
Sedan de Ville, $2,800* (ps), $2,550* $785* (ps), $685; One-fifty (6) 4-dr.,| °53 Country Squire (8) 4-dr., $355*;| ,_$700° (ps). . | WILLYS—’52 2-dr., $295. 

(ps); conv., $2,700* (ps); Coupe de $550*, $485. Custom (8) 2-dr., $325*; Crest (8)| (55 Ambassador (8) Custom 4-dr., $400°. | mISCELLANEOUS—'57 Ford (8) Ranch- 
Ville, $2,695* (ps), $2,685* (ps), $2,-| °'54 Two-ten 2-dr., $620; One-fifty utility 2-dr. Victoria, $285"; 4-dr., $150; 54 Ambassador 2-dr, hardtop, $580*. ero, $1,145*; F-100 (8) pickup, $925; 
600* (ps); 2-dr., $2,575* (ps), $2,- sedan, $350; Bel Air 2- dr., $350*. Ranch Wagon (8) 2-dr., $255*, $215. OLDSMOBILE—’59 (98) 2-dr. Scenic, $3,- Willys dispatcher, $750. 
550* (ps); 4-dr., $2,450° (ps). "53 Two-ten 2-dr., $415; 4-dr., $350; IMPERIAL—’57 Imperial 4-dr. hardtop, 200* (ps). ’56 Dodge (6) %-ton, $600. 

"56 (62) Coupe de Ville, $2,060* (ps), Bel Air conv., $350; 4-dr., $235*; One- $1,950* (ps); 4-dr., $1,680* (ps). "57 (88) Super conv., $1,735* (ps). ’55 Ford (8) cab & chassis, $785; F-100 

$2,050* (ps); Eldorado conv., $1,600* fifty station wagon, $340; 2-dr., $135.| LINCOLN—’58 Continental Mark III 4-dr. "56 (88) Super 4-dr. Holiday, $1,230* (8) pickup, $525. 


’54 Chevrolet %- ton Suburban, $455. 

’53 Dodge (6) %-ton pickup, $360: Stu- 
debaker (6) %-ton pickup, $340. 

’52 Ford (6) %-ton panel, $250; F-1 (6) 
panel, $195. 

’51 Chevrolet %-ton pickup, $325. 

‘47 International %-ton pickup, $195. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Oct. 28. 
BUICK — ’58 Super 4-dr. Riviera, $1,810* 
(ps); Special conv., $1,690* (ps). 
"56 Super 4-dr. Riviera, $900* (ps); 2- 
dr., $840* (ps); 2-dr. Riviera, $775* 
(ps); 4-dr., $765* (ps). 
Super 4-dr., $700* (ps); 
era, $525* (ps); Special 4-dr., 
2-dr., $400*; $315*. 
CHEVROLET—’59 Impala (8) sport coupe, 


2-dr, Rivi- 
$400°; 


$2,285* (ps); 4-dr. hardtop, $2,255* 
(ps); Bel Air (8) 4-dr., $1,850* (ps). 
‘58 Impala (8) sport coupe, $1,720*; Bel 
Air (8) 4-dr, hardtop, $1,475*; Bel 
Air (6) 2-dr., $1,475*; Biscayne (8) 
4-dr., $1,250*. 
57 Two-ten (8) 4-dr., $1,175*; Bel Air 
(8) conv., $1,165; 4-dr., $1, 
’56 Two-ten (6) 2-dr., $600°*. 
CHRYSLER—'57 NY 2-dr. hardtop, $1,- 
720* (ps). 
’55 NY 4-dr., $680* (ps). 
DeSOTO—’57 Fireflite 2-dr., $1,250* (ps). 


DODGE — '58 Coronet ae 4-dr, hardtop, 


$1,505*; 4-dr., $1, 
"57 Royal (8) 4-dr., Coronet (8) 
4-dr., $820°. 
EDSEL — '59 Corsair 4-dr., $2,050* (ps), 


$1,990* (ps). 

FORD—’'59 Galaxie (8) 2-dr. Victoria, $2,- 
080* (ps); Ranch Wagon (6) 4-dr., 
$1,805; Fairlane (8) 2-dr., $1,700; 
Custom 300 (8) 2-dr., $1,635; Custom 
300 (6) 2-dr., $1,625. 

’58 Fairlane 500 (8) conv., $1,490* (ps); 
4-dr. Victoria, $1,430* Custom 
300 (8) 2-dr., $1,260*; 
2-dr., $1,190; Fairlane (8) .2-dr., $1,- 


050. 

’S7 Country Sedan (8) 4-dr., $1,170°* 
(ps), $1,100*; Fairlane (8) 2-dr. Vic- 
toria, $1,160*, $925; 2-dr., $860; Fair- 
lane 500 (8) 2-dr. Victoria, $1,160*, 

(ps); 4-dr., $1,140*°; 

Ranch Wagon (8) 2-dr., $1,100*; Cus- 

tom 300 (8) 2-dr., $750; Custom (6) 


2-dr., $700. 

"56 Fairlane | (8) 2-dr. $850°; 
2-dr., $695*, $690*, $620°; $690; 
Custom te)’ 2-dr.,’ $800° ; (8) 
2-dr., $520°. 

"55S Country ‘Sedan (8) 4-dr., $600*; 
Ranch Wagon (6) 2-dr., $520; Custom 


(8) 2-dr., $480*. 
‘53 Custom (8) 4- dr., $265*. 
MEROURY—’58 Monterey 2-dr., $1,290°. 


*57 Monterey 4-dr., $1,235* (ps); 2-dr., 
2 at $1,000*; Montclair conv., $1,160° 
(ps); 4-dr. hardtop, $1,080 

‘56 Custom 2-dr., $785° ; 2- 4 hardtop, 
$685*; 4-dr., $630* 

‘55 Monterey ’ station wagon, $560*; 2- 
dr, hardtop, 


$550°, $4 
Monterey 2-dr. ‘hardtop, $305*. 
NASH—’'55 Custom (8) 4-dr., $350; Super 


(8) 4-dr., $310. 
’54 Super (8) 4-dr. , $235°. 
OLDSMOBILE — '58 (98) 4-dr., $2,150* 
(ps), $2,000* (ps), $1,875* (ps); 4-dr. 
Holiday, $1,950° (ps); conv., $1,830* 
(ps 
"57 (88) Super Fiesta 4-dr., $1,790* (ps). 
°56 (88) Super 4-dr., $1, 100* (ps); (98) 
4-dr. Holi- 


2-dr, Holiday, $1,080* (ps); 
day, $825* (ps). 

PACKARD—'55 Super 2-dr. hardtop, $350. 
PLYMOUTH—'59 Savoy (8) 2-dr., $1,570. 
58 Suburban (6) 4-dr.; $1,310*. 

Belvedere (8) 4-dr.. 


PONTIAC — '57 Chieftain 4-dr. Catalina, 
$1,190*; Super Chief 4-dr. Catalina, 
$1,100° 


"56 Star Chief 4-dr. Catalina, $760*. 
‘55 Chieftain 2-dr. Catalina, $550*, 
$435°; 2-dr., $300; Star Chief 2-dr. 

Catalina, $450*. 

BLER—’59 Super (6) 4-dr., $1,690. 
*58 Custom (6) Cross Country, $1,600*. 
Custom ‘Cross Country, $450. 
STUDEBAKER—'59 Lark (8) 2-dr. hard- 


top, $1,710*. 
MISCELLANEOUS — '57 Ford (8) F-100 
pickup, $735. 
FLINT 


Flint Auto Auction, Sale every Wednes- 
day. Prices are for sale of Oct, 28. Prices 
were slightly higher here today. Bidding 
was much more active than in previous 
weeks. Sold 171 cars from 262 consign- 
ments. 

BUICK—’59 Electra 4-dr. hardtop, $2,690* 
(ps); Invicta 4-dr., $2,610* (ps); Le- 
Sabre 4-dr., $2, 450° (ps); 2-dr, hard- 
top, $2,200*. 

’58 Century 4-dr. Riviera, $2,000* (ps); 
Super 4-dr., $1,900* (ps). 

‘57 Special Estate Wagon 4-dr., $1.- 
440° (ps); 2-dr. Riviera, $1,075*; 2- 
dr., $1,170*; 4-dr., $1,170*; Super 4- 
dr., $1,300* (ps); 4-dr, Riviera, $1,- 


(Continued. on Page 35, Col. 1) 
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(Continued from Page 34) 


285* (ps); Century 4-dr. Riviera, $1,- 
250%; RM 4-dr., $1,050*. 

56 Century Estate Wagon 4-dr., $965* 
(ps); Super 4-dr., $830* (ps); conv., 
$660* (ps); Special 4-dr., $810; 2-dr. 
Riviera, $700, $625° (ps). 

55 Super 2-dr., $620* (ps); 
era, $555* (ps); Special 4-dr. 
$615*; 4-dr., $585", $525*, $515*, 
Century 4-dr. $580", 
RM 4-dr., $540* (ps 

‘54 Super 2-dr., $225*; 
4-dr., $335*; Special 2-dr. 
$315*, $245°. 
EVROLET—’59 Biscayne (6) 2-dr., $1,- 
5. 


6 

Impala (8) sport coupe, “$1,750* 
(ps); conv., $1,750* (ps); Yeoman (6) 
4-dr., $1, 600; Bel Air (8) 4-dr., $1,- 
440*; Biscayne (8) 2-dr., $1,430*%; 4- 
dr., $1,390*; Biscayne (6) $1,- 
275*; Delray (6) 2-dr., $1,1 

"BT Two-ten (8) station wagon 4- ar. , $1,- 
375, $1,065; Two-ten (6) station wag- 


2-dr, Rivi- 
Riviera, 

$280; 
$420*; 


Century 
Riviera, 


Air H 
$310 (ps); One-tty, (6) 2-dr., $390. 


'54 Bel Air 4-dr 
Two-ten 4-dr., $345*, $245, $210; 
hardtop, $1,- 


Bel Air 2-dr., $155. 
CHRYSLER—'57 NY 4-dr. 
550* (ps); Windsor 4-dr., $1,250* (ps). 
'55 Windsor 4-dr., $560*. 
’54 Windsor 4-dr., $300*. 
NY 4-dr., $200°. 
DeSOTO—’'55 Firedome conv., $400*. 
DODGE—’ 57 Custom Royal (8) 2-dr. hard- 
$1,135* (ps); Coronet 4-dr., 
$925*; Royal (8) 4-dr., 
Coronet (8) 2-dr. hardtop, 


EDSEL—’58 Pacer 4-dr. hardtop, $1,260* 
(ps); Ranger 2-dr., $1,245*. 
FORD—'60 Falcon (6) 2-dr., $2,065. 


‘59 Galaxie (8) 2-dr. Victoria, $2, 150*; 


2-dr., $1,890*; Country Sedan (8) 4- 
dr., $1,940*; Custom 300 (8) 2-dr., 
$1,660, $1,550". 


58 Thunderbird (8) conv., $2,765* (ps); 
Fairlane 500 (8) conv., $1,440* (ps); 
Fairlane (8) 2-dr. Victoria, $1,210* 
(ps); Custom 300 (8) 2-dr., $1,175, 


$1,100. 

’57 Country Sedan (8) 4-dr., $1,385* 
(ps), $1,275* (ps), $1,165*; Country 
Sedan (6) 4-dr., $1,115; Fairlane 500 
(8) 2-dr., $1,115* (ps), $1,010*, $950*; 
2-dr. Victoria, $1,000*%, $780*; Fair- 
lane (8) 4-dr., $990* (ps); Custom 300 
(8) 2-dr., $990*, $960*, $935*; Custom 
(6) 2-dr., $915; 4-dr., $685. 

’56 Fairlane (8) 2-dr., $775* (ps), $630°; 
Custom (6) 4-dr., $575; Custom (8) 
2-dr., $360*. 

"55 Country Sedan (8) 4-dr., $635*; 
Custom (8) 4-dr., $600*, $525*, $385*; 
Fairlane (8) conv., $360*; 2-dr., $360*, 

"54 Sedan 4-dr., $400*; 

Custom (8) 2-dr., $23 
"53 Custom (8) 4- dr., $308 
Hornet (8) 4-dr., $450° 


LINCOLN—'58 Continental Mark III conv., 
$3,150*. 
MERCURY —'57 Monterey 2-dr. 


hardtop, 
$1,175*. 
OLDSMOBILE—’'59 (88) 4-dr. Holiday, 
$2,515* (ps). 

"58 (98) 2-dr. Holiday, $2,170* (ps); 
(88) 2-dr. Holiday, $1,850* (ps), $1,- 
725°. 

"ST (88) 4-dr., $1,305*. 

"56 (88) 4-dr., $785* (ps); (88) Super 
4-dr., $710. 

"5S (88) 4-dr, $645*, $420°*. 


"54 (88) 4-dr., $395 
PACKARD—’55 Clipper (8) 4-dr., $460* 


(ps). 
PLYMOUTH—’58 Suburban (8) 4-dr., $1,- 
375* (ps) 


’57 Suburban (8) 2-dr., $1,000*; Belve- 
dere (8) 2-dr. hardtop, $880*. 
*56 Savoy (6) 4-dr., $425*. 
"55 Belvedere 2-dr. hardtop, $480*; Savoy 
4-dr., $410*, $235. 
PONTIAC—’59 Star Chief 4-dr., $2,365* 


(ps). 
"58 Chief 4-dr., $1,550* (ps); 2-dr., 


4 
Chieftain 4-dr., $1,000*; 4-dr, Cata- 
lina, $980* 
Star Chief Chieftain 


2-dr, Catalina, $630* ( 
55 Chieftain station 4 “4-dr. $675*; 


4-dr., $375*; 2-dr. Catalina, bd] 

$260°; Star Chief conv., $570* 
) 

"54 Star Chief 4-dr., $220°; Chieftain 


2-dr., 
RAMBLER—’59 Super 4-dr., °$1,575*. 
’57 Custom (8) 4-dr., $1,000* (ps); 
Custom (6) 4-dr., $815. 
STUDEBAKER—'59 Lark (6) station wag- 
on 2-dr, $1,600. 
"56 Champion (6) 2-dr., $390. 
MISCELLANEOUS—’57 Ford (6) %-ton 
pickup, $900. 
"56 Ford (6) %-ton pickup, $700, $670. 
"55 Chevrolet (6) Dump 2-ton, $400. 
"54 Chevrolet %-ton pickup, $455; Dodge 
Express %-ton, $395. 
"52 Chevrolet %-ton Pickup, $255. 


PORTLAND, ORE. 


Portland Auto Auction, Inc, Sale every 
Tuesday, Prices are for sale of Oct, 27. 


Century 4-dr. Riviera, $1,985* 


( 
Special 2-dr. Riviera, $1,250*. 
"56 Special 2-dr. Riviera, $995* (ps). 
"55 Special 2-dr. Riviera, $895*; Century 
4-dr. Riviera, i (ps). 
"54 Super 4-dr., $420 
CHEVROLET—’59 Impala (8) 4-dr. hard- 
top, $2,455* (ps), $2,340* (ps); Park- 
(ps); Park- 
Brookwood 


DeSOTO—'57 Firedome 4-dr., $1,350* (ps). 


DODGE—’59 Coronet (8) 2-dr. hardtop, 
$2,160* (ps). 
’57 Coronet (8) 2-dr., $1, 225°. 
Coronet 4-dr., $2 
FORD—'59 Thunderbird (8) conv., $3,445* 


Galaxie (8) 2-dr. Victoria, $2,- 
410* (ps), $2,300* (ps); 4-dr., §$2,- 
320* (ps); Country Squire (8) 4-dr., 
$2,345; Fairlane 500 (8) 4-dr., $1,795. 

’58 Thunderbird (8) conv., $2,800* (ps); 
Country Sedan (8) 4-dr., $1,750°*; 
Fair (8) 4-dr., $1,450*%; Custom 300 
(6) 2 at $1,270, $1,250. 

Country Sedan (8) 4-dr., $1,435*; 
Fairlane (8) 2-dr. Victoria, $1,420* 
(ps); 2-dr., $1,160*; 4-dr., $1,095; 
Fairlane 500 (8) 2- dr., $1,320, $1,250; 
Custom 300 (6) 4- -dr.,. $1,050; Custom 
(8) 2-dr., $1,005; Main (6) 2-dr., 


$945. 

*56 Country Sedan (8) 4-dr., $1,120*; 
Fairlane (8) 2-dr. Victoria, $1,110* 
(ps), $1,095* (ps); 4-dr., $1,035; Cus- 
tom (8) 4-dr., $855; Custom (6) 4-dr., 
$795, $635; Main (6) 4-dr., $795. 

’55 Fairlane (8) 2-dr, Victoria, $955; 
Custom (8) 2-dr., $650 

’54 Custom (8) 2-dr., $650, $570, $485°; 
Custom (6) 2-dr., $395. 

"53 Main (8) 4-dr., $440; Custom (8) 


(ps) ; 


$975°. 
‘55 Monterey 2-dr, hardtop, $945* (ps); 
$805* 


4-dr., $895°*; Montclair 4-dr., 
(ps)., 
OLDSMOBILE — '56 (98) 4-dr., $1,325; 
(88) Super 2-dr. Holiday, $1,195* (ps). 
"55 (88) Super 2-dr. Holiday, $1,205* 
(ps); (88) 2-dr. Holiday, $1,075* (ps); 
4-dr. Holiday, $960* (ps); 4-dr., $745*. 


PACKARD—’54 Clipper 4-dr., $495°. 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$2,290* (ps). 
Savoy (8) 4-dr. hardtop, $1,050*. 
’55 Savoy (6) 4-dr., $620. 
PONTIAC—’55 Star Chief 2-dr. Catalina, 
(ps); Chieftain 2-dr. Catalina, 
730°. 


'54 Chieftain 4-dr., $160 
’51 Chieftain 4- dr., $200; 2-dr., $105*. 
RAMBLER—’58 Custom (6) 4-dr., $1,075. 
"55 Custom (6) Cross Country, "$875. 
STUDEBAKER—’58 Commander (8) 4-dr., 
$1,025*. 
MISCELLANEOUS—’'59 (6) %- 
ton pickup, $1,495, $1,4 
Chevrolet (8) %-ton pickup, $1,225; 
Ford %-ton pickup, $1,1 
’56 Ford %-ton 
’55 Ford C700, 5 at $1,100; Ford C600, 
3 at $1,100. 
‘54 Ford %-ton pickup, $640. 
’53 International %-ton pickup, $465. 


WEST PALM BEACH 


West Palm Beach Auto Auction, Sale 
every Thursday, Prices are for sale of 
Oct. 29. Prices stronger than previous 
weeks. 81% of a good clean consignment 
was sold as new car dealers from an ex- 
tremely large area entered cars this week. 


2-dr., $385. BUICK—’57 Century conv., $1,150*. 
HUDSON—’57 Hornet (8) 4-dr., $1,025* ’55 Special 4-dr. Riviera, 3680"; 2-dr. 
(ps). Riviera, $615*; 2-dr., $530* 
LINCOLN—’53 Capri 2-dr. hardtop, $380, Cm 2-dr. Riviera, $525*; 4-dr., 
$370. 
MERCURY —’56 Custom 4-dr. hardtop, (Continued on Page 36, Col, 1) 
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with a BLUE CORAL Treatment 
the “Chromaphylactic” treat- 
ment known the world over 

for its enduring protection of 
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PROFITS 
YOUR 


NEW CAR 


with the new 


BLAUPUNKT FM/A 
transistorized CAR RADIO 


The new car you sell will mean even 
more to your customer...in pleasure, 
pride and value—with the transis- 
torized Blaupunkt FM/AM car 
radio, It’s the world famous, preci- 
sion engineered car radio that gives 
uninterrupted reception even in un- 
derpasses. Let him hear the superb 
high fidelity tone, the beautiful 
clarity of the Blaupunkt FM recep- 
tion. Your customer will be glad to 
have his car equipped with this dif- 
ferent kind of radio. You'll be glad 
to make extra profits. 


AM MODELS AVAILABLE — profit-making 
HI-FI AM sets also available, for 
the budget-minded customer. 


NATIONALLY ADVERTISED—in leading mag- 
azines and newspapers, on F'M radio 
—featuring a traffic-making “Prize 
Sweepstakes.” 


SENSIBLY PRICED — with a real profit for 
you on every sale! A few choice ter- 
ritories open for Franchised Dis- 
tributors. Write TODAY! 


ROBERT BOSCH CORPORATION 
BLAUPUNKT CAR RADIO DIVISION, DEPT. AN2 
40-25 CRESCENT ST., LONG ISLAND CITY 1, N. Y., 
OR 225 SEVENTH ST., SAN FRANCISCO 3, CALIF. 


Please send information about: 


4-dr., $2,170; 


(8) 4-dr., $2,370°. 
‘58 Impala (8) 2-dr. hardtop, $1,950*, 


$1,950; Brookwood (8) 4-dr., $1,795*; 


EASY TO INSTALL—In imported and 


American cars.:.large or compact. C) Bieupunht ond one redies 


COMPACT DEMONSTRATOR UNIT 


Let your customers listen to the rich 


540", HI-FI tone of Blaupunkt Car Radios EASY TO SERVICE—through more than BI kt P 
$1,385. in this demonstrator unit. It’s a i i i NAME OF FIRM 
(8) 2-dr, hardtop, $1,660*; proven sales-maker, available with service stations 
$1.140°. $1,330°; Two-ten (8)  2-dr., the Blaupunkt “Starter Deal.” 
'56 Two-ten (6) 4-dr., $880. —wi 
$985° 4-dr., $935, warranty. 


hardtop, (ps 
, $775; Two-ten Gey 2-dr., $835*, 
ma 9615 SYMBOL OF QUALITY... A sussiviary oF ROBERT BOSCH G.M.B.H. REG. U.S. PAT. OFF. BLAUPUNKT-WERKE GMBH HILDESHEIM-GERMANY 


"BS Bel Air 2-dr., $375; +=, ROBERT BOSCH CORPORATION, BLAUPUNKT CAR RADIO DIVISION, 40-25 Crescent St., Long Island. City 1, N.Y. or 225 Seventh St., San Francisco 3, Calif. 
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"51 Super 4-dr., $180*; 
$130° 


CADILLAC—’59 (62) 4-dr., $4,425° (ps). 
"58 (62) conv., $3,030* (ps), 


(ps). 

’57 (60) Special 4-dr., $2,400* (ps). 

"56 Eldorado conv., $1,700* (ps); 
conv., $1,670* (ps). 

Eldorado conv., $1,250* (ps); 
Special 4-dr., $1,200* (ps). 

OCHEVROLET—’'59 Impala (8) conv., 
125* (ps); 4-dr., $2,125; 
(8) 4-dr., $1,885; Nomad 
$1,700; Bel Air (8) 2-dr., $1,650*. 

‘58 Impala (8) conv., 
280* (ps); 
Yeoman (6) 4-dr., $1,305. 

'57 Two-ten (8) 4-dr, hardtop, 
2-dr., 
4-dr., $980; 2-dr., 
station wagon 2-dr., $1,100*. 


’56 Bel Air (8) station wagon 4-dr. (9 
Two-ten 


$800*; Bel Air 
(8) station wagon 4-dr., $570; conv., 


2-dr., $865*; 
Air rf 2-dr., 


’54 Two-ten (6) 2-dr., $335. 

’53 Bel Air (6) conv., $395*. 
CHRYSLER—’53 NY 4-dr., $300* 
DeSOTO—'55 Firedome 4- dr., 

’53 Firedome 4-dr., $270*. 
DODGE—’53 Coronet 4-dr., $275*. 


4-dr., $105. 

FORD—'58 Fairlane 500 (8) conv., $1,- 
375*; Fairlane (8) 2-dr., $1,180* (ps); 
Ranch Wagon (8) 2-dr., $1,310*. 

’57 Country Sedan (8) 4-dr., $1, 100* 
(ps); Fairlane 500 (8) 2-dr., $1,020*; 
Fairlane (8) 2-dr. Victoria, $950*; 
Ranch Wagon (8) 2-dr., $870*. 

'66 Country Sedan (8) 4-dr., $825*, 


$750°, $745* (ps); 
55 Custom (8) 2-dr., $615*, 
60°. 
54 Crest 2-dr. » $295, 


$450; 4-dr., 


Custom (8) 4-dr., $410* 


$350; Crest (8) 2-dr., $335, 
Ranch Wagon (8) 4 4-dr. $265°. 
LINCOLN—’57 Premiere 4-dr., 


(ps). 
Capri 4-dr., $635* (ps). 
"52 4-dr., $170* (ps). 


MERCURY—'56 Custom 4-dr. hardtop, 


$700*. 
"53 Monterey 4-dr., $380* (ps). 
OLDSMOBILE—'57 (88) 2-dr. 
$1,060*. 
"56 (98) conv., $995* (ps); 
Holiday, $920*. 
(88) 4-dr., $575* (ps). 
°53 (88) 4-dr., $245* (ps). 
PLYMOUTH— "59 Fury rig) 4-dr. hardtop, 
$1,875* (ps). 
Suburban (8) 4-dr., $1,400* 
Savoy (8) 4-dr., $1, 240° (ps). 
Savoy (8) 4-dr., 
"56 Savoy (8) 4- dr., 400°. 
"52 dr., $150 
PONTIAC—’60 gar 4-dr., $3,125. 
"59 vite 4-dr., $2,225 
’58 Chieftain conv., $1,430* (ps). 
56 Star Chief 2-dr. Catalina, $750. 
2-dr., $125. 
RAMBLER—’58 Custom 4-dr., $1,200*. 
*55 Custom Cross Country, $520. 
WILLYS—’53 Deluxe (6) station wagon, 


$200. 
MISCELLANEOUS—’'55 Ford (8) 


(88) 


Pickup, $250. 


FARGO, N. D. 


Tri-State Auto Auction Co. Sale every 
29. 


Thursday. Prices are for sale of Oct. 
Good on sharp cars. 
106 consignments. 
CHEVROLET—’58 Impala (8) 2-dr., 
550* (ps); Delray (8) 4-dr., 
Biscayne (8) 4-dr., $1,350*, 
Two-ten (8) 4-dr., $1,205*, 
$1,145*; Two-ten (6) 4-dr., 
56 Bel Air (8) 4-dr., 
ten (8) 4-dr., $785*. 
’55 Two-ten (8) 4-dr., 
Two-ten 4-dr., $425*, $395. 
53 Bel Air sport coupe, $240*; 
$200°. 
DODGE—’57 Coronet (8) 2-dr., $800. 
EDSEL—’58 Pacer 4-dr., $1,180* (ps). 
onieen, 59 Fairlane (8) 4-dr., $1,725* 


ps). 
"38 Custom 300 (8) 4-dr., 
500 (8) 4-dr., 230* (ps), 


2-dr., 


$1,195"; Custom 300 (8) 4-dr., §$1,- 
100*, $1, 095*, $1,080, $1, bese, 

56 Fairlane (8) 4-dr., $905*; Custom 
(8) 4-dr., $845, $830", 

Custom (8) 4-dr., $590°; Custom (6) 
2-dr., $315. 

Crest (8) 4-dr., $350*. 

"53 Custom (8) 2-dr., $275, $165. 

MERCURY— Monterey 2-dr., $875*; 


Custom 4-dr., $805*. 
‘55 Monterey station wagon, $500*. 
*54 Monterey 4-dr., $455. 
Monterey 2-dr., $135. 


OLDSMOBILE—’57 (88) Super 2-dr. Holi- 


day, $1,355* (ps). 
*56 (88) 2-dr., $730*. 
"55 (88) 4-dr., $555* (ps). 
*52 (88) 4-dr., $130*. 


PACKARD—’55 Clipper 2-dr. hardtop, 2 


at $395* (ps). 
PLYMOUTH—'53 Plaza 4-dr., $185. 

’51 Suburban 2-dr., 15. 
RAMBLER—'56 Deluxe 4- dr., $500. 
STUDEBAKER—’57 Commander (8) 4-dr., 

750. 


$ 
WILLYS—’53 4-dr., $225. 


MISCELLANEOUS—’50 Studebaker 2-ton 


truck, $180, 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Oct. 29. Market 
a shade lower here this week, Clean, late 
model cars bringing top dollar. Clean, older 
cars in strong demand. Rough cars going 


begging. Sold 168 cars from 193 consign- 
ments. 
BUICK—’58 Century 2-dr. $1,- 


855*; Special 4- -dr., $1,5 

RM 4-dr., $1,395 

RM 2-dr. $755*; Super 4-dr., 
$475*, $355*. 

Super 4-dr., $360*. 

CADILLAC—'58 (62) 2-dr., $3,200*. 

"56 (62) Coupe de Ville, $1,700*; 
hardtop, $1,552*. 

(62) 4-dr., $1, 240°, 

"51 4-dr., $150*. 


Impala (8) conv., $2,- 


Special 4-dr., 


$3,005* 


(62) 
(60) 
$2,- 
Parkwood 
(6) 4-dr., 


$1,630* (ps), $1,- 
2-dr, hardtop, $1,600* (ps); 


$1,175*; 
$995; Two-ten (6) station wagon 
$895; One-fifty (6) 


Custom (8) 2-dr., 


$1,645° 


Holiday, 
2-dr. 


(ps); 


Dump 
Truck, $300; Chevrolet (6) %-ton 


Sold 59 cars from 
$1,- - 


$1,155, $1,- 


2-dr. 


230°; sport 
"58 Impala (8) sport come, $1, 740°, 


730", 


sedan, $2,190*, 
$1,670*; conv., $1,550*; Bel Air 
$1,455*, $1,410*; Biscayne 

3 at $i, ,325*, $1,310*, $1,- 


$1,275°*; 
-» $1,060*, $1,045°*, 
$730; 2-dr., $900, $875, 
hardtop, $900*; station 
One-fifty (6) 2-dr., 


$1,000*; Bel 


pe, 
$690"; One-fifty (6) 


station wagon, $810*. 


"55 Nomad (8) 
(6) 2-dr, hardtop, 


conv., 
4-dr., 


on, $530°; 
Two-ten station wagon,. 


Air 4- 


Two-ten 2-dr., 


2-dr., $730*; Bel Air 
$675*; Bel Air (8) 
$575*; Two-ten (8) 2-dr., $650°; 


$550; One-fifty (6) station wag- 
dr., $365. 

$345*; Bel 
$275, $230*. 


dr., $225 


CHRYSLER—’58 NY 4-dr., $1,800*. 
’56 Windsor Town & Country, $1,350*. 


’55 Windsor 2-dr, hardtop, $650*; 


$590°. 


4-dr., 


’53 Windsor 4-dr., $100. 
DeSOTO—’58 Firedome 4-dr., $1, 


590*. 
Fireflite 4-dr. $1,450*; 


dome 
DGE— 


Fire- 
4-dr., $1,0 
E—’58 Royal 4-dr. hardtop, $1,- 


(8) 4-dr., $1,050 
Cust: 


om Royal (8) 4-dr., “grt8°; Royal 


(8) 2-dr, hardtop, $685*, 
’55 Coronet (8) 2-dr., $455*. 
Coronet (8) 4-dr., $180*. 
Thunderbird (8) 2-dr, hardtop, 


,000*, 
Thunderbird (8) 2-dr, hardtop, §2,- 
780*; Fairlane 500 (8) 4-dr, Victoria, 
4-dr., $1,- 


Ranch Wagon (8) 4-dr., $1,120 

’57 Fairlane (8) 2-dr,. Victoria, $1, ; 
4-dr., $680*; Fairlane 506 (8) 2-dr. 
Vietoria, $1,275*; 4-dr. Victoria, $950*; 
conv., $1,080*; Country Sedan (8) 4- 
dr., $1,015*; ‘Custom 300 (6) 4-dr., 
$865; Custom (6) 2-dr., $725. 

"56 Country Sedan (8) 4-dr., $1,050*; 
Fairlane (8) conv., $740*; 4-dr., $660*, 
$630*; Custom (8) 2-dr., $600*, $580*; 
4-dr., $550*; Country Squire (8) 4-dr., 
$590"; Main (6) 4-dr., $475. 

Fairlane (8) 2-dr. Victoria, $655*; 
4-dr., $420*; conv., $350*. 

’54 Custom (8) 2-dr., $350*, $290; Crest 
(8) 2-dr, Victoria, $295; conv., $195*. 

53 Custom (8) 4-dr., $325*; 2-dr., $225. 

Crest (8) 2-dr. Victoria, $275. 


LINCOLN—’57 Capri 2-dr. hardtop, $1,- 
700°. 
’55 Custom 4-dr., $510*. 
’54 Capri 2-dr, hardtop, $500*. 
MERCURY—’58 Montclair 4- dr. hardtop, 
$1,700*. 
’57 Montclair conv., $1,375*; Monterey 
4-dr., $1,025*; sport coupe, $920*. 
’56 Montclair sport coupe, $885*; Custom 
2-dr., $650. 
Montclair 2-dr, hardtop, Mon- 
terey sport coupe, $600*, 
OLDSMOBILE—’58 (98) 4-dr. 
$2,350*; (88) Super 2-dr. Holiday, $2,- 


1 
’57 (88) Super 4-dr., $1,360°, 
"56 (88) 4-dr., $965*, $820*. 


(98) 4-dr. Holiday, $980*°; (88) Su- 
"50 (98) 4 $100°. 
PACKARD. 68" Clipper 2-dr. hardtop, 


75* 
Clipper 2-dr., $190; 2-dr, hardtop, 
140°. 
PLYMOUTH—’58 Belvedere (8) 2-dr. hard- 


top, $1,500*; Suburban (8) Sport 4- 
dr., $1,400*; Savoy (8) 4-dr, hardtop, 
$1,105*; 4-dr., $1,030, $920*. 

Suburban (8) Custom 4-dr. -» $975, 
$920*; Savoy (8) 4-dr., $900*, 

’56 Plaza (8) 2-dr., $510. 

’5S Savoy (8) 4-dr., $495*; 2-dr., $380; 
Belvedere (6) 2-dr. hardtop, $340*. 

’54 Belvedere conv., $380*%; 4-dr., $235; 


Savoy 4-dr., $195*. 
'53 Cranbrook 4-dr. +, $165, $155. 
Star Chief 2-dr. Catalina, 


of har ‘Ghiet 4-dr., $1,230*. 

Chieftain 4-dr., $750*. 

Star Chief conv., $690°. 

Chieftain 2-dr. Catalina, $485*; 2- 
dr., $300*; Star Chief 2-dr, Catalina, 
$450°. 

‘53 Chieftain 2-dr, Catalina, $190*. 

’52 Chieftain 2-dr, Catalina, $150*. 

RAMBLER—’58 Custom (6) Cross Coun- 
try, $1,425. 

’56 Super 4-dr., $575. 

’52 Custom. Cross Country, $125. 

WILLYS—’53 2-dr. hardtop, $105. 


DANVILLE, VA. 


Danville Auto Auction, Sale every 
Wednesday. Prices are for sale of Oct, 28. 
Offerings limited, due most likely to the 
steel strike. Prices very high, 
BUICK—’56 Century 4-dr., $890* (ps); 

Special 4-dr., $855*; 2-dr., $850* (ps), 
$815", 

"55 Century 2-dr., $755*; Special 2-dr., 

$705*, $550*; 4-dr., $625°*, 


CADILLAC—’56 (62) $1,700* ps), 

*55 (60) 4-dr., $1,585* (ps 

(62) 2-dr., $1,205* ise). 

CHEVROLET—’58 Bel Air (8) 4-dr. $1, 
495* (ps), $1,480° (ps), $1,385* ps); 
Two-ten (6) 2-dr., $1,380; Biscayne 
(6) 4- 305, $1,255*; Delray (6) 
4-dr., $1,1 

Bel Air 4-dr., $1,480*, $1.455*; 
Two-ten (6) station wagon 4-dr.. $1,. 
155, $1,120; 4-dr., $1,015, $925. 

Bel Air (8) 4-dr., $975; Tw o-ten 
(8) station wagon 4-dr., $850*, $430; 
4-dr., $815, $805, $705*; Two-ten (6) 
4-dr., $1,155, 

"55 Two-ten (6) $690; 2-dr., 
2 at $655, Air (8) 4-dr., 
$705*; Bel Air (6) ie, $730, $535: 
One-fifty (6) 4-dr., $405. 

°54 Bel Air 4-dr., $455*, $450; Twwo-ten 
4-dr., $450, $405; 2-dr., $435; One- 
fifty 2-dr., $255. 

"53 Two-ten 4-dr., $385, $255°; 2-dr., 
$305; Bel Air 4-dr., $355*; 2-dr., $185: 


One-fifty 2-dr., 
EDSEL—’ 58 Ranger 4-dr., $1,175* (ps). 
FORD—’59 Galaxie (8) 2-dr., $2; _ (ps). 

58 Custom 300 (8) 4-dr., $1,1 
’57 Fairlane 500 (8) 2-dr., $1, ae. $1,- 


205*, $1,170*; Ranch Wagon (8) 2-dr., 
$1,145* (ps); Main (8) 4-dr., $1,025; 
Custom 300 (8) 2-dr., $975, $915. 

’56 Fairlane (8) 2-dr, Victoria, $1,005* 
(ps), $750*; Main (8) 2-dr., $650; 
Ranch Wagon (8) 2-dr., $625; Custom 
(8) 4-dr., $425, 


55 Fairlane (8) 2-dr. , $665; 4-dr., $580, 
$455*; Custom (8) 2-dr., $450. 

'54 Crest (8) 4-dr., $505; Conv., $455*; 
(8) $345; Main (6) 2- 
dr., $300; 4-dr., $255 

°53 Custom (8) "’ dr., $400°; Custom (6) 
2-dr., $210, 

52 Custom (8) 2-dr. Victoria, $305; 4- 
dr., $165, 

(Continued on Page 37, Col, 1) 


PROTECTIVE: 
PACKAGE 


Each Zip-Kit enclosed in 
air-tight, moisture-proof, 


heat-sealed, metallic foil. 
No more ‘‘mysterious 
disappearance” of parts. 


| 
; dr., $1,370*; Custom 300 (8) 4-dr., 
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‘ 190; 2 ‘ 
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COLN— Capri 4-dr., $480. 
MErCURY—’56 Custom 4-dr., $945; Mont- 
air 2-dr., $935*. 


Montclair 2-dr., $685* (ps). 
'53 Monterey 2-dr., $315*. 

OL} ‘“MOBILE—’58 (88) 4-dr., $1,405*. 
*56 (88) 2-dr., $1,080* (ps), $985* (ps). 
"BS (88) 4-dr., $890*; 2-dr., $850*, 

54 (88) 2-dr., $555* (ps), $410°, 
MOUTH—’57 Savoy (8) 2-dr., $960°*. 
’56 Belvedere (8) 2-dr., $855*; Savoy 
(8) 4-dr., $555. 
55 Belvedere (8) 4-dr., $230. 
rea Belvedere (6) 4-dr., $205*. 
PON TIAC— 55 Chieftain 2-dr., $705*; Star 
Chief 2-dr., $610* (ps). 
MISCELLANEOUS—’58 Ford (8) 
pickup, $950. 
’56 Ford (8) Delivery Panel, 
55 Ford (8) pickup, $575, 
’54 Ford %-ton pickup, $455. 


DETROIT 


Motor City Auto Auction. 
Monday. Prices are for sale of 
BUICK—’59 LeSabre 2-dr., $2,300*. 

’58 Century Estate Wagon, $1, 950°, 

850*; 2-dr. Riviera, $1,650*; 
2-dr. Riviera, $1,800* (ps); 
4-dr. Riviera, $1,725*. 

’57 Super 2-dr. Riviera, $1,400* (ps); 

dr. Riviera, $1,340* (ps); conv., 


%-ton 


Sale every 
26. 


$1,- 
Super 
Special 


$1,050°. 

‘56 Special Estate Wagon, $1,050* (ps); 
2-dr. Riviera, $755*; RM 2-dr., $960* 
(ps); 4-dr. Riviera, $950* (ps); Cen- 
tury 2-dr. viera, $850* (ps), $760* 


(ps). 
'5S Special 2-dr., $595, $450*; 2-dr. Rivi- 
era, $530, $375* 
OADILLAC—'57 (62) 4-dr., $2,300* (ps), 
$2,200* (ps); 2-dr., — (ps). 
"54 (6) 2-dr., $750° (ps 
CHE VROLET—’ 59 (8) 4-dr. hard- 
top, $2,200; Bel Air (8) 4-dr., $1,700. 
58 Impala (8) 2-dr. hardtop, $1,750*, 
$1,675* (ps); Nomad (8) 4-dr., $1,- 
(ps); Brookwood (8) 4-dr., 
600*; Yeoman (8) 4-dr., $1,540*; 
cayne (8) 2-dr., $1,350*, $1,180, 
$1,145; 4-dr., $1,330*, $1,325*. 
Two-ten (8) 2-dr., $1,160*; Two-ten 
(6) 2-dr., $1,150*; ‘Bel Air (8) 2-dr., 


$1,100. 
56 Bel Air (8) 2-dr., $790; Two-ten (8) 
2-dr, hardtop, $690°; ‘4-dr., $650*, 
$650, $605; 2-dr., $650; One-fifty (8) 
2-dr., $530; One- ‘Afty (6) 2-dr., $400. 
Air (8) 2-dr., $615*, $600", 
, $450; Two-ten (8) station wag- 
480°; 2 


2-dr., 4-dr., 
CHRYSLER — ’56 Windsor 2-dr. hardtop, 


210°. 
FORD—’59 Galaxie (8) 2-dr., $2,265* (ps), 


$2,100* (ps), $2,050*%, $2,050, $1,930*; 
2-dr. Victoria, $2,200* (ps). 

"58 Thunderbird (8), $2,750* (ps), §2,- 
645*; Fairlane 500 (8) 4-dr., $1,600*; 
conv., $1,550° (ps); 2-dr., $1,500* 
(ps); 4-dr., $1,380*; Ranch Wagon (8) 
2-dr., $1,235. 

’57 Country Squire (8) 4-dr., $1,300*; 


Fairlane 500 (8) 2-dr., $1,165*; Ranch 
Wagon (8) 2-dr., $1,125*; Custom 300 
300 (8) 2-dr., $750. 

’56 Country Sedan (8) 4-dr., $880*; Cus- 
tom (8) 4-dr., $825* (ps); 2-dr., $405; 
Fairlane (8) 2-dr. Victoria, $800* (ps); 

$800*, $675*; 4-dr. Victoria, 

(ps); Ranch Wagon (6) 2-dr., 


$605. 

‘55 Fairlane (8) 2-dr., $695*; 2-dr. Vic- 
toria, $595, $555*; Custom (8) 2-dr., 
$570; Custom (6) 2-dr., $450*, $370; 
Ranch Wagon (8) 2-dr., $450. 

Custom (8) 2-dr., $330*, $125*; 4- 
dr., $210; Main (8) 2-dr., $300. 

MERCURY—’58 Park Lane 4-dr. hardtop, 


2 at $1,800* (ps); Monterey 2-dr., $1,- 
250° 

57 Monterey 4- “ar. hardtop, $1,200* (ps); 
2-dr., $1,125* 


Custom station wagon, $710*. 
55 Custom 2-dr. hardtop, $455*; 2-dr., 
$450°. 
Monterey 2-dr., $290 
MOBILE — 4-dr., $2,575* 


‘st P98) 2-dr. Holiday, $1,390* (ps); (88) 
conv., $1,375* (ps). 

’56 (88) 4-dr. Holiday, $1,600* (ps), $1,- 
050* (ps), $995* (ps). 


"5S (88) 4-dr., $875* (ps); 2-dr., $700*, 
$595*; (98) conv., $850* (ps); 2-dr., 
$850 (ps); (88) Super 2-dr., $610* 


(ps). 
’54 (98) 2-dr. Holiday, $590* (ps); (88) 


PLYMOUTH—’58 Suburban (6) 4-dr., $1,- 


PONTIA 


RAMBLER — '59 Ambassador (8) Cross 


$525*. 
STUDEBAKER—’56 Commander (8) 4-dr., 
$265. 


MISCELLANEOUS — '54 Ford (6) %-ton 


Wednesday. Prices are for sale of Oct. 28 
BUICK—’58 Special 4-dr., $1,595*. 


Savoy (8) 4-dr., $1,125*; 2-dr. 


’57 Suburban (8) 4-dr., $1,130*; Savoy 
(8) 2-dr. hardtop, $850*. 

'56 Belvedere (8) 4-dr., $660°; conv., 
$575; Suburban (6) 2-dr., $650; Savoy 
(8) 4-dr., $555*, $400 

'55 Belvedere (8) 2-dr. hardtop, $525*; 
conv., $375. 

"53 Cranbrook 2-dr., $215. 

© —’59 Bonneville conv., $3,050* 

$2,800* (ps); Safari 


250°; 
900°, 


(ps); 4-dr. Vista, 


4-dr., $2,775* (ps); Catalina Safari 
4-dr., $2,550* (ps); Star Chief 4-dr., 
$2,400* (ps). 


‘58 Bonneville 2-dr. Catalina, $2,200*; 
Chieftain 2-dr., 


$1,500*; 4-dr. Cat- 
alina, $1,485*. 
’57 Star Chief 4-dr, Catalina, $1,265* 
(ps). 
’56 Chieftain station wagon, $845*; 4- 


dr. Catalina, $680* 
’55 Star Chief 2- dr. Catalina, $590*, 


$535*; 2-dr., $575*. 


Country, $1,950*, $1,885 
*58 Ambassador (8) ‘Country, $1,- 
800* (ps), $1,500, $1,450* (ps). 
’57 Custom (8) Cross Country, $1, 275. 
Custom Cross Country, $860’ 
Super Suburban, $585*; 2- $550, 


’55 Commander (8) 4-dr., $155. 
pickup, $335. 


SEATTLE 


South Seattle Auto Auction, Sale every 


’57 RM 4-dr, Riviera, $1,435* (ps). 


DODGE—’55 Coronet 
$735 


Special Estate Wagon 4-dr., $970*; 
Super 2-dr. Riviera, $755* (ps). 

Special 2-dr. Riviera, $305*, $230*; 
RM 2-dr, Riviera, $295* (ps); Super 
2-dr. Riviera, $275*; 4-dr., $210°, 
$205*, $135* (ps). 

’51 RM 4-dr., $190*. 

CADILLAC—’56 Eldorado Seville, $2,495* 


(ps 
55 (62) conv., $1,325* (ps). 
"53 (62) 4-dr., $215*, $200*, 
"49 (62) 4-dr., $190*. 


CHEVROLET—’59 Impala (8) sport coupe, 


$2,335; Bel Air (8) 2-dr., $1,945. 

’58 Impala (8) sport coupe, $2,000*; Bel 
Air (8) 4-dr., $1, 480°; Delray (8) 4- 
dr., $1,305*, 


2-dr., $1,435*; 


coupe, $1,550*; 
4-dr., $1, 350°; Two-ten 
(6) 4-dr., $1,065. 


"56 Bel Air (8) sport coupe, $1,130*, 

; 4-dr., $1,070*; Bal Air (6) 
2-dr., $1,030*; 4-dr., $785 

Bel Air (8) sport $1,030*; 
4-dr., $850*. 

"53 Bel Air sport coupe, $460*; 4-dr., 
$445*, $395*, $345; Two-ten 4-dr., 
$400*, $295, $220; One-fifty 2-dr., $320. 

‘52 Bel Air sport coupe, $255; Deluxe 
4-dr., $220; 2-dr., $145*. 

"51 Deluxe 4-dr., 


CHRYSLER—’53 NY 4-dr. $135*. 
DeSOTO—’'56 Fireflite 2-dr. 


$1,- 


$125*, $110*. 
2-dr. hardtop, 


hardtop, 
040* (ps), $1,025* (ps). 

’53 Firedome 4-dr., $190*, 

(8) 


53 Meadowbrook 4-dr., $120. 


EDSEL—’58 Pacer 4-dr., $1,230*. 
FORD—’60 Fairlane (6) 4-dr., $2,240. 


Thunderbird (8) 2-dr. hardtop, §$3,- 
495* (ps). 

’58 Country Sedan (8) 4-dr., $1,925* 
(ps); Fairlane 500 (8) 4-dr., $1,605*; 
Custom 300 (8) 4-dr., $1,395*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 


300* (ps); Century 4-dr. Riviera, $1,- $900 
220*; Special 4-dr., $1,080*; 2-ar., DeSOTO_’57 Firedome 2-dr. hardtop, $1,- 2-dr. Holiday, $495*. ’56 Special 4-dr. Riviera, $980* (ps). 450* (ps), $1,195*; Fairlane (8) 4-dr. 
ee $1,110*; Country Sedan (8) 4-dr., $1,- 
295°. 
’56 Fairlane (8) 2-dr. Victoria, $1,305* 
(ps), $825*; conv., $995*; 2-dr., $630*; 


Custom (8) 2-dr., $970*. 


4-dr., $695"; Custom (8) 2-dr., $505*; 


Main (8) 2-dr., $475. 
Custom (8) 2-dr., $550°*. 
’53 Ranch Wagon (8) 2-dr., $310; 
$285, $210°. 
’52 Custom (8) station wagon, $220*. 
*51 Custom (8) 2-dr. Victoria, $185*. 
HUDSON—’ 54 Hornet (6) 4-dr., $440*. 
LINCOLN—’55 Capri sport coupe, $825* 


(ps). 
MERCURY—'56 Montclair sport coupe, $1,- 
sport coupe, $670*; 4-dr., 
65*. 


Custom 4-dr., $535*. 
NASH—’ 52 Ambassador 4-dr., $305*. 
OLDSMOBILE —’58 (88) 4-dr., $1,995* 
(ps). 
’57 (98) 2-dr. Holiday, $1,665* (ps). 
’56 (98) 2-dr. Holiday, $985* (ps); (88) 


4-dr., 


4-dr., $985* (ps). 
’55 (98) 2-dr. Holiday, $950* (ps); (88) 
2-dr. Holiday, $675* (ps). 


(98) conv., $785* ( 
"53 (88) 2-dr. "Holiday, (ps); 4-dr., 
$205*. 
’52 (98) 4-dr., $380* (ps). 
’50 (88) station wagon, $200*. 
PACKARD—'54 Clipper (8) $260. 
’51 Clipper (8) 4-dr., $105 
PLY poe UTH—’59 Suburban 8) 2-dr., $2,- 


$1,175*; 
’55 Belvedere (8) 2-dr. hardtop, $725* 
(ps); Savoy (8) 4-dr., $440*. 
’53 Belvedere (8) 2-dr. hardtop, $350*. 
PONTIAC—’56 Star Chief 2-dr. Catalina, 
Chieftain 2-dr. Catalina, 


§ 
54 Chieftain 4-dr. -, $360*, $350*, $310*. 
’53 Deluxe 2-dr., $205*, $190*, $185*. 
*51 Chieftain 2-dr. Catalina, $135*. 
STUDEBAKER — ’'55 Commander 4-dr., 
$575*. 
MISCELLANEOUS—’55 Ford (8) %-ton 
%-ton pickup, $500. 
°49 Chevrolet (6) %-ton pickup, $195. 
°45 Ford (6) %-ton pickup, $240. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday. Prices are for sale of Oct. 29. 
Sold 541 cars from 718 consignments. 
BUICK—’59 Electra 4-dr. Riviera, $2,525* 

(ps) ; — 4-dr., 2 at $2,375* (ps); 


2-dr., $1,9! 
"58 Special 2-dr, Riviera, $1,800*; RM 
(ps); Century 


4-dr. Riviera, $1,875* 
conv., $1,745* (ps). 

°57 RM 2-dr. Riviera, $1,325* (ps); Cen- 
tury 4-dr. Riviera, $1,210* (ps); Spe- 
cial 4-dr., $1,175*; 2-dr. Riviera, $1,- 
110* (ps). 

"56 Super 4-dr. Riviera, $980* (ps); 2- 
dr. Riviera, $960* (ps); Century 2-dr. 
Riviera, $885*; RM 4-dr. Riviera, 


"57 Savoy (8) 4-dr. hardtop, 
$750. 


Plaza (6) 2-dr., 


$800* (ps). 
"5S Special 4-dr. Riviera, $780*; 2-dr. 
Riviera, $600°, $540*, $485°; Super 


2-dr. Riviera, $715* (ps), $685* (ps), 
"54 “Century 2- = $500*; Special 
2-dr. Riviera, $290. 
4-dr., $325*; 2-dr. Riviera, 
CADILLAC—’59 (60) Special 4-dr., 
980* (62) conv., $4,680 ), 
; 2-dr., $4,175* =a 
de Ville’ 2-dr. hardtop, $4,- 
: 475* 4-dr. hardtop, $4,390* (ps). 
*58 (60) Special 4-dr., $3,735* (ps); (62) 
— de Ville, $3,250* (ps), $3,125* 
Ps). 
"657 (60) Special 4-dr., $2,775* (ps), $2,- 
535* (ps), $2,300* (62) Coupe 
de Ville,:$2,515* (ps 
"56 (62) 4-dr., $1, 7308 (ps); Sedan de 
Ville, $1,500* (ps). 
"65 (62) Coupe de Ville, $1, 350* 


(ps), 


060" (ps), $990* (ps); (60) 
4-dr., $1,010* (ps). 
*40 2-dr., $450. 
CHEVROLET—’59 Impala (8) sport coupe, 
$2,295* (ps), $2,230*; conv., $2,240* 


(ps); Bel Air (6) 2-dr., $1,750*; Bis- 
cayne (8) 2-dr., $1,585; Biscayne (6) 


2-dr., $1,550, 
*58 Corvette (8) conv., $2,500; Impala 
: Biscayne (6) 


265*; Biscayne (8) 4-dr., 
Air (6) 4-dr., $1,300, $1, 
Nomad (8) 2-dr., $1, "270*; Two-ten 
(8) 4-dr., ; Two-ten (6) sport 
00; 4-dr. » $1,075", $1,050; 
One-fifty (6) station wagon, $750 
"56 Bel Air (8) 4-dr., $990°, $750; Bel 
(Coatinued en Page 38, Col, 3) 


CARTER CARBURETOR 


pivision OFOCE INDUSTRIES, INCORPORATED © ST. LOUIS 7, MissouRI 


| 
Ps), 
| 
Ds); | 
ayne 
(6) | 
155°; | | 
$1,- 
o-ten 
330°; 
(6) | 
2-dr., 
i-dr., | 
$535; 
o-ten 
One- | 
2-dr., 
$185; 
8). 
(ps). 
$1,- 
2-dr., 
,005* 
$650; 
stom 
$580, | 
455°; 
3) $450; Two-ten (6) 4-dr., $330 
| °54 Bel Air conv., $490* (ps); Two-ten . 
1 (6) 
> 
. 
= 
| | 
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| A timely and Important Invitation to . 5 30 0-90 D, 
Used-Car Auction Prices 6 ay 
Follow-Up 
(Continued from Page 37) | 
Air (6) 4-dr., $775*; Two-ten (8) | DODGE—'’58 Coronet (8) 4- 4-dr., $1,210°. Obsolete 
sport coupe, $955; 2-dr., Two- Sierra (8) 4-dr., $1,2 os e 
ten (6) tion wagon, 7 'ustom yal (8) 4- ~ fe 0* (ps). 
"55 Bel Air (8) sport coupe, $675*, ’55 Coronet (6) 2-dr., $380. 
$610*; 4-dr., $650*; Bel Air (6) 2-dr.,| EDSEL—’58 Pacer conv., $1,200*; Ranger a 
$415*; Two-ten (6) 4-dr., $600, $470°, 4-dr. hardtop, $1,125* (ps); 4-dr., $1,- Dealers are u 
S100. FORD60 Thunderb $3.7 al 
00; One-fifty (6) 2-dr., underbird (8), 75° ( ; ; 
’54 Bel Air sport coupe, $525*; 4-dr., Galaxie (8) Starliner, $2,82. — spending large ti 
$260*; Two-ten station wagon, $325. "59 Galaxie (8) 2-dr. Wunewia. "$2,200°; amounts of 
CHRYSLER— 59 Windsor Town & Coun- 300 (6) 2-dr., $1, 15008. tt 
try, $2,725* (ps). ‘airlane 500 (8) conv., 1,505* (ps), i 
"58 4-dr. ,885* (ps). (ve); 2-dr, money and still sl 
indsor 4-dr., (ps). (ps), ,080*; 4-dr, ictoria. 
ndsor 2, ry an ithi 
re ome -dr. r om Peg 
355* (ps); 2-dr, hardtop, $935* (ps). dr., $1,050, 12 month period. 
rlane ) skyliner, $ bd 
$1405", | $1440" | (pe), $1,320" Can follow-up ‘ 
r. oria, (ps), i 
85, $1,050*; conv., $1,005, $955* (ps); be working? r 
rw $725* (ps); 2-dr., $700* (ps): 
Ranch Wagon (6) S-dr., 9000; D 
4 4- Victoria, $1 $700°; If you are looking ahead to the R 
- ps); 2-dr., ; Fair- 
Cars (6) Country Sedan| | "€W model and to 1960 sales... 3; 
) 4-dr., ,040; Custom 300 (8) 4- 
Lioya—'58 2-dr., $320 dr, equally important, the present tic 
’56 Parklane (8) 2-dr., $890*; Fairlane ess own 
$300. (8) 2-dr. Victoria, $830°, $695*; 4-ar., service business of the ors ou 
$675* (ps), $655* (ps), $500*;' conv, in your area. lai 
BORDENTOWN, N. J. $375*; Custom (By. *2-dr. Victoria 
Fiat—'59 4-dr., $850. 
$720*, $550; 2-dr., $490*, $355 $340; 
Custom (6) 2-dr., $380; Country Sedan YOUR LOST OWNERS St 
"58 4-dr., $730*, $710. ; -dr., 
9700 Country Sedan (8) 4-dr., $625*, $540, In 
If you handle Pontiac, Olds, Buick, DeSoto, Dodge, : } Velkewagen'29 2dr” $1,440. $440; Fairlane (8) 4-dr., $585*, $575; th 
Mercury, Chrysler or other lines in this class, Detroit's "58 2-dr., 2 at $1,200. ad 
compact cars are going to intensify the problems al- CALDWELL, N. J. 
ready posed by imported and American economy cars... Simea—'55 4-dr., $255. "04 Crest cu 
7 CHICAGO LINCOLN—'58 Gapri 2-dr., $2,160* (ps). to 
yYou'’LL NEED A GOOD, LOW. PRICED { Austin—'ST 2-ér 2-dr., $1,700* (ps); 
Y COMPETITIVE! 3 Metropolitan—'58 2-dr., $950. (ps). we 
We invite your consideration . cr 86 hed MERCURY—'59 Colony Park 4-dr., $2,550° no 
priced from $1575, has many, many features usually found $1,490. Mon terey” Par. 800. 
only in higher priced cars. hy 57 sunroof, $900 " on ph, ps); 2-dr., 
54 1.P. All-Aluminum Engine 94% inch wheelbase | DETROIT "57 Commuter 4-dr., $1,180* (ps). 
¢ Dual Carburetors © 40 Miles per Gallon 7 MG—'58 roadster, $1,400. 56 Monterey 2-dr. hardtop, $750°; 2-dr., 
A Metropolitan—'58 2-dr., $970 $550*; Custom 4-dr. $450°. 
A solid 2,050 Ibs. Vinyleather interiors i $1,005." Monterey 2-dr. hardtop, $600*, $330°; 
We have an exceptionally interesting proposition for aggres- Volkswagen—'58 2-dr. hardtop, $1,750. 
sive, foresighted, ethical dealers. Phone or write in complete "ST 2-dr., $980, ‘54 Monterey 2-dr., $400* (ps); 4-dr., LONG ISLAND CITY 1. NEW YORK 
confidence for full details. $345; Custom 4-dr. 
FLINT OLDSMOBILE—'59 (88) Super, cony., $2,- 
—'59 Pref -dr., $890. (ps); 2-dr. Scenic, ,625* (ps), 
4.400 58 (88) 2-dr, Holiday, $2,095*, $2,800* 
30-15 35th Ave., Long Island City, N. Y. EMp (Ps); 2-4 ‘oo bos; (88) 
Borgward—'58 Isabella station wagon 2- day, $1,940° (ps 
dr., $1,390 "57 (98) conv., $1, 560° (ps); 4-dr, Holi- 
Minx 4-dr., $120. 
"58 '2-dr., dr. Holiday, $1,500* (ps), $1,200* (ps); 
Tested Sales-Boosting Give-Away for Auto lectin 2-dr., $965, Holiday, $1,400 (oa); (88), 
ay (ps); -dar. 
(Successful last Christmas for the world's largest dealer.) 56 2-dr., $740. (ps), $1,035* (ps). P 7 
$1,020, $960.) ‘2-dr. Hoilday, $1,075* (ps); 
Perfect for your showroom, and as Triumph—’57 TR-3 roadster, $1,485. (ps); (88) 
resale item! 91,208, 2-dr, Holiday, $800, $790 START 1960 RIGHT por 
Nationally Advertised 2-dr., $1,050 £98) “Gr. gazoe (ps); (88) per 
, vedere - . 
METAL CHRISTMAS TREES ee meee 25°; Savoy (8) 4-dr., $1,500 Enjoy progress and growth with 
MANHEIM, PA. Belvedere. 300° (Pa); Sex 
eee + to you ces! tin—'59, $1,460. uburban (6) 2-dr., $1,155; Savoy (8) 
@ Reusable, last a lifetime! Ford (English)—’59 4-dr., $1,360. $1,0108 ; U. 
@ Brilliant, lustrous, stainless! Hiliman—’58 Minx conv., $940. ps); Savoy -dr:, ; rec 
4 Savoy (6) 2-dr. hardtop, $745*. 4 
Natural, perfectly proportioned! $1, 525. 56 Savoy (6) $620: Plaza (6) P For new Car dealers only 
Easy to assemble 4-dr., 5°. 
—' nneville 4-dr, 
FORMERLY SOLD FROM $79 to $97.50 eo 4-ar,, $8,000 050* (ps); conv., $3,000* (ps); Cata- Put 
Renault—’57, $750; station wagon, $670. lina _conv., $2,600* (ps), $2,525%; 4- s 
Saab—’58 2-dr., $810. dr. Vista, $2,550* (ps); Star Chief 4- mE con 
Tree Nationally Dealer , A 
per Chief 4-dr. Catalina, $1, WRITE TODAY per 
2% ft. $ 9.95 $ 3.00 55 TR-2 conv., $850. 57 Star Chief Safari, $1,550* (ps); Su oth: 
3% ft 14.95 3.75 Vauxhall—'58 4-dr., $890. per Cates sar. Catalina, 31, aise (ps), Drawer 7126 app 
Or for more information 500... 2-dr, Catalina, $800* (ps); Chieftain enu 
: write, phone or wire deluxe 2-dr., $1,300. es 06): Conan. Counter, Fort Lauderdale, Fla. abo 
$1,440; 4-dr., $1,355*, $1,175; Ameri- 
Revolving Stand Coler Spot else evail- Summit, lll. | Wartburg—’59 station wagon, $490. ustom 4-dr., 
able. Unconditional Satisfaction Guaranteed. Globe &-2932 Super 4-dr., $380, A 
PORTLAND, ORE. — Champion (6) 2-dr., Vier 
Ford (English) Anglia $560. Rea 
Renault—’'59 Dauphine 4-dr., ,100, Whi 
H H Simea—'58 4-dr., $920. in "Brie 
Give Faster Customer Service conv. $1725 
Triumph—’ roadster, $2,000. ° r 
Now it is no longer necessary to build up smoldering SALT LAKE CITY, UTAH qvell Weanesnay Desens, Sestan ‘properly lens 
resentment in your customers’ minds by keeping them wait- Renault—’57 4-dr., 3680. <etalled care well serens the board. sale 
ing for someone to come and write up their repair orders. ba aw “ag me “ane” $1,600. taking slight dip, Sold 70 percent of 501 oa 
You can now capitalize on the popular idea of self-service '56 2-dr., $700. | ‘ ee 4s Fi 
and let them write their own orders on a very simple SEATTLE CHICAGO ~- fron 
PY Arena Auto Auction. Sale every Tuesday teen 
check-off type of SELF-SERVICE MENU listing service items 2-dr., $1,400. cone wom STOP ‘TRAFFIC 
that the average employe would never think of suggesting. roadster, $1,700. a Neu 
Sells more service, saves customers’ time and tempers and $008. consignments, with A 
also. yours. EBENSBURG, PA. cam 
Order 1,000 today at the triat price of only $7.95, if WEST PALM BEACH, FLA. Ebensburg Auto Auction. Sale every PENNANTS spec 
j . snes Borgwaré—’58 Combi station $1,- Thursday (Oct. 29). Once again there were laun 
check accompanies order to save us billing and bookkeep- oe wagon, "| more new faces and cleaner offerings. Sold| | There ig nothing chee you con bey for ree 
ing cost. Fiat—'59 2-dr., $790. any price that will attract as much atten- | Baron 
Goliath—’59 station 2-dr., $815, MANHEIM, PA. tion as beautiful, colorful, pennants and St 
$875. every yet you can buy them for as little as 3c six 
Hillman—’ 2-dr., $490. ay eather: judy, 
| Meresdes— $1,510. percent of 747 ‘consignments. per foot. Write for our catalog. pear 
coo Metropolitana—'59 2-dr. top, »150. ar? 
1160 NORTH WOODWARD NSU Prinz—’59 2-dr., $800. VALDOSTA, GA. MYRLO CO (We 
POST OFFICE BOX 5, BIRMINGHAM, MICHIGAN Renault—'59 4-dr., $1,065. Tom Hewitt Auto Auction, Inc. Sale a 
} Simea—’59.2-dr. hardtop, $1,150. every Friday (Oct. 30). Lot of clean cars, Dept. N, 1231 Main Ave. or, 
58 2-dr. hardtop, $950. good buyers and an extra good sale today. Cleveland 13, Ohie Unit 
Triumph—'54 roadster, $270. Sold 60 percent of 200 consignments, 
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Makers Turn to Movies . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Theatre-Screen advertising 
among auto manufacturers contin- 
ues to grow as more than 90 films 
are now in the works or on loca- 

n. 
re) breakdown of films now on 
theatre screens across the country 
shows Chevrolet, on behalf of its 
standard size car, the Corvair, Cor- 
vette and trucks, and Buick, in 
promoting its Invicta, Electra, .Le- 
Sabre and Opel, leading the way 
with 13. 

Other makers and the number of 
films being used to promote their 
1960 models are: 

Ford division, 4; Valiant, 7; 
Dodge and Dart, 6; Chrysler, 8; 
Rambler, 5; Pontiac, 4; Oldsmobile, 
8; DeSoto, 2; Plymouth, 4; Mercury, 
8, and Studebaker Lark, 6. 

Oldsmobile has 10 films in the 
making; Rambler has four on loca- 
tions, and Ford, DeSoto and Plym- 
outh report they will have more 
later in the selling season. 


Survey Shows Ads Liked 

Results of a national study con- 
ducted by the Gallup Organization, 
Inc. for Redbook magazine reveal 
that 75 percent of Americans like 
advertising, and 65 percent believe 
they would find things “more diffi- 
cult” if advertising were suddenly 
to vanish. 

The most favorable attitudes to- 
ward advertising can be found in 
those groups with the highest eco- 
nomic, social and educational back- 
grounds, the survey showed. 

The study also shows that 79 
percent of the country’s white- 
collar workers and 75 percent of 
the professional and business 
people like and rely on advertis- 
ing. These figures contrast with 
the farm group, where only 65 
percent give their approval to 
advertising. 

Other facts the study reveals are: 
Fifteen percent of the population 
“dislike” advertising; 10 percent 
neither like nor dislike the ads they 
see; 76 percent said that if faced 
with the choice of an advertised or 
a non-advertised product of equal 
cost, they would choose the adver- 
tised product; 81 percent took the 
position that advertising helps keep 
the country prosperous because it 
creates sales, and 19 percent re- 
ported they have had personal ex- 
Periences in the past year where 

the product did not live up to its 
advertised claims. 


See $11.5 Billion in Ad Take 


Total advertising volume in the 
U. S. seems likely to reach a new 
record of $11.5 billion in 1959, ac- 
cording to Charles T. Lipscomb, jr., 
president of the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

Speaking in San Francisco, Lips- 
comb noted that both newspapers 
and television are running 8 to 10 
percent ahead of 1958 and that 
other major media are holding at 
approximately their 1958 levels. 
Newspapers’ total advertising rev- 
enue this year, he said, will be 
about $3% billion. 

* 


* 
Promotional Piece by Realist 


A 3-D mailing piece, called the 
Viewmailer, has been developed by 
Realist, Inc., a subsidiary of David 
White Instrument Co., Milwaukee. 

The Viewmailer includes a 3-D 
stereo slide, a set of polished plastic 
lenses and two-color printing of a 
Sales message on four separate 
Panels. A 35-m.m. model of the 
viewer is also available. 

Further information is available 
from Realist, Inc., 2051 N. Nine- 
teenth St., Milwaukee 5, Wis. 

* + 


New Willys Ad Campaign 

A farm and ranch advertising 
campaign for Jeep vehicles and 
specialized equipment has been 
launched by Willys Motors, Inc., 
through farm papers and farm- 
area radio stations. 

Starting in October, a series of 
six full-page advertisements ap- 
peared in Successful Farming, 
Farm and Ranch, Farm Journal 
(Western edition), California Farm- 
er, and the Western Farm Paper 


— 


papers in Washington, Oregon, 
Idaho, Utah, Arizona, Colorado and 
Montana. 

Supplementing the magazine ser- 
ies, 41 farm radio stations carried 
one-minute spot announcements on 
specialized Jeep farm equipment 
and the company’s line of four- 
wheel-drive vehicles. The announce- 
ments are being carried six times 
a week by each station over a per- 
iod of eight weeks. 

The farm ad program is in ad- 
dition to Willys co-sponsorship of 
“Maverick,” Sunday evening drama 
on the ABC television network, and 
local dealer newspaper campaigns. 

+ * 


Dodge Dealers Like Grant 


The newly formed Dodge Dealer 
advertising group of the Washing- 
ton (D. C.) area has appointed 
Grant Advertising, Inc., New York, 
to handle advertising and public 
relations activities for the 1960 
Dodge and Dodge Dart. 

The Washington appointment 


]| brings to over 30 the number of 


Dodge Dealer groups served by 
Grant Advertising. 
* 


* 
CCF Picks Ad Agency 

Columbus Coated Fabrics Corp., 
Columbus, O., has announced the 
appointment of the Cleveland Of- 
fice of McCann-Erickson, Inc., as 
advertising agency. The appoint- 
ment is effective Dec. 1. 


* * 

Agency for Auto Show 
Ruder and Finn, Inc., New York 

City, has been appointed by the 
Charles Snitow Organization to 
handle public relations and publi- 
city for the Fourth Annual Inter- 
national Automobile Show. The 
show will be held at the New York 
Coliseum next April. | 


Car Rental Picks Rep 
Floyd Boyer & Associates has 
been appointed public relations 
and advertising counselors for 
Cars Rental System, Fort Lau- 
derdale, Fla. 


* * 
Sun Electric Picks Rep 


Sun Electric Corp., Chicago, man- 
ufacturers of automotive test 
equipment, tachometers and instru- 
ments for aeronautical, industrial 
and military applications, has ap- 


pointed Hanson & Stevens, Inc., 
Chicago, as its advertising agency. 

A program which includes na- 
tional and trade magazines and 
other media is planned. 


Goodyear Ad Campaign 
As part of its winter ad cam- 
paign, Goodyear Tire & Rubber 
Co. has contracted for a series of 
ads in Hot Rod, Motor Trend and 
Motor Life magazines beginning 
with the De ber issues of the 
Petersen publications. 
* * 


Trucks an Ad Bargain 

A pamphlet titled, “How to Make 
Your .Trucks an Advertising Bar- 
gain,” is offered by Mulholland- 
Harper Co., Philadelphia, truck- 
sign specialists. 

For details write to Mulholland- 
Harper Co., 5800 Tacony St., Phila- 
delphia 24, Pa. 


New Plymouth Promotion 


A consumer magazine, the first in 
Plymouth’s 31 year history, made 
its debut with the announcement of 
the 1960 models. 

The Plymouth Traveler, a month- 
ly 24-page publication, will be dis- 
tributed to customers through 
Plymouth dealerships. Circulation 
is expected to exceed a million by 


Jan..1, according to Louis T. Hag- 
opian, Plymouth director of adver- 
tising and sales promotion. 

Every monthly issue will feature 
travel-personality stories by lead- 
ing national writers and photog- 
raphers. 

* 
Compton Adds Account 

D. K. International Corp., ex- 
clusive importers of the Daihatsu 
Trimobile, three-wheel utility ve- 
hicle manufactured in Japan, has 
appointed Compton Advertising, 
Inc., Los Angeles, to handle its na- 
tional advertising. 

* * 
Personnel Changes 

Roy D. Duckworth jr. from na- 
tional advertising staff to classified 
display advertising manager of the 
New York News, succeeding the 
late Richard S. Ticher . .. Herbert F. 
Ohmeis jr. from manager of the 
Southeastern territory to manager 
of the Detroit office of Nation’s 
Business . . . James M. Kiss from 
Promotion director of Station 
WPEN, Philadelphia, to public re- 
lations director of TV Guide, Rad- 
nor, Pa. ... John J. Verstraete jr. 
from manager of institutional pub- 
licity to the newly created position 
of director of communications for 
Minnesota Mining & Mfg. Co. 


THE HANDSOME EXTERIOR of the 


Fred Mor - 
stern Chevrolet Corp., Reading, Ponnaylvenis. 


TWO NATIONAL CLASS 
*Bis’ perform a tremen- 
dous number of tasks 
and cut payroll expenses 
and bookkeeping time 
for this widely-known 
automobile dealer. 


FRED MORGANSTERN, owner of the 
Fred Morganstern Chevrolet Corp. 


“Our C@alional Accounting System 


returns 109% annually on our investment!” 
—Fred Morganstern Chevrolet Corp., Reading, Pennsylvania 


Unit, which includes state farm 


“Five years ago our first National Class 
‘31’ was installed. Today, we can’t be- 
gin to name all the benefits our Na- 
tional Accounting System provides,” 
writes Fred Morganstern, owner of 
Fred Morganstern Chevrolet Corpora- 
tion. “One of the over-all benefits, how- 
ever, is that because of its versatility, 
each machine performs a huge number 
of different tasks. We like this since it 
cuts our payroll expense and operat- 
ing time. 

“Also, high on our list is the accuracy 
and control our Nationals give us. All 
information needed to keep our records 
up-to-date is instantly available...a 


big improvement over our former hand 
method which often took many hours. 
Our employees like National’s ease 
and efficiency of operation too. It has 
helped us maintain a high degree of 
company morale. 

“We’re convinced that our National 
System is by far the best available. Our 
National Accounting System saves us 
$16,000 a year. Returns 109% annually 
on our investment.” 


Owner of 
Fred Morganstern Chevrolet Corp. 


THE NATIONAL CASH REGISTER COMPANY, Dayton 9, Ohio 


1039 OFFICES IN 121 COUNTRIES + 75 YEARS OF HELPING BUSINESS SAVE MONEY 


Your business, too, can benefit from 
the time- and money-saving features of 
a National System. Nationals pay for 
themselves quickly 

through savings, then 
continue to return a 
regular yearly profit. 
National’s world-wide 
service organization 
will protect this profit. 


) 
| 
J | 
| 
REG ULS.PATLOFF. 
ACCOUNTING MACHINES 
ADDING MACHINES CASH REGISTERS 
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Current Prices on U. S. Cars 


The following sug- 


prices include the 

ted dealer 

p ~ charges. Not in- 

cluded are variable items passed on to 

the retail buyer, such as State and local 

taxes, portation charges and op- 
tional equipment. 


(Copyright, 1959, by Automotive News) 


BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr. sed., $2,756; 4-dr. hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
Wwag., $3,493. Inmvicta—4-dr. sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, §3,- 
447; conv., $3,620; 4-dr. 2-seat stat. wag., 


$3,841; 4-dr, | 3-seat stat, wag., $3,948. 
-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 


—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Invicta, Electra and 
Electra 225. Power steering and power 
oe standard on Electra and Electra 

) 


CADILLA -Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 


de Ville 4-dr. hardtop (flat roof or sloping 


roof), $5,498; Coupe de Ville 2-dr, hardtop, 
$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 


Sixty Speciak—4-dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine, 
$9,748. (Hydra-Matic, power steering 
power brakes standard on all models.) 


CHEVROLET—(Prices are for six-cylin- 
der models. For V-8s, add $107). Biscayne 


Flee 
$2,230. Biscayne—4-dr. sed., $2,316; 2-dr. 
sed., $2,262; utility sed., $2,175. 
4-dr. sed., $2,438; 2-dr, sed., $2,384; 4-dr. 
hardtop, $2,554; 2- dr. hardtop, $2,489. Im- 
-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653; 
4-dr, 2-seat Parkwood, $2,747; 4-dr. 3-seat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 
CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr. hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
$3,733; 4-dr, 3-seat stat. wag., 
-dr. sed., 


hardtop, $4,518; 2-dr. $4,461; 
conv., $4,874.50; 4-dr. 2-seat stat. wag., 
$5,022; 4-dr. 3-seat stat. wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

CORVAIR—500 Series—4-cr 


Court Restores 
U. C. License to 
Dealer in W. Va. 


CHARLESTON, W. Va.—The 
West Virginia Supreme Court has 
unanimously granted a petition by 
a former automobile business in 
Logan County which seeks restora- 
tion of a license to sell used cars. 


The motor véhicles department 
had revoked as of Oct. 1 a dealer’s 
license held by National Realty 
Co., Inc., of Ashland, Ky., which 
was doing business at Stollings, 
W. Va., as McGuire Motor Sales. 


The appellate court action also 
had the effect of directing the mo- 
tor vehicles commissioner, Hubert 
A. Kelly, to show cause why the 
license should not be restored. 


The firm set forth in its petition 
that Deputy Motor Vehicles Com- 
missioner Philip R. Simms revok- 
ed its license without proper au- 
thority after a hearing here Oct. 
1, and also cancelled two dealer’s 
plates held by the motor sales op- 
eration. 


Kelly ordered the hearing on con- 
tentions that the motor sales firm 
was not a fulltime operation and 
did not have the proper facilities 
to meet requirements for a new-car 
or used-car dealership. 


Calendar 


(Continued from Page 10) 


% Feb. 27-March 6— Kansas City Auto 
Show, Municipal Auditorium Exhibition 
Hall, Kansas City. 

% Oct, 15-23—National Automobile Show, 
Cobo Hall, Detroit. 


General 


Nov, 12-13—The American Society of In- 
dustrial Designers, Open Meeting, Hotel 
Statler, New York City, 

25-28—33rd Annual National Auto- 
motive Accessories Manufacturers of 
America Exposition, Navy Pier, Chicago. 

Feb. 7-9—Automotive Affiliated Represen- 

tatives meeting, Manhattan Hotel, New 


‘or’ 

Feb. 10-13—Automotive Service Industries 
Assn. Show, Coliseum, New York. 

March 14-16—Canadian Automotive Whole- 
salers' & Manufacturers’ Assn., Queen 
Elizabeth Hotel, Montreal. 

May 10-12— Eighth Highway Transporta- 
tion Congress, Washington, Cc 


sed., $2,- 


se 6, Production Engineering 
how, Navy Pier, 
Sept. 6-16, 1960—Machine ‘oo! Exposition, 


038; cpe., $1,984. 700 Serles—4-dr, sed., 
$2,103; cpe., $2,049. 
DeSOTO—Firefiite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 
DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119.) Dart 
Seneca—4-dr. sed., $2,335; 2-dr. sed., $2,- 
283; 4-dr. 2-seat stat. wag., $2,700. 
Pioneer—4-dr. sed., $2, 464: 2-dr. sed., 
$2,415; 2-dr. hardtop, $2,493; 4-dr, 2-seat 
stat. wag., $2,792; 4-dr, 3-seat stat. wag., 
Dart Phoeni 


2,897. x—4-dr. sed., $2,600; 
4-dr. hardtop, $2,682; 2-dr. hardtop, $2,- 
623; conv., $2,873. Dodge Matador V-8— 
4-dr, sed., $2,935; 4-dr, hardtop, $3,080; 
2-dr. hardtop, $3,001; 4-dr. 2-seat stat. 
wag., $3,244; 4-dr. 3-seat stat. wag., 
$3,359. ge ~8—4-dr. sed., $3,- 
146; 4-dr. hardtop, $3,280; 2-dr. hardtop, 
$3,201; conv., $3,421; 4-dr. 2-seat stat. 


wag., $3,511; 4-dr. 3-seat stat. wag., $3,626. 

EDSEL—(Prices are for V-8s. For six- 
cylinder models, deduct $83.70, Convertible 
is not offered with six-cylinder.) Ranger— 
4-dr. sed., $2,697; 2-dr. sed., $2,643; 4-dr. 
hardtop, $2,770; 2-dr, hardtop, $2,704.50; 
conv., ,000. Station Wagon—4-dr. 2-seat 
Villager, $2,988.50. 

FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $113.) Fairiane—4-dr. 


sed., $2,311; 2-dr. sed., ok’ 257; business 
2-dr., $2,170. 4-dr. sed., 
$2,388; 2-dr. sed., Galaxie—4-dr. 


sed., $2,603; 2-dr. sed., $2,549; 4-dr, hard- 
top, $2,675. Starliner—2-dr. hardtop, $2,- 
610. Sunliner—conv., $2,860. Station Wag- 
ons—2-dr. 2-seat Ranch Wagon, $2,586; 
4-dr, 2-seat Ranch Wagon, $2,656; 4-dr. 
2-seat Country Sedan, §2,752; 4-dr. 3-seat 
Country Sedan, $2,837; 4-dr. 3-seat Coun- 
try Squire, $2,967. Thunderbird — (V-8 
standard) — 2-dr. hardtop, $3,755; conv., 


$4,222. 

IMP’ -dr. sed., $5,029; 
4-dr. hardtop, $5,029; 2-dr, hardtop, $4,- 
922.50. Crown — 4-dr. sed., $5,647; 4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. Le! -dr. sed., $6,- 
318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power 5s , power brakes standard on 
all models.) 


LINCOLN—Lincoin—4-dr. 
4-dr. hardtop, $5,441; 2-dr, hardtop, 
253. Premiere—4-dr. sed., 
hardtop, $5,945; 2-dr. 
Continental—4-dr. sed., 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 
heater standard on all models.) 

MERCURY—Monterey—4-dr._sed., 
730; 2-dr. sed., $2,631; 4-dr. 
$2, 845; 2-dr. hardtop, $2,781, conv., 
077. Montelair—4-dr. sed., $3, 
hardtop, $3,394; 2-dr. hardtop, 
Park Lane — 4-dr. hardtop, 
hardtop, $3,794; conv., $4,018 
Wagons—4-dr. 2-seat Commuter, $3,127: 
4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 

Dual Merc-O- wer 


sed., $5,441; 
$5.- 


Park. range Matic, po 
steering, power brakes standard on Park 
Lane.) 

OLDSMOBILE—Series 88 -— 4-dr. 


sed.. 
$2,900; 2-dr. sed., $2,835; 4-dr. hardtop, 
$3,034; 2-dr. hardtop, $2, 956; conv., $3,- 
284; 4-dr. 2-seat stat. wag., '$3,363; 4-dr. 
3-seat stat. wag., $3,471. Su 
sed., $3,176; 4-dr. hardtop, 
hardtop, $3,325; conv., $3,592; 4-dr. 2-seat 
stat. wag., $3,665; 4-dr. 3-seat stat, wag., 
$3,773. Series 98—4-dr. sed., $3,887; 4-dr. 


hardtop, $4,159; 2-dr. hardtop, $4,083 


Dart | 4-dr. 


conv., $4,362. 


4-dr. sed., $2,310; 2-dr. sed., 


(Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) rma 4 Six— 
$2,260. 


Sport a 4-dr. 3-seat Sport 


Suburban, $3,134. 
PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr. sed., $3,003; 2-dr. sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat, wag., $3,530. 
LER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 


V-8 — 4-dr. sed., $2,502; 4-dr. 
$2,577; 4-dr. 2-seat stat. wag., 
4-dr. 3-seat stat. wag., $2,921. 
dor Super V-8—4-dr. 4-dr, 
sed., $2,587; 4-dr. 2-seat stat. wag., $2,. 
881; 4-dr. 3-seat stat. wag., $3,006. Am. 

Custom V 8—4-dr. sed., $2,732; 
4-dr, hardtop, $2,822; 4-dr, 2-seat stat. 
wag., $3,026; 4-dr. 2-seat hardtop stat, 
wag., $3,116; 4-dr. 3-seat stat. wag., $3,. 
15 


1. 

STUDEBAKER—Iark Deluxe Six—4-dr, 
sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., $2,366; 4-dr. 2-seat stat. wag, 


vedere Six—4-dr. sed., $2,439; 2-dr. sed.,| stat. wag., $2,020. American Super—4-dr. | $2,441. Deluxe V-8—4-dr. sed., $2,. 
$2,389; 2-dr. hardtop, $2,461. Fury Six—|sed., $1,929; 2-dr. sed., $1,880; 2-dr.|181; 2-dr. sed., $2,111; 2-dr, 2-seat stat, 
4-dr, sed., $2,575; 4-dr. hardtop, $2,656; | 2-seat stat. wag., $2,105. Deluxe Six—4-dr. was $2,501; 4-dr. 2-seat stat. wag.. §2,. 
2-dr. hardtop, $2,599. Station Wagon Six/| sed., $2,098; 4- dr. 2-seat stat, wag., $2,-|576. Lark Six—4-dr. sed., $2,196; 
—2-dr, 2-seat Deluxe Suburban, $2,602;|427. Super Six—4-dr. sed., $2,268; 4-dr. 2-dr. hardtop, $2,296; conv., $2,621; 4-dr. 
2-seat Deluxe Suburban, $2,668; 4-| 2-seat stat. wag., $2,562; 4-dr. 3-seat stat. 2-seat ee wag., $2, ‘591. gal v3 
dr. 2-seat Custom Suburban, $2,761. Plym-| wag., $2,687. Custom Six—4-dr. sed., $2,- | —4-dr. $2,331; 2-dr, hardtop, $2,431; 
outh V-8 (On the following models, a V-8| 383; .4-dr. hardtop, $2,458; 4-dr. 2-seat| conv., #2, 756; 4-dr. 2-seat stat. wag, 
engine is standard and a six-cylinder en-| stat. wag., $2,677; 4-dr. 3-seat stat, wag., | $2,726. Hawk V-8—5-passenger sport cpe,, 
gine is not available).—Fury V-8—conv., $2,802. Super V-8—4-dr. sed., $2,-| $2,650. 
$2,967. Station Wagon V-8—4-dr. 3-seat | 387; 4-dr. 2-seat stat. wag., $2,681; 4-dr. , VALIANT—V-100 — 4-dr. sed., $2,053, 
Custom Suburban, $2,990; 4-dr, 2-seat/3-seat stat. wag., $2,806. Rebel Custom | V-200—4-dr. sed., $2,130. 
ial-Car Regi 
New Commercial-Car Registrations, 
All States for September, 1959-1958 
Truck istrations by states are 
released Brock-| Chev- | | Stude- To. 
by R. L. Polk representatives in | way | rolet | |Dodge| Ford | wack | baker | White | Willys| Mise. | TAL 
state capitals. 
ious! ported ‘59 39| 9069 130| 1565) 12175) 2875) 4697 623 245 599| 1508 1667| 35192 
‘59 444 3 35 368 90 73 15 2 9 5 33 77 
58 403 4| 8} 13} 
Arizona ‘5? 348 83 340 él 104 5 12 5 54 43| 1055 
‘58 305 37 239 72 54 3| 4 15 30 46 805 
California ‘59 2430 18 389| 336! 539 693 40 55 161 181 610| 8477 
‘58 1846 8 295| 2509 346 497 24 37 51 151 547| 6311 
Georgia ‘59 547 2 87 773 150 159 26 6 20 23 77\| ‘1870 
‘58 512 24 65 447 135 219 40 5 19 i 57| 1534 
Indiana ‘59 501 8 110 647 192 343 42 33 76 34 103 
‘58 385 2 81 384 99 30! 70 17 42 24 65 1470 
Kentucky ‘59 381 2 60 139 158 17 4 14 27 36| 1249 
‘58 385 39 226 100 145 15 4 30 ) 980 
M husetts ‘5? 9 205 4 60 400 152 130 37 4 38 67 68} = 1174 
Michigan ‘59 732 12 151 1129 297 253 30 18 53 132 186; 2993 
‘58 570 Wl 114 658 164 198 29 10 23 74 132] 1983 
Mi + 299 7 56 545 92 265 18 9 21 18 44; «1374 
5 58 298 4) 32) 328) 
Mississippi 59 363 ! 30 331 52 56 8 4 | 7 16 869 
58 204 i} 28) 499) 18 9 5 3 
Missouri ‘5? 752 5 8! 700 192 242 23 12 31 33 61} = 2132 
‘58 592 13 57 473 214 190 22 5 16 27 42| 1653 
Nevada ‘59 51 1 15 74 29 39 5 3 ! 14 19 251 
‘58 55 26 28 21 39 14 3 17 51 254 
New Jersey ‘59 31 248 2 5 437 168 204 72 9 83 79 151 1599 
‘58 13 237 14 69 286 141 150 57 26 95 139| 1227 
New Mexico ‘59 493 67 546 123 64 5 8 5 33 36| 1380 
‘58 355 2 5! 223 78 55 10 2 2 35 16 829 
New York ‘59 42 632 23 168 970 343 629 4 14 127 218 295| = 3555 
‘58 49 755 6 154 658 227 523 91 4 139 174 279| 3059 
Oklahoma ‘59 763 5 62 820 104 178 14 8 22 19 34| 2029 
‘58 568 1 35 445 95 182 19 5 14 17 23 1404 
Oregon ‘59 249 3 77 334 76 146 14 21 13 79 60| 1072 
‘58 267 1 34 195 76 112 7 13 4 67 104 880 
South Dakota ‘59 9 10 121 27 55 2 329 
‘58 134 I 30 122 38 101 ! 5 1 12 6 451 
Texas 59 3175 15 2778 464 702 56 27 122 130 160; 7902 
‘58 2199 6 167 1610 388 | 582 39 23 48 88 80} 5230 
Washington ‘59 288 109 135 15 20 17 60 62| 
‘58 261 | 223 89 123} 6 10 42 82 884 
All States Reported *59| 121} 21960 262| 3573) +27671| & 9325| +1159 516| 1419| 2732; 3772) 78784 
For September 106} 19388 226| 2676! I8115| 5213) 8068 1131 298 2078| 3417| 61674 
Year ‘59 859! 250273| 2137| 40787| 218561| 55104! 78946| 10464)  4850| 11660) 20342| 31228! 72521! 
To Date ‘58 646| 189148} 2163] 27862] 153340! 40940) 66150) 8832] 3277)  8806| 14361| 23560) 


accuracy to the e 


R. L. 


“The information in this report has been compiled from official state documents. Every reasonable precaution has been exercised to i 
xtent of the registrations roaeves at the time the report Is published. & 
reason of inaccuracies or omissions.""—R. L. Polk & Co. 


Polk & Co. cannot assume any fiability 1 by 


New Passenger-Car Registrations, All States for September, 1959-1958 


International Amphitheatre, Chicago, 


eens at the time fhe report is published. 


figures for Metropolitan and Packard are included in miscellaneous. 


Car registrations by AMC Chr Im D Plym. |CHRYS| Mer- | FORD Cadil-| Chev-| Old P M S-P |Miscel- 
states compil Ram- | LER | Ford | Edsel jLincoln Buick 5 hol tae TAL| Stude-| lan- |TOTA 
Se. ler rial | Soto outh TOTAL cury |TOTAL lac | rolet |mobile} tiac | TOTAL 
30 States Previously 10948; 1953 1285) 4325) 44284) 1303 600 5181| 51368] 6294)  3331| 46746] 10901| 11874) 79146) 3258] 20207| 184738 
Reported for Sept. 4697 1674 340 1280 3752} 11685| 18731| 29057 799 694 4251} 34801| 6427 2948; 36568 6845 5817} 58605 1172} 14133} 132139 
Alabama 59 172 10 15| 102) +229) +«390| 31 12 95| 1368; 76| 1221; 274) 2040 53) 418, 4441 
‘58 72 37 6 27 69 205 344 669 14 12 69 764 210 él 746 166 119 1302 15 315 2812 
Arizona ‘59 195 25 16 16 91 266 414 714 18 20 90 842 74 69 876 173 210 1402 64 452 3369 
‘58 57 26 10 i 4 167 258 475 26 13 80 594 100 54 569 82 110 915 7 327 2158 
California 59 3225|  440| 153) 264) 1237) 5088; 9469| 229) +193] 1021; 10912) 1103; 1314) 9628 2416| 16557| -915| 9876| 46573 
‘58 1068 410) 126 235 1122 2752 4645 6648 178 172 964 7962 1278 924 7202 1074 1015| 11493 238 7016| 32422 
Georgia "59 337 75 2 62 27; -3186| +114) 1018) 7907 
‘58 176 68 7 55 170 500 800 1341 33 20! 130 1524 343 100 1747 226 245 2661 37 811 6009 
Indiana ‘59 768 144 28 147 350 861 1530 3436 139 ak 431 606 258! 129 1042 6686 333 777| 14143 
‘58 317 100 19 108) 240 803 1270 1920 797 55 256 2310 561 195| 2158 624 384 3922 184 593 8596 
Kentucky "59 240 57 10 32 119 563 1245 53 7 155| 1460 190 72| «1149 414 344) 2169 77 397| 4906 
: ‘58 69 33 7 36 91 322 489 713 32 10 136 891 219 60 910 209 166 1564 16 185 3214 
Massachusetts ‘5S? 1173 123 23 103 309 1071 1631 2701 64 52) 302 3119 321 215 2611 79% 650 4595 183 1527| 12228 
‘58 594 151 21 121 307 956 1556 2044 50 46! 265 2405 477 203 2357 595 398 4030 65 1386] 10036 
Michigan ‘5? 1412 233 46 195 620| 2233) +3327 291 1190 1026 562; 7112| 1737| 2327| 12764 320| 1905| 28966 
‘58 732 205 39 276 465 1509 2494 4195 154 110! 732 5191 1060 413 4901 895 840 8109 143 1269| 17938 
Minnesota ‘5? 568 104 17 85 218 548 972 2327 80 32 286 2725 274 130 2339 531 574 3848 171 557 884! 
‘58 272 75 13 57 156 554 855 1057 23 20 155 1255 272 104] 1657 330 271| 2634 70 308} 53% 
Mississippi ‘59 69 22 1 i eB 153 230 619 7 50 676 88 24 848 146 15) ot 
‘58 36 18 6 14 28 147 213 543 7 4 39 593 182 23 687 93 97 1082 s Hg om 
Missouri 84 17 78 311 1234) 92935 80 28) 227| 3270 395 3395 572 
198 87 16 60 323 803 1289 200! 47 25! 173 2246 391 181 2644 421 $90 
Nevada "59 55 5 2 5 p 47 84 92 4 5 29 130 19 14 97 39 
‘58 12] 12 2 3 24 39 80 142 8 i 26 187 18 19 162 45 a mn 4 37 a 
New Jersey *59| 986 304 43 169 426| 1198) 2140) 3303 78 71 413| 3865 415 497| 5300 
"58| 364| 307 67 203| 433 1439 2449 2145 62 76 334 2617 779 467 2670 772 tos S94 103 1507 ont 
New Mexico *59| 143 23 é 17 67 643 19 Wl 48, 721 108 29 743 
‘58| 54 18 5 17 65 | 341 14 4 54 413 89 23 575 ie 
New York *59| 2146 480 92 833 4166! 6918) 173) 121 864 8076 983 931 7285 2064 
6 422) 354] 882} 4297) 4856] 920 6083 1349 813| 6457 1580 i148 
klahoma *59| 356! 30 8 32| 7 304! n 16 140! 1454) 217 86| 1820 3 
regon *59| 430! 35 51 147| 113) 1103 132 53/11 
269 30 8 43 57 299 pid 681 28 8 108 825 146 él 198 1992 "0 
ennsylvania ‘59 2212 461 71 335 953| 2433|- 4253) 5912 227 880; 7115 980) 6388 
; 629 364 54 317 748 2243 3726| 3754 114 659 4619 950 564 5492 1099 ise 
exas *59/ 1244 217 75 142 460} 1539) 2433! 7301 162 69 556| 8088 967 619 
‘58 256 170 37] 112 392| 1332) 2043! 3628 90 50 434| 4202] 1039 386 13287 16 
Washington ‘59 499 58 12 38 148 399 655; 1185 63 24 201 1473 160! 77 1260 283 4il 2191) 103} 1152 6073 
Slater 251 7 40 148 322 1004 45 35 125 1209 173} 82! 1034| 175 167 1631 | 4442 
ates Repo 27789 1002 3323} 11073) 30765) 51070! 106151; 3122 1692! 12447 12| 14733! 9201 53928) 45 
For September (1211! 4287 884 3398 9628| 29099] 47296! 68014| 1933 1669! 10065! 81481| 16280) ey ites 
Year 274288| 48026{ 12652| 34392) 110223] 297790 503063|1104774| 33609) 20468) 11561811274669| 1e7715| 107289) 1145882 46 
To 123502| 46657/ 11426! 37374} 100595| 301013! 497065! 737825| 28848] 20564/ 105783! 893020) 190327| 96967 | 303601 
“The information in this report has been compiled from official state documents. reasonable precaution has been exercised to { i 
R. L. Polk & Co. cannot assume any reason of inaccuracies or extent of the registrations 
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Dealers Cry for More... 


Valiants Are Scarce 


made no promises as to when more 
cars will arrive. 

Dealers are fearful they may not 
see Many more Valiants until four 
or five Weeks after the steel strike 
ig settled. 


N THE meantime, Valiants in the 

showroom are carrying the load. 
Many dealerships do not even have 
a demonstrator, 

Automotive News last week 
went to the field for a close-up 
look at the Valiant situation. 

In Southern California, one deal- 
er called Valiant Chrysler’s biggest 
bombshell since the '57 models, 

“I don’t know how they build 
them at the price,” he said. “I got 
my one car and floored it at 5:30 
p.m. the day before introduction 
day. Thirty minutes later we 
couldn’t see the car for people.” 

Another Southern California 
dealer said a fistfight between en- 
thusiastic Valiant and Corvair fans 
was narrowly averted in his show- 
room, 

Another spoke of Valiant draw- 
ing power popping 11 full-size-car 
deals over the week-end. 


OST dealerships in Southern 
California had two cars on 
opening day, while the top man 
had four. He sold one and is keep- 
ing the other three. 

All dealers were taking orders, 
but all interviewed by Automo- 
tive News were in the dark as to 
future deliveries beyond the up- 
coming truckload. Factory men 
were reported noncommittal, with 
the result that order placers are 
being told they will have to wait 
30 to 90 days. 

On deals that have been written, 
trades are coming in at up to $150 
below wholesale book, and are sub- 
ject to reappraisal when the Val- 
m= iant is delivered. 

“My only doubt,” said one dealer, 
“ig where Valiant business is going 
to come from. A small percentage 
will come from the imports, but it’s 
not priced in their class. That 
leaves Plymouth to steal sales 
from,” 

What do other dealers think of 
Valiant? Ford dealer: “Workman- 
ship on first cars is disappointing.” 
Chevrolet dealer: “I think the car 
will sell, It has its own market.” 
Studebaker dealer: “It’s a pretty 
nice compact, though I’m not over- 
ly sold on its appearance.” Import 
distributor: “I think it’s the best 
approach of all three. If I were a 


3 buyer of a Detroit car, this one 
is worthy of consideration.” 
4738 * * 
2139 N NEW YORK, although most 
po showrooms did not have cars 
3369 | until noon on intréduction day. Val- 
2158 | lant drew the biggest debut 
6573 crowds in years, dealers said. 
2422 The dealers’ only worry ap- 
7907 Pears to be when they can start 
6007 delivering the bona fide orders 
a they have written. 
1908 In some dealerships, a Valiant 
3214 | Order is accepted only if the cus- 
7 «| «%tOMer agrees to trade in his car 
0036 how, at $100 to $400 under whole- 
9966 | Sale, and pay full gross for the 
1938 hew Valiant. This proposition ap- 
384! Parently has been meeting only 
34 | mild resistance. 
2438 * * * 
207% pe N CHICAGO, one dealer said, 
“We're beating them off with 
ro clubs. I’ve got a stack of orders 
7a and one guy offered me $100 over 
300 list if I'd sell him the one car I’ve 
234 got.” 
585 Said another Chicago dealer, 
7% “I think it’s the greatest car 
a since the Model A Ford.” 
= Other dealers said showroom 
152 traffic had been heavy in Chicago 
310 and that many prospects said they 
863 Preferred Valiant to the other com- 
446 Pacts, mostly because of its trunk 
689 § Space and headroom. Demonstra- 
‘7 tion rides are exceeding anything 
4 in the past, they said. 
442 * * * 
JN KANSAS CITY, the two Val- 
224 iant dealers reported their show- 
346 rooms were crowded until 10 p.m. 
50 § closing the first three days they 


had the car. 
One dealer said interest in the 
car was the most intense he had 


But Sales Skyrocket 


(Continued from Page 1) 


seen since his firm was establish- 
ed in 1946, He had accepted a 
sheaf of Valiant orders, he said, 
with many specifying full equip- 
ment, including automatic trans- 
mission and tinted glass. Orders 
have checks attached in many 
cases, he said. 

In all of Kansas City, there could 
be found only eight Valiants, two 
of which were on display in the 
Union Railway Station. 

So far, the only Valiant dealers 
in Missouri with Valiants on hand 
are reported in Kansas City and 
St. Louis. In other cities, dealers 
reportedly have been told to ex- 
pect no cars until after the steel 
strike is settled. 

* 


* 
ig! BUFFALO, dealers said pros- 
pects turned out in large num- 
bers to see the Valiant despite the 
depressing effects of the steel strike 
and sloppy weather. 

With all dealers writing a “sub- 
stantial” number of orders, cars 
on hand totalled only two or 
three per dealership. One dealer 
said he had received only one, 
Many customers reportedly were 

ordering Valiants loaded with ac- 
cessories. Dealers said there did 
not appear to be much price ob- 
jection by early shoppers. 


N NEW ORLEANS, showroom 
crowds were smaller for the 
Valiant opening than for introduc- 
tions of Corvair and Falcon. How- 
ever, Valiant dealers were at a 


Import Sales Buckle 


As Compacts Hit Miami 
MIAMI, — In the first nine 
months of 1959, imported cars ac- 
counted for 23 percent of all new 
cars in Miami and Dade County. 
In October, which saw the ar- 
rival of Corvair, Falcon and Val- 
iant, sales penetration of the im- 
ports dropped to appro: 
9 percent. 


disadvantage because each had 
only one car, 

In the Memphis region, only 
New Orleans, Memphis and Nash- 
ville had dealerships with Val- 
iants to show on the original in- 
troduction day, Oct. 29, They 
were joined Nov. 5 by dealers in 
Little Rock, Ark.; Jackson, Miss., 
and Baton Rouge, La. 

New Orleans dealers said the 
public apparently was accepting 
the price of the Valiant. Only 
grumbling, they said, came from 
persons unable to take a demon- 
stration ride. 

* 

N RHODE ISLAND, no dealer 

could be found who had receiv- 
ed more than two Valiants and 
some had to be content with only 
one. 

Prospects most frequently were 
citing the “more substantial 
body” and “roominess” when they 
compared Valiant with other com- 
pacts, dealers reported. 

Dealers said they had a backlog 
of orders and that the limited sup- 
ply was particularly depressing in 
the face of such insistent demand. 

+ 

N ATLANTA, dealers received 

only two or three cars for in- 
troduction and were unable to 
make deliveries until last Monday 
(Nov. 2), when they received a few 
more units. 

They do not expect the situation 
to brighten for at least 90 days. 

“At least,” said one dealer, “no- 
body is asking for a discount.” 

One dealer said he thinks that 
when Valiants become plentiful, 
they may outsell Plymouth two to 
one, Another dealer said the mar- 
gin may be as much as four to 
one, 

* * 
DETROIT dealer said he 
doubted that enthusiasm for 
the car would fade because of its 
scarcity. 

“People have waited a long 
time for the Valiant,’ he said, 
“and a few more months won’t 
change any plans they had to 
buy one.” 

In Miami, showrooms were 
crowded and dealers reported a 
good number of orders. Some sales 
were clean deals, they said, and a 
number involved imported-car 
trades, Miami has been one of the 
leading U. S. markets for imports 


in past months. 


Makers Report on October Sales .. . 


60s Get Running Start 


DETROIT.— More reports were 
issued by makers last week on 
early sales of their new models. 
Among them were the following: 


Mercury 


More new Mercurys were sold in 
October than in any month in two 
years, C. E. Bowie, M-E-L general 
sales manager, said last week. 

The October total, Bowie said, 
was 16,691 units and was 99 per- 
cent higher than October, 1958, de- 
spite the fact that ’60 models did 
not go on sale until Oct. 15. 


Plymouth 


The factory said Plymouth deal- 
ers reported initial ’60 unit sales 
running at a rate three times 
greater than immediately following 
introduction of the ’59 Plymouth. 


Pontiac 


Retail sales of 1960 Pontiacs dur- 
ing October totalled 44,335, highest 
single month since September, 1955. 
S. E. Knudsen, division general 
manager, announced last week. 


Chevrolet 


October sales of Chevrolet were 
the highest of any October in his- 
tory, E. N. Cole, general manager, 
said last week. 

Passenger-car sales totalled 133,- 
510, including 23,759 Corvairs, Cole 
said. The-previous October high 
was 126,224, established in 1953. 


Cadillac 
Cadillac’s domestic retail deliver- 
ies totalled 14,407 in October, mak- 
ing it the third best month in the 
division’s history, according to 
General Manager James M. Roche. 


Studebaker 
Studebaker Lark sales in October 
totalled 12,250, compared with 6,880 
last November, when the car was 


introduced, Studebaker-Packard 
President Harold E, Churchill said. 
Sales in the first 10 days after in- 
troduction were 5,150, virtually dou- 
ble the comparable 1958 period, he 
said. 


Imperial 

Imperial sales during the first 30 
days following introduction of 1960 
models were 133 percent greater 
than during the comparable period 
last year, according to C. E. Briggs, 
general manager of the Chrysler- 
Imperial division. 

Briggs said dealers throughout 
the nation delivered 2,539 Imperials 
during October, compared with 
1,100 during the comparable period 
last year. 


Lincoln 
Sales of Lincoln in October 
climbed to 2,957, highest of any 
month since February, 1958. 
The total was more than double 
the count for September or for 
October a year ago. 


Oldsmobile 


In the first month following pub- 
lic introduction of the 1960 Oldsmo- 
bile on Oct. 1, dealers delivered 
more new Oldsmobiles to their cus- 
tomers than in any month since 
May, 1956, Jack F. Wolfram, Olds- 
mobile general manager announced. 

Wolfram said retail sales during 
October totalled 39,430 units. 


Buick 

Buick dealers delivered more 
cars in October than any October 
since 1955, with some areas report- 
ing sales double last October, Ed- 
ward D. Rollert, general manager, 
reported last week. 

Retail deliveries nationally were 
28,190, up 72 percent from the pre- 
vious October. 


Citroen Bijou on Display— 
The Deux Chevaux Citroen, with a British-made fiberglass body, was one of the 


big attractions at the 44th annual London Motor: Show in Earls Court, The car is 
called the Bijou. 


British Teds 
At London Motor Show 


(Continued from Page 6) 


ideas is foreseeable among the big 
makers. Motors of around 600 c.c. 
will be the minimum capacity, 
autos will have at least two or- 
thodox doors and there will be 
carrying capacity for four adults. 
Amon the most prominent of 
the new models which have 
pricked the bubble-car bubble are 
two German cars, the 588-c.c. NSU 
Prinz, which was shown at Earls 
Court with its elegantly Bertone- 
styled sports coupe, and the BMW 
700, styled similar to the Triumph 
Herald, but with its motor—a hori- 
zontally opposed twin air-cooled 
plant—at the rear. 


all, is the Renault Dau- 

“‘phine, which 
mn expressly designed to have 

appeal to the feminine field. 

With this strong foreign chal- 
lenge, the British industry, which 
has often in the past been accused 
of lethargy in its approach to the 
design of small cars, has come up 
with a number of outstandingly 
good designs. First and foremost 
is the new BMC baby, which ap- 
pears as the Morris Mini-Minor 
and the Austin Seven. 

Alec Issigonis, the designer, was 
given a completely free hand and 
his answer was to produce the 
smallest near-orthodox car ever 
made, combining good road-hold- 
ing, stability and space utilization 
in the smallest possible envelope. 

Although the BMC baby stands 
only chest high, four grownups can 
sit in it in comfort (as did Prime 
Minister Harold Macmillan after 
he had performed the official open- 
ing of the motor show—and he is 
well above average height). 

One bold approach in this model 
has been to discard orthodox ideas 
on springing and use rubber sus- 
pension units, with the result that 
irrespective of the load carried, the 
riding comfort is very consistent. 

Gtarrene up slightly in capac- 

ity, the Austin A 40 and Tri- 
umph Herald each in a different 
way make quite an engineering 
breakthrough. On the Herald, Tri- 
umph has reverted to the separate 
chassis frame and the body is 
built up in individual sections for 
ease of production, while it also 
makes repair easier and less 
costly. 

Another newcomer in this class 
is the Ford Anglia with reverse 
angle rear window, but otherwise 
quite orthodox in layout. The new 
1,000-c.c. motor has overhead 
valves, a bore very much larger 


taken up to and cruised at high 
motor speeds. 

If the Anglia is the most spec- 
tacular newcomer in the Dagen- 
ham range, perhaps the most sig- 
nificant is the new Popular, which 
is the cheapest hardtop: on the 
British market, being $5.60 lower 
in basic price than the BMC babies. 

In the 1.5-liter class there is a 


very wide range of models, BMC 
has five; the Austin A-55, Morris 
Oxford, Wolseley 15/60, MG Mag- 
nette and the Riley 4/68, which all 
Share a basic Farina-styled body 
unit with minor differences in front 
and rear-end treatment, All are 
powered by the BMC four-cylinder 
“B” series motor in varying de- 
grees of tune. 

Rootes has been satisfied this 
year with minor styling changes 
for the Hillman Minx, Singer Ga- 
zelle and Sunbeam Rapier, with 
slight increases in power and bet- 
ter spacing of the gear ratios. The 
most important innovation tech- 
nically is the availability of the 
new Smith automatic transmission 
on the Minx and Gazelle. This is 
the first time an efficient auto- 
matic transmission has been made 
available for the small family auto. 

Also in the 1.5-liter class is the 
Sunbeam Alpine sports car, which 
has been completely restyled by 
Rootes and claims a maximum 
speed of 100 m.p.h. 

Few makers have two models so 
dissimilar in styling as Vauxhall’s 
Victor and Cresta. The latter’s 
front-end appearance, with the em- 
phasis on width, is probably the 
best of the British cars, The Vic- 
tor has benefited greatly from de- 
velopment since it was first intro- 
duced. 


English Ford Eyes 
10 Pct. Share of 
’60 Import Sales 


(Continued from Page 6) 


a total of 45,000 car registrations 
and 5,000 truck registrations. 

In addition, Taunus sales are 
expected to rise from this year’s 
960. 

Commenting on the restyling of 
the Anglia, Kemp said it is unlikely 
that European manufacturers will 
go to anfiual styling changes now, 
but he did hazard the guess that 
they are trying to make styling 
changes every four years. 

* 


30 Percent Output Boost 


Scheduled by Renault 


NEW YORK. — Renault plans to 
increase its 1960 production 30 per- 
cent over the 1959 level, Pierre Vig- 
nal, general export manager of the 
French auto maker, announced last 
week. 

Vignal arrived for a two-week 
inspection tour of Renault's 18 U. S. 
distributors and more than 800 
dealers. He is being accompanied 
on his tour by Robert Valode, vice- 
president and general manager of 
Renault, Inc, 

“Renault of France currently is 
producing some 2,300 cars daily at 
its various plants in the. Paris 
area,” Vignal said. “Next year we 
expect to step this up to 3,000 cars . 
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Volume Tops 1958 Despite 


Strike... 


Business Scores Gain 
In Non-Steel Areas 


(Continued from Page 2) 


furniture and textiles—are doing 
well. 

In the furniture factories, man- 
hours worked have gone up by 19 
percent since the recession low, 
almost double the 10-percent in- 
crease in man-hours worked in 
all types of manufacturing in the 
district. The inflow of new orders 
has eased a bit but remains rel- 
atively high. 

Textile orders picked up this fall, 
further adding to the backlog of 
orders at district mills. Some mills 
may have trouble meeting delivery 
dates through the rest of this year. 


Deep South 


COTTON has staged a 
comeback in the Deep South 
this year, according to the Atlanta 


Several hundred thousand 


acres, which had remained idle 
under the soil bank program, 
were planted in cotton this year. 
In addition, conditions have been 
right for a good harvest. 

The bank did not offer a predic- 


tion on the future of the cotton 
comeback, It noted that this year’s 
production igs very likely to exceed 
domestic and export demand. 


Cleveland 
Cleveland FRB turned its 
attention to spending by state 


governments in a recent bulletin. 


Of the four states which, in 
whole or in part, lie within the 
Cleveland district, none has a 
particularly good record for liv- 
ing within its means. In Ohio, 
revenues exceeded expenditures 
in two of the last nine years. 
Kentucky and Pennsylvania did 


it once. West Virginia has had a 
deficit for the last nine straight 
years. 

The bank traced the high spend- 
ing to a backlog of needs built up 
during World War II plus growing 
populations and demands for serv- 
ices, The bank sees no early end to 
the pressure for high-level state 
budgets. 

* 

Chicago 
tyne Chicago FRB observed that 
predictions of auto sales for the 
year ahead have proved of little 


use. 
Predictions generally point in 
the right direction but are apt to 
be far away from the actual 
number of sales. Sales in 1955 
exceeded the most optimistic es- 
timates and sales in 1958 were 
below the most pessimistic pro- 


jections. 

The bank said that changes in 
total consumer spending do not 
produce a similar change in auto 
purchases. 

* * 
Upper Midwest 
— Upper Midwest has been 
taking it on the chin in recent 
months, the Minneapolis FRB re- 
ported. 
The bank noted earlier that the 


Diesel Model Offered 
By Standard-Triumph 

COVENTRY, England—A new 
diesel car, said to be the only 
diesel model now being offered 
for sale by a British car manu- 
facturer —is Standard-Triumph’s 
new Standard Ensign. 

The Ensign engine is the Perk- 
ins Four 99, which develops 43 
horsepower at 4,000 r.p.m. It has 
a specially designed combustion 
system, a distributor type fuel 
pump and pushbutton starting. 
Gas mileage of 50 miles per gal- 
lon is claimed for the Standard 
Ensign. 


postrecession recovery was show- 
ing signs of slowing down, On top 
of this, the steel strike halted 
iron ore mining. 

Another heavy blow was the 
drought this summer which cut 
into farm production, The bank 
said the drop in farm income from 
the 1958 total could be as much as 
13 percent, 


St. Louis 
——— auto credit is play- 
ing a less important role in the 
current boost in consumer credit 


When CONTROL cannot be 
a question of degree... 


Exacting engine control believed impos- 
sible only a few years ago is now the 
expected, not only in modern aircraft 
and missiles, but also in today’s automo- 
biles and trucks. And, this absolute ac- 
curacy is demanded under temperature, 
pressure, and power conditions found, 
until recently, only in laboratories. Tem- 


perature variations alone 


+160°F require almost continuous com- 
pensations in today’s jet aircraft and 


of —80°F to 


missiles. More, these ever-increasing re- 
quirements must be designed for ever- 
decreasing standards of size and weight. 

For more than a half-century, Holley has 
pioneered such developments as: lower 
automotive hood lines through smaller 
carburetors and fuel control systems for 
jet engines that save one-third the weight, 
one-fourth: the space. That’s why two 
generations of Americans on the move 


have come to depend on Holley products. 


1-30 


For more information about 
Holley products, automotive or 


11955 E. NINE MILE RD. 


FOR MORE THAN HALF-A-CENTURY .. . 
ORIGINAL EQUIPMENT MANUFACTURERS FOR 
THE AUTOMOTIVE AND AIRCRAFT INDUSTRIES 


aircraft, write to 


WARREN, MICH. 


than it did in the 1955 increase, 
the St. Louis FRB noted. 

The bank said auto loans ac- 
counted for about 45 percent of 
the increase in consumer credit 
in the first eight months of this 
year. In 1955, auto credit account- 
ed for almost 70 percent of the 
boost in the comparable months, 
The easing of auto credit terms 
resulted in the upsurge in auto 
loans in 1955, the bank said, add- 
ing that terms have not been gen- 
erally eased so far this year. 


Kansas City 


Kansas City FRB reported 
that department stores in its 
districts are running 8 percent 
ahead of the 1958 total and bank 
loans are 11 to 13 percent ahead of 
the year-ago totals. 

Department store sales in Den- 
ver, Kansas City and Oklahoma 
City are up 9 percent from the 
year-earlier figures, 

In loans from banks in medium 
and smaller cities, gains of 20 per- 
cent or more were reported for 
New Mexico, Missouri and Ne- 
braska. 


* * * 


Southwest 


MPROVEMENT in sales of con- 
sumer durables and aggressive 

promotions have pushed depart- 
ment store sales in the Southwest 
to a new record, the Dallas FRB 
reported. 

The petroleum problem lingers 
on with prices falling in the face 
of excessive stocks of oil prod- 
ucts. 

The cotton harvest in the area is 
not as good as once had been ex- 

pected but is better than that 
brought in last year. 


* * 


Far West 


A DROP in home building in the 
Far West is foreseen by the 
San Francisco FRB. 

While homes are now going up 
on money that was promised to 
builders some months ago, it 
won’t be long until tight money 
conditions will catch up with the 
builders. 

Other needs, including municipal, 
Federal and corporate borrowing, 
are competing with mortgages for 
long-term funds. 


- 
Obituaries 
Floyd C. Snyder 
AKRON.—Floyd Snyder, 77, chair- 
man of Ace Rubber Products, Inc., died 


Oct. 28. He had headed Ace since its 
founding in 1935, and had been president 
of its predecessor, American Rubber & 


Tire Co 
* 


Frank R. Bailey 
FAYETTEVILLE, .N. C.—Frank R. 
Bailey, 65, former Fayetteville automobile 
dealer, died Oct. 29. For many years he 
owned and operated Bailey Motor Co. 
here. 
* * * 
Clyde E. Wilson 
PARIS, Tex.—Clyde E,. Wilson, retired 
El Paso auto dealer, died here Oct, 19. 
He operated a dealership in El Paso 12 
years. 
* + * 
Alfred L. Koup 
WATERTOWN, N. Y.—Alfred L, Koup, 
an auto dealer in Watertown, died 


* * * 


H. W. Prentis jr. 
LANCASTER, Pa.—Henning W. Prentis 
jr., 75, chairman of Armstrong Cork 
Co, since 1950, died here Oct, 29 of a 


1 thr 


* * 

Matthew A. Tank 
TOLEDO.—Matthew A. Tank, 46, one of 
the founders of the former Lee Motor 
Sales Co., died after a heart attack Oct. 
28. With his brothers, Leander and Ray, 
Mr. Tank in 1934 organized the Tank 
Bros, Co, which dealt in used cars, The 
firm later was reorganized as Lee Motors 
and became a Ford dealership which was 


liquidated last spring. 
* * * 


Harry 
PHILADELPHIA.—Harry Lewis, execu- 
tive vice-president of Wilkie Buick Corp. 
since 1932, died Oct. 27. He was 66. Mr. 
Lewis also was treasurer of Metropolitan 
Leasing Co, and Philpenn Imported Car 
Co, He was a charter member of the Au- 
tomotive Accountants of Philadelphia and 
@ member of the Automotive Old Timers. 


John T. Butler 
CLEVELAND.—John T. Butler, 68, an 
auto salesman for 36 years and a former 
Ford dealer in nearby Chardon, died of @ 
heart attack Oct. 28. He had been with 
LaTour Oldsmobile, Inc., for the last few 


years, 


Thomas Calvin McRe 
PHOENIX, Ariz.—Thomas Calvin Mc- 
Reynolds, 92, a backer of early auto 
maker Edgar L. Apperson, died Oct, 28. 
In 1897, Mr. McReynolds and six others 
backed Apperson in starting Haynes-Ap- 
person Automobile Co. in Kokomo, Ind. 
The firm later produced the Apperson 
Jackrabbit. Mr. Reynolds was prominent 
in the utilities field in Indiana. before com- 


ing to in 1916. He was an officer 
or director of several businesses here. 


s 
f 
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Perfected Technique Brings Results ou 


How Phone 


(Continued from Page 3) 


rospects to cross the threshold. 
survey showed that 60 
percent of car buyers had been 
contacted outside the showroom 
first—by telephone. From the sell- 
ing standpoint, Schwartz says, the 
telephone’s greatest advantages can 
be summed up in these six points: 

1. It reaches the greatest number 
of people in the shortest time. 

2. It helps (through appoint- 
ment-making conversation) to 
condition prospects to make the 
purchase. 

3. It ends the waste of waits, on 
time and pleasure of the prospect, 
as it creates specific appointments. 

4. It organizes the salesman’s 
time and routing. 

5. It keeps the salesman in touch 
with his customers, who in the long 
run will sell more cars than they 
buy. 

6. It makes the work exciting, as 
it leads the salesman to new and 
interesting people. 

Schwartz points out that every 
person on the other end of the line 
is a prospect—until proved other- 


He tells auto salesmen that by 
spending one hour a day on the 
phone, they can talk to 10 “cold” 
prospects. Working five days a 
week, the salesman will have talk- 
ed with 50 people. On the basis of 
a 50-week year, this is a total of 
2,500 new people the salesman met 
by telephone. 

If he marries them, becomes 
interested in what they have to 
say, at least 1,000 should remem- 
ber the man and car he sells. 
Which, by the end of the year, 
will result in more and better 
sales. 

One of Schwartz’s platform 
stories concerns the Cadillac sales- 
man with a mobile phone. He 
cruises residential streets during 
off-floor time, sees.a possible trade 
parked in a driveway, pulls behind 
it and, using his mobile phone, calls 
the householder and offers a dem- 
onstration ride “in my car which 
ig now parked in your driveway.” 

Automotive News asked Schwartz 
why he wasn’t going to buy his 
new car from this salesman, and 
he replied, “He hasn’t asked me to 
buy a car.” 

There are only three simple steps 
in developing a good telephone per- 
sonality, says Schwartz, First, 
create a pleasant voice by smiling 
while you talk, for then your voice 
begins to smile, too. 

Second, remember that you can 
neither give nor receive (anything 
good) with a closed fist, so wake 
up looking forward to a good day 
and keep this attitude all day long. 

Finally, Schwartz suggests, tel- 


Schwartz once asked a salesman 
why he didn’t call old customers 
and obtain referrals. The answer: 
“The biggest reason I don’t call 
them is because I’m afraid they're 
going to complain about some- 
thing.” 

According to Schwartz this is the 
Man every auto salesman should 
call—“If he’s got trouble, with his 
new car, make it right and make 
him a friend.” 

Dealers (and factories, too) 
spend millions of dollars every year 
to advertise their products and 
create a desire for the customer to 
buy. And.they spend untold dollars 
in goodwill advertising to build and 
maintain a reputation. 

But Schwartz has found much of 
this effort is wasted when dealer 
help answers the telephone. He 
says, “Let’s not abuse the telephone, 
let’s use it.” Pointers for improving 
the reception of incoming calls in- 
clude: 

1. Identify yourself by name 
when you answer the phone. 

2. Prepare for 
with pad and pencil handy for 

notes. (Plus price and model 
data.) 

3. Be a good listener. (“You can’t 
sell him anything, until you know 
what he will buy.”) 

4. Use names, which is easier if 
scribbled on the handy pad when 
first given. 

5. Speak clearly. If the caller 


Gives Selling an Outlet 


can’t hear you, there’s no selling 
to be done. 

6. Keep in step with the caller. 
If he speaks slowly, speak slowly 
also, Or vice versa. 

7. Talk of what the car can do 
for the caller, using exciting words 
and phrases from national adver- 
tising and out of showroom pam- 
phlets. 

8. And even if you can’t help 
him, leave a nice impression when 
hanging up. 

How well do dealers handle 
telephone inquiries? Automotive 
News telephoned six dealers han- 
dling Valiant on announcement 
day. Each answering voice was 
asked the same question: “Tell 
me something about the Valiant, 
what kind of car is it?” : 
Here are the replies: 

Salesman No. 1: “Yes sir... It’s 
here ... Do you want to come 
down and see it, or do you just 
want some information on it... 
It’s a four-door, and we have a 
station wagon that’ll be in a little 
later . . . maybe in a month or so. 

“Anyway, there’s two models 
right now, a deluxe and standard. 
Base price on one is $2,173, the 
higher-priced one is $2,250. But I 
don’t think you (7?) can explain 
the car too well . . . you know, 
you’d really have to see it. It’s the 
greatest, I think, they’ve ever put 
out, I think it performs, has econ- 
omy, room, a trunk, ride and han- 
dling . . . it’s the tops. 

“T’ve tried it out . . . I drove it 
last night . . . The car will go 90 
miles an hour, corner and every- 
thing. One hundred horsepower, 
enough headroom, got detail work 
that looks like it was on an ex- 
pensive foreign car You'll 


Antifreeze Tests 


Success for Dow 


MIDLAND, Mich. — Successful 
antifreeze test marketing in four 
areas was announced by Dow 


Chemical Co. Dow said preliminary|- - - 


evaluations indicate the program is 
“completely successful and demon- 
strates the acceptance of a new 
dealer-services oriented product.” 

Test market cities were Pitts- 
field, Mass.; Erie, Pa.; Madison, 
Wis. and Spokane. Plans for mar- 
keting on a national basis are 
under consideration, Dow said, but 
will not be completed until the “re- 
sults of the test markets are fully 
evaluated.” 


Fleet Special Sedans 
Join Plymouth Lineup 

DETROIT.—Plymouth has joined 
Chevrolet and Ford in adding a 
pair of stripped sedans to its ’60 
lineup. The series igs called the 
Fleet Special and, ag the name im- 
plies, is aimed primarily at fleet 
accounts. 

Plymouth’s six-cylinder Fleet 
Specials will be priced at $2,227 
(two-door) and $2,277 (four-door). 
V-8s are $119 more. The sixes are 
a few dollars less than Chevrolet’s 
Biscayne Fleetmasters. 


really have to see it to appreciate 
it . .. Just ask for Allan.” 

Salesman No, 2: “Such as what, 
sir? ... Well, it’s a compact car. 
A six-cylinder car, with newly 
designed motor, newly designed 
body, different from any other on 
the road . . Pm afraid you'll 
have to come down and see it. 
We have some on the floor right 
now, and you can come down and 
see it for yourself ... We have 
a four-door model. 

“I guess by telephone it would 
be very difficult to describe the 
ear. There’s nothing I could say 
about the car that would really 
give you an idea. It’s different than 
the others, and we think it’s much 
prettier. I guess I’m very poor at 
describing it.” 

Salesman No. 3: “Yes sir... 
What can I tell you? .. Its a 
four-door sedan, 101 horsepower, 
automatic shift if you want it, 
radio and heater available, I don’t 
know what else to tell you, except 
to come in and look at it. 

“It’s a beautiful little car, it’s 
unique in construction, Whether 
the size is suitable or not ig up to 
you ... It’s something you have 
to look at to know what to say 
about it ... About 28 to 29 miles 
per gallon. May I invite you in to 
take a ride? Do that and you'll see 
what we have ... Thank you for 
calling.” 

Telephone girl: “Oh, I tell you, 
could you come down and see it? 

We have one on the floor now. 


busy. So why don’t you just come 
down and see it... By.” 

Salesman No, 4: “May I help you, 
sir? ... We have one in stock for 
show right now; it’s a four-door 
sedan ... It comes in two-door (7), 
four-door and station wagon mod- 
els. It’s a pretty compact car. It’s 
a little bit larger than our competi- 
tors, 101 horsepower, they practi- 
cally guarantee between 30 and 45 
miles per gallon . . . depending on 
the speed you travel. 

“Comes in six different colors 
standard or automatic .. . 
standard stick, of course, is on the 
floor . ... I'd be glad to send a 
brochure if you’d like ... You 
would appreciate it more if you 
could see it yourself . . . What is 
your name, please? _. . My name 
is Chester, Mr. Jones, I'd appreci- 
ate it if you'll ask for me when 
you come in. Thanks for calling. 
Goodby.” 


Salesman No, 5: “T'll try and give 
you what I have. What would you 
like to know? ... What kind of a 
car? Well, it’s built by Chrysler, 
it’s a whole new automobile, from 
the ground up, it’s a compact car, 
106%-inch wheelbase, 184 inches 
overall, etc. 

hard to describe over 
the telephone, sir. Come in and 
look at it. Know where we're 


Which sounds like 5% good rea- 
sons to believe that telephone sell- 
ing is sadly neglected by six out of 
= six Southern California dealers 

led. 


Discuss NADA Convention Plans— 


Factory service representatives and NADA convention officials met in Detroit to 
discuss convention plans. From left are E. M. Challinor, assistant. service director, 
Studebaker-Packard Corp.; C. M. Tillinghast, general parts and service manager, 
American Motors Corp.; Phil B. Hopkins, service development and training director, 
Chrysler Corp.; Ted Dykstra, technical manager, service section, General Motors 
Corp.; Cari T. Doman, national service manager, Ford division; L. J. Smith, NADA 
exhibition manager, and Walter M. Kiplinger, NADA convention manager, 


Outdoor Auto Showroom— 


Members of the Greater Lawrence (Mass.) New Car Dealers Assn. displayed their 
1960 products in an “outdoor showroom" in the city's downtown business district. 
They said they felt they could reach more prospects with this type of promotion. 

* 


In L. A., Philadelphia . . 


Big Auto Shows Bow In 


(Continued from Page 3) 


years, due probably to the intro- 
duction of the Big Three’s compact 
cars,” he said. % 


annual San Francisco Im- 

port Car Show also will open 

this week. It will get under way 

Thursday (Nov. 12) in Brooks Hall 
and continue through Nov. 22. 

The Seattle International Car 
Show, which opened last Friday 
(Nov. 6) in the State Field Artil- 
lery Armory, will run through 
Sunday (Nov. 15). Last year’s show 
was attended by about 40,000 per- 
sons. 

The St: Louis show, held out- 
doors at the Westroads shopping 
center, concluded its 11-day run 
yesterday (Nov, 8). More than 
100,000 persons visited the show 
in the first four days, according 
to Ed Hayward, executive vice- 


Conn. Convention 
To Hear Downing, 


Galles Tomorrow 


HARTFORD.—More than 500 

Nutmeg State dealers and allied 
tradesmen will meet at the Hotel 
Statler here tomorrow (Nov. 10) 
for the 38th annual convention of 
the Connecticut Automotive Trades 
Assn. 
Speakers will include NADA 
President H. L. Galles jr.; James 
Cc. Downing, chairman of the 
NADA Import committee; Louis 
W. King, Fort Lauderdale (Fia.) 
dealer; Thomas O. Waage, vice- 
president of the Federal Reserve 
Bank of New York, and Connecti- 
cut Gov. Abraham Ribicoff. 

A separate program is planned 
for the automotive wholesalers di- 
vision of CATA, Speakers will be 
Victor L. Toft, president of the 
Automotive Service Industries 
Assn., and Rick Melvin, executive 
assistant for ASIA’s wholesalers 
division. 


Indiana Dealers, 
NADA to Stage 
‘Rally for Profits’ 


INDIANAPOLIS. — NADA and 
the Automobile Dealers Assn, of 
Indiana will sponsor a business 
management conference tomorrow 
(Nov. 10) at the Athenaeum Turn- 
ers auditorium. The theme of the 
meeting will be “Rally Day for 
Profits.” 

The conference will be directed 
by Stanley Pressler, ADAI presi- 
dent, and Elson G, Sims, Indiana’s 
NADA director. Representing the 
national group on the program will 
be James C. Moore, executive vice- 
president, and Paul Herzog, re- 
search director. 

Harold D. Draper sr., a Chevro- 
let dealer in Saginaw and Jackson, 
Mich., will discuss “How Dealers 
Can Increase Their Take-Home 
Pay.” 


president of the sponsoring 
Greater St. Louis Automotive 
Assn. A total turnout of 300,000 
was expected. 

The Long Beach (Calif.) Motor 
Car Dealers Assn. and downtown 
merchants collaborated in the four 
annual Good Ol’ Days sales promo- 
tion last week, Domestic and for- 
eign cars were displayed on streets 
in the business section during the 
three-day event. 

Another outdoor show, at which 
admission was free, was held in 
downtown Providence during the 
last week in October. 

The Cranston (R. L) Kiwanis 
Club will hold its second annual 
Mobilrama at Rhodes-on-the-Paw- 
tucket starting Wednesday (Nov. 
11) and running through Sunday. 


A RECORD 87,239 persons turned 
out for the five-day Interna- 
tional Foreign & Sports Car Show 
in Boston’s Commonwealth Armory, 
according to Manny Sherman, di- 
rector. 

He said every car exhibited was 
sold prior to the show’s yo 


lion. 

Atlanta’s first auto show in 30 
years closed an 1i-day run Satur- 
day (Nov. 7) at the Lenox Square 
shopping center. .It was sponsored 
jointly by the area’s 20 new-car 
dealers, Lenox Square and Life 
magazine, 

The Greater Lawrence (Mass.) 
New Car Dealers Assn., in conjunc- 
tion with the Chamber of Com- 
merce, staged a one-day outdoor 
show in a roped-off section of the 
downtown business district. 

Participating dealers were 
pleased with results, feeling that 
the promotion enabled their prod- 
ucts to be viewed by more people 
than ordinarily would come to their 
showrooms. 


(Ill.) dealers displayed 

their ’60 models outdoors dur- 
ing the city’s observance of Na- 
tional Downtown Week. Nine deal- 
ers participated in the affair, 
sponsored by the Downtown Deca- 
tur Council. 

Another outdoor show was held 
in Springfield, IIL, the first exhibit 
in many years. 

A three-day show of foreign cars 
was'staged in Minneapolis, and 
similar exhibits are scheduled later 
in the show season in St. Paul, 
Rochester and Duluth. 


S. Dakota Dealers 


Pick Manager 


SIOUX FALLS, S. D.— John C. 
Moore jr., 35, is the new manager 
of the South Dakota Automobile 
Dealers Assn., replacing the late 
D. B. (Burney) Broderick. 

Moore’s appointment was an- 
nounced by Don Bowles, Webster, 
association president, 

Moore has been an insurance 
man and a professional ice skater. 
More recently, he has been in the 
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Dealers Eye New Lines... 


Compacts Stir Franchise Shifts 


(Continued from Page 1) 


dealer total has fallen to slightly 
over 300. 

2. Stoneman Motors, for 39 
years a Buick dealership in sub- 
urban Chagrin Falls, O., switched 
to Rambler less than a month 
after putting the ’60 Buicks on 
display. Owner Harold Stoneman 
said he sold 17 Ramblers and 
Metropolitans over Halloween 
weekend, compared with 12 
Buicks all of October. 

8. Damerow Ford, Portland, Ore., 
advertised a “must quit” sellout of 
English Fords. “Because of factory 


orders, we regret that we can no 


longer carry two economy car 
lines,” Damerow said. 
* * 
OFFICIALS of Peugeot, an- 
other compact import, said the 
new American compacts had caus- 
ed no dealer losses. Peugeot’s 453 
U. S. dealers all are dualled with 
the lower-priced Renault, mostly in 
showrooms separate from Ameri- 


can compacts. “You can’t sell ap- 
ples with oranges,” commented 
Peugeot Sales Manager James C. 
LaMarre, adding that Peugeot 
shipments would rise to 24,000 in 
1960 from 15,000 this year. 


5. Jordan Motors, operating three 
separate facilities for Dodge, Ram- 
bler and Triumph TR 3 in Misha- 
waka, discontinued Plym- 
outh, Triumph station wagons and 
sedans and such higher-priced im- 
ports as Jagudr and Lancia. 

6. General Motors’ two compact 
imports, Opel and Vauxhall, were 
trickling to Buick and Pontiac 
dealers, respectively, at the rate 
of only two or three a month. 
J. O. Stone (Buick-Opel), Bed- 
ford, O., added Mercedes-Benz 
and DKW to his lines in an effort 
to expand his volume. 

Stone forecast that Buick would 
remain the bread-and-butter car 
for him, with the imports round- 
ing out his penetration into other 
markets. He said he is obtaining 
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more Opels through non-authorized 
import channels in New York. 

7. A Volkswagen spokesman said 
October wag the leading import 
make’s “best selling month yet in 
the States.” He added: “The Cor- 
vair is so high-priced it hasn’t hurt 
us a bit.” VW, he said, is pressing 
ahead with a dealer expansion pro- 
gram. A. W. Outcalt, VW sales pro- 
motion manager, said customer 
orders rose 20 to 30 percent last 
month from the average rate for 
the third quarter. 

+ * 
8 ANTICIPATING the big Los 

° Angeles Auto Show, opening 
Nov. 13, importers announced a 
raft of ’60 models. En route to the 
Pan Pacific Auditorium are the 
Sunbeam Alpine, Renault Cara- 
velle, Jaguar 3.8 sedan, English 
Ford Anglia 105E, Volvo 122 S four- 
door sedan, Austin Seven, Mer- 
cedes-Benz 220 S and a comple- 
ment of other new imports des- 
tined for increased U. S. shipments. 

9. Renault announced plans to 
boost 1960 production by 30 percent. 

10. In a reversal of GM’s split- 
franchise policy, McCarley Oldsmo- 
bile was granted franchises for 
Buick, Pontiac, GMC Truck and 
Vauxhall at Sulphur, Okla. The 
AvuTomotive News survey showed 
that the steel strike, among other 
things, had made it difficult to an- 
swer the question, “Who gets hurt 
by the new Big Three small cars?” 

“We can’t sell Valiants intelli- 
gently with only two cars in 
in stock,” said an eastern dealer. 
“I can’t wait to get enough Val- 
iants to handle customers 
properly.” 

“They look at the Corvair, Fal- 
con and Valiant and buy Rambler 
because it’s proven and offers more 
body styles,” said an Indiana Ram- 
bler dealer. “Romney was right— 
we're being helped right now by 
the fact the Big Three jumped into 
the market.” 

* * * 


TUDEBAKER dealers reported 

that their year of experience 
with the Lark was a plus factor 
against the Big Three products. 
Government purchases of the Lark, 
which also offers a complete line 
of body styles, have spurted. 

“Don’t think Mercedes’ reputa- 


Smog Curb to Be Topic 


Of L. A. Public Hearing 


LOS ANGELES.—The State 
Department of Public Health will 
conduct a public hearing tomor- 
row (Nov, 10) on air sanitation, 


standards for motor-vehicle ex- 
hausts, 

Civic and government agencies 
in the area are pressing demands 
for some kind of device to con- 
trol fumes from motor vehicles. 
Exhaust fumes have been called 
@ major source of. smog .irri- 
tants. 


commented a Texas Studebaker 
dealer. 

Many dual impor t-domestic 
dealers reported that while pros- 
pects generally knew which type 
of auto they wanted, much “ex- 
change shopping” had taken 


place. 

A Detroit DeSoto-Plymouth-Val- 
iant dealer who operates a some- 
what distant Renault-Peugeot 
showroom told of a family which 
went back and forth twice before 
settling on a Plymouth station 
wagon, 

“They came to see the Valiant, 
then drove everything we handle,” 
a salesman said. “Some of these 
shoppers sure lead us a merry 
chase.” 

* * * 

dealers reported the 

space-sharing shoe was on the 
other foot where American Motors 
was concerned. AMC, they said, 
now frowns on dual setups with Big 
Three makes in metropolitan areas, 
where several years ago Rambler 
was happy to dual with medium- 
priced makes in any showroom. 

Chrysler Corp. held fast to its 
policy of keeping Valiant out of 
Dodge showrooms. Forty-nine deal- 
ers for Valiant in the Philadelphia 
area included duals with Chrysler- 
Plymouth, DeSoto-Plymouth or 
exclusive. 

newspaper ad listing of 24 
Valiant dealerships in the Los 
Angeles area similarly omitted 
any Dodge affiliations and reveal- 
ed the first dealer with Valiant 
in its titl—Danny McGroo Val- 
iant, Culver City, Calif. 

In Sacramento, California’s cap- 
ital, a long-time Dodge-Plymouth 
dealer fell in with the separation 
trend. John Drew Motors kept 
Dodge and Simca at its old loca- 


tion isn’t rubbing off on Lark,” 


tion, and opened Arden Plymouth 


Chicago Show Increases 
Domestic, Import Space 


(Continued from Page 3) 


tions for domestic and imported 
makes. 

The Chicago Show, inaugurated 
in 1901 and presented more times 
than any other automotive ex- 
position, will be held Jan. 16-24 
at the International Amphithe- 
atre. Resumed in 1950, after a 
lapse from 1941 through 1949, the 
show has attracted nearly 4,850,- 
000 visitors in the past 10 years. 

“We feel that the mid-January 
period offers perfect timing to open 
a banner 1960 selling year,” said 
Mullery. “We look for another 
wave of public response even ex- 
ceeding that greeting the autumn 
new-car announcements. 

“Only the weather can prevent 
another half-million turnout and 
possibly a total close to the all- 
time record 518,521 that attended 
our 1958 show. Last January, de- 
spite four successive days of sub- 
zero, snowy weather, we drew 


Two John Munn Books 
Offered by Motor Ideas 


DETROIT.— Aubrey Meisner, 
president of Motor Ideas Advertis- 
ing and Marketing Services, an- 
nounces that the two books by the 
late John O. Munn are again avail- 
able to the automotive industry. 
The former Automotive News col- 
umnist’s books, “A Guide to Auto- 
mobile Selling” and “Automobile 
Selling Letters,” had been out of 
print for over a year. 

The books are available from 
Motor Ideas, 6507 Third Ave., De- 


troit 2, Mich., at a price of " $3.50 


each postpaid. 


481,358, only 7 percent under the 
record figure.” 

Edward L. Cleary, CATA execu- 
tive vice-president and show man- 
ager, revealed that record display 
space is assured for U. S, cars and 
for imports. He said: 

“Because of the new compact 
cars, we will have about 10,000 

square feet more for U. S. pas- 
senger cars than ever before— 
a total of about 150,000 square 
feet, The import cars also will 
set a record with nearly 50,000 
square feet allotted, as compared 
to last year’s 36,000, There will 
be 50,000 square feet devoted to 
trucks and commercial vehicles 
with parts, accessories and spe- 
cial displays rounding out the 
available exhibit space of 300,000 
square feet, exclusive of aisles.” 

VU. S. cars to be shown are Amer- 
ican (Rambler), Buick, Cadillac, 
Chevrolet, Chrysler, Corvair, De- 
Soto, Dodge, Edsel, Falcon, Ford, 
Imperial, Lincoln, Mercury, Olds- 
mobile, Plymouth, Pontiac, Ram- 
bler, Studebaker Hawk and Lark 
and Valiant, 

Trucks assigned space include 
Chevrolet, Dodge, Ford, Interna- 
tional Harvester, Studebaker and 
Willys. 

Import makes include Alfa 
Romeo, Arnolt-Bristol, Austin, Aus- 
tin-Healey, Bentley, Borgward, 
Citroen, DKW, English Ford, Fiat, 
Jaguar, Lancia, Mercedes-Benz, 
Metropolitan, MG, Morris, Opel, 
Panhard, Peugeot, Renault, Riley, 
Rolls-Royce, Saab, Simca, Skoda, 
Taunus, Toyopet, Triumph and 


including the establishment of © 


Center at another location. A 


| Dodge-Plymouth dealer holdout in 


Georgia said it had received both 
’*60 Dodge and Plymouth cars, but 
was under “great pressure” to drop 
one or the other. 

+ 


has four Valiant- 
Plymouth dealers, including 
one in suburban East Point (West- 
brook Motors) which gave up 
Dodge and Simca. One of the 
Georgia capital’s Valiant firms han- 
dles Chrysler-Imperial, one DeSoto 
and the other two Plymouth-Val- 
iant exclusively. Columbus, Ga., site 
of the Army’s big Fort Benning, 
has two Valiant dealers. 

In Minneapolis, Downtown 
Plymouth-Valiant is the new name 
of the dealership formerly known 
as English Dodge-Plymouth. 

Indicative of the multiple-dealer 
trend is the roster of members of 
the Grand Junction (Colo.) New 
Car and Truck Dealers Assn., as 
published in the Grand Junction 
Daily Sentinel: 

Central Chevrolet Co. (Chevro- 
let-Oldsmobile - Cadillac -Corvair), 
Ed Eisenhauer Motor Co. 
(Dodge-D ar t-DeSoto-Jeep), Jim 
Fuoco Motor Co. (Rambler- 
GMC), Hallam & Boggs Truck 
and Implement Co. (Interna- 
tional), Harris Auto Co. (Buick- 
Pontiac-Opel), Laycock Motor 
Co. (Chrysler-Imperial-Plymouth- 
Valiant), Reed Miller, Inc. (Edsel- 
Lincoln-Mercury-English F ord), 
Jack Nielsen Motor Co. (Stude- 
baker Lark) and Western Slope 
Auto Co. (Ford-Falcon). 

Grand Junction, with a popula- 
tion of 18,000, also has an “author- 
ized Volkswagen repairer,” Foreign 
Cars, Inc. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


ae 

900, 000. 
Families 


84.6% live in 
suburbs or non-inetro 
areas where 
automobiles get 
more use is 
in TOGETHER you 
reach 

260 car-owning 
families 
per dollar invested — 
in four-color pages. ; 


Take a good | 
at the selected a 


dience of automo- 


tive prospects 
sell with your 
vertising in. . . 5 
3 


The Mid-month Magazine 
for Methodist Families 


Vauxhall, plus members of the 
Rootes group. 


740 NORTH RUSH STREET 
CHICAGO 11, ILLINOIS 
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Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. S. PRODUCTION ONLY) 


AMERICAN MOTORS 


Rambler 
CHRYSLER COORP. . 


317,479 


14,820 


20,179 24,086 
93,517 130,947 
1,638,243 2,339,688 
185,065 209,025 


Cadillac 97,080 126,651 
Chevrolet Division .... 6,600 30,411 7,717 110,463 960,303 1,306,739 
Chevrolet (Stand.).. 1,600 30,411 2,598 88,748 960,303 1,251,654 
Oldsmodile 8,995 7,642 36,608 237,184 337,120 
POMC 7,009 6,144 35,606 158,611 360,153 
8-P CORP. 

3,320 2,880 3,286 14,150 34,000 132,103 

Total Cars, U. S.** .... 67,514 101,598 507,530 3,270,877 4,911,790 


*Revised. 


**Totals for 1958 include Packard production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 


Week Week dan. 1 Jan. 1 
Ended Same Ended Total To To 

Nov. 7, Week, Oct. 31, Output, Nov.8, Nov. 7, 

1959 1958* 1959*  October* 1958* 1959 
8,422 1,079 21,969 214,158 302,210 
15 123 61 355 4,909 
80 62 152 495 2All 3,061 
100 1,922 1,761 6843 47 168 
3,618 7,231 6,723 32,760 191,727 291,741 
300 1,874 1,074 5,448 48,608 70,576 
2,499 2,005 2,838 12,692 78,456 125,721 
. 340 275 318 1,409 12,155 15,087 
304 60 442 8,109 10,584 
415 419 414 1,726 14,653 17,252 
1,925 1,699 8,523 715,924 99,250 
80 xt) 83 338 3,887 3,863 
13,782 24,831 16,262 93,000 702,333 1,010,422 
81,246 150,110 117,860 600,530 3,973,210 5,922,212 
5,378 8,019 6,532 27,112 290,658 328,260 


.. 86,624 158,129 124,392 627,642 4,263,868 6,250,472 


¢*Miscellancous includes Corbitt, Marmon-Herrington, Federal, FWD, etc. 


***autocar, Freightliner, Reo and Sterling 
Mack totals. 


are included in White totals; Brockway in 


N.B. All U. S. totals include cars and trucks for military orders. 


Finance Companies Ease 
Terms on Auto Loans 


(Continued from Page 2) 


June 30, 1958, it was 31.44 per- 
cent. 

Advances for more than 110 per- 
cent of dealer cost amounted to 
8.92 percent of total new-car vol- 
ume on June 30. This compares 
with 5.67 percent six months earlier 
and 6.88 percent a year earlier. 

Used-car loans for more than 
100 percent of wholesale value 
amounted to 40.84 percent on June 
30. The total was 34.77 percent six 
months earlier and 35.50 percent a 
year earlier. 

On June 30, the finance compa- 
nies had advanced more than 120 
percent of wholesale value on. 12.05 
Percent of used-car paper. It was 
9.94 percent on Dec. 31, and 10.37 
percent on June 30, 1958. 

The study of finance company 


California Wholesalers 


Will Convene Nov. 13 


SANTA BARBARA, Calif.—A 
record turnout is anticipated at the 
second annual convention of the 


, California Automotive Wholesalers 


Assn. Nov. 13-15. 

Speakers will include Robert Mc- 
Carthy, director. of the California 
Motor Vehicle Dept., and Victor L. 
Toft, president of the Automotive 
Service Industries Assn. 


operating figures shows that 

losses are down, repossessions 

have declined and “balloon” 
paper is becoming less common. 

In the first half. of this year, 
losses amounted to 1.12 percent of 
total retail paper liquidated. In the 
last half of last year, it was 1.35 
percent; in the first half of 1958, 
it was 1.50 percent. 

* 

EPOSSESSIONS amounted to 

1.60 percent of net worth of the 
finance companies in the first half 
of this year. In the last half of 
1958, it was 1.77 percent; in the first 
half of 1958, it was 1.94 percent. 

“Balloon” contracts, which call 
for a final payment which is con- 
siderably larger than the pre- 
ceding monthly installments, 
amounted to 3.97 percent of the 
new-car paper on June 30. Six 
months earlier, it was 4.46 per- 

cent; a year earlier it was 4.66 
percent. At the end of 1955, bal- 
loon paper amounted to 12.82 per- 
cent of the total. 

Among used-car contracts, 1.16 
percent had the balloon feature on 
June 30, compared to 1.48 percent 
on Dec. 31, and 2.03 percent on 


June 30 of last year. 


6,589 | Lark and Rambler, 


Ford Cuts to Save Steel... 


Big 3 Dealers Facing 
Shortages Into ‘60 


(Continued from Page 1) 


as it has enough steel to assem- 
ble a car and, Chrysler’s Valiant 
plant in Hamtramck, Mich., 
hopes to continue production at 
least until Nov. 23. 

In addition, heavy scheduling is 
in effect at the other compacts, 
which claim 
they will be able to get into Decem- 
ber before being forced to curtail 
assembly operations due to steel 
shortages. 

Rambler worked its Kenosha 
(Wis.) assembly lines six days last 
week and turned out an estimated 
9,450 cars, while Studebaker, work- 
ing five days, assembled an esti- 
mated 3,320 Larks. 

Among the other compacts, Fal- 
con was high with 7,140 assemblies. 
Corvair had 5,000 and Valiant, 
working four days, turned out 2,200. 

Altogether, the compacts’ output 
of 27,110 units last week represent- 
ed an 11.4 percent boost from the 
previous week’s 24,329 assemblies. 

* 

Fyrccest setback last week came 
at GM, which had only its 
Buick lines at Flint and Chevrolet 
lines at Oakland, Kansas City, St. 

Louis and Willow Run working. 
Chevrolet turned out 6,600 cars 
and Buick 2,700 units to give the 
corporation a total of 9,300 as- 
semblies for the week, A week 
pany when Oldsmobile, Pontiac 
and Cadillac closed out assembly 


operations, the corporation built 
29,731 cars. 

Among the other Big Three mak- 
ers, Chrysler Corp. was off from 
21,714 assemblies a week earlier to 
an estimated 19,000 last week. Ford 
Motor, working three-day schedules 
everywhere except at Lincoln- 
Thunderbird and Falcon lines at 
Kansas City and Lorain, declined 
from 38,458 to 26,444 cars, 

* * 


in assembly opera- 
tions at Ford, GMC, Dodge and 


U.S. Auto Makers 
Now Looking to 
Europe for Steel 


MINNEAPOLIS. — American au- 
tomobile manufacturers are going 
directly to the European continent 
to buy cold rolled sheets of steel, 
Ned E. Blaz, executive. vice-presi- 
dent of Seaway Trading Corp, said 
upon returning from a buying trip 
in European steel centers. 

A representative of an automo- 
bile manufacturer contracted for 
25,000 tons of steel, Blaz said. 

Because of demand, foreign 
prices have jumped from a discount 
of $40 a ton below American mill 
rates to a.$15 per ton discount, he 
reported. Domestic demand also is 
growing in Europe, putting fur- 
ther pressure on the steel produc- 
ers there. 


International due to steel short- 
ages, plus cessation of commercial- 
car output at Studebaker until the 
steel strike has ended, held truck 
output to an estimated 13,732 units 
last week, compared with 16,262 as- 
semblies a week earlier. 

Steel shortages also have hit at 
the Canadian vehicle producing 
industry. GM closed its lines 
- Wednesday and Chrysler was 
forced to call a halt to truck 
output. 

The result was that vehicle out- 
put across the border declined 
from 6,532 units a week earlier to 
an estimated 5,378 cars and trucks 
last week. 

* * 


Rambler Leases Plant 
To Boost Body Output 


DETROIT.—To speed expansion 
of Rambler output, American Mo- 
tors has leased the two-million-_ 
square-foot Simmons Co. steel fur- 
niture plant in Kenosha, Wis. AMC 
said the new facilities will boost 
Rambler body production by 35 
percent. 

President George Romney said 
it will take about seven months 
and $14.5 million to convert the 
plant. It is part of a program 
to bring Rambler capacity well 
the 600,000-unit level dur- 
— latter half of 1960, he 
sai 


Leasing arrangements were com- 
pleted last week with Kenosha 
Harbor Development Corp., which 
owns the Simmons plant. Simmons 
management is cooperating by re- 
arranging and moving its remain- 
ing production to make way for 
the Rambler project. 

AMC estimated that the conver- 
sion cuts a year off its expansion 
time schedule, The company esti- 
mated that the new program pre- 
cedes but does not replace other ex- 
pansion plans. 


Leasers Fight Bar to Capital Gains 


(Continued from Pees 4) 


for in the tax regulation, says the 
brief. 

Issue was taken in the brief 
with the Tax Court’s ruling that 
Hillard’s vehicles were held pri- 
marily for sale. 

The AALA argued that such a 
conclusion was based on erroneous 
legal principles and was contrary 
to relevant judicial decisions. 

The main point relied on by the 
Tax Court was the fact that Hillard 
sustained large operating losses in 
leasing while realizing large gains 
on resale, Lyons said. 

This fact, the brief argued, re- 
lated solely to the correctness of 
the company’s depreciation ac- 
counting practices. It is in no 
sense, however, related to the ques- 


tion of what business Hillard was|, 


primarily engaged in, or for what 
Purpos es the cars were primarily 
eld, 

Lyons contended that Hillard 
held its vehicles solely for leas- 
ing purposes. If any improper 
capital gains were reported in the 
company’s tax returns, he added, 
they should be eliminated by an 
appropriate adjustment of the de- 
preciation schedule. 

The Tax Court’s. general conclu- 
sion that the vehicles, concededly 
used, and useful in the leasing busi- 
ness, were held primarily for pur- 
poses of sale is entirely unsupport- 
ed, the brief maintains. 

If the estimates of salvage value 
were unreasonably low when made, 
they can be adjusted, Lyons said. 
Such an adjustment would elimi- 
nate unjustified capital gains, if 
any. 

In this connection, the associa- 
tion brief pointed out that “In 
order to assist its members in com- 
plying as strictly as possible with 
the requirements of proper depre- 


N. Y. Auto Show 
Set for Apr. 16-24 


NEW YORK.—New York’s fourth 
annual International Auto Show 
will be held Apr, 16-24 at the Coli- 
seum, according to Charles Snitow, 
show president. He said domestic 
and foreign exhibits will cover 
three floors of the building. 

Cars from the U. S., England, 
France, Germany, Czechoslovakia, 
Italy, Holland, Sweden and Japan 
will be on display. Newcomers this 
year will be the Big Three’s com: 
pact cars. 


ciation practices and in making 
their salvage estimates as accurate 
as possible, the American Automo- 
tive Leasing Assn., at great ex- 
pense, has retained the services of 
an outstanding firm of consulting 
economists. 

“This firm has been 

detailed and comprehensive stud- 
ies for us of all the data and fac- 
tors—economic and otherwise,— 
which go into determining the 
wholesale price of a used vehicle 
at any particular period of time. 

“These studies have provided the 
association with detailed reports 
prognosticating what, in its judg- 
ment, the. wholesale price of a 
used vehicle would probably be at 
periods of One year, one year and 
a half, and two years after a fleet 


of cars had been put in leasing 
service by a leasing company. 

“These reports have covered the 
three most popular cars used in the 
industry, and, of course, are based 
upon the best available data on 
probable market conditions and 
demand for those particular types 
of vehicles at those intervals of 
time.” 

The brief urged a reversal of the 
Tax Court decision. A leasing com- 
pany, it stated, like any other busi- 
ness, has its risks and “cannot be 
required to guarantee operating 
profits at all times in order to be 
recognized as a separate and inde- 
pendent business, which consists of 
the three parts of purchasing, leas- 
ing, and disposing of the vehicles 
when no longer useful.” 


Wilkie Views... 


Some 8 Million Years, But... 


(Continued from Page 4) 


1955. The tremendous outpouring of 
cars forced dealers into some fan- 
tastic merchandising processes, The 
giveaway gimmicks—gifts of every- 
thing from household appliances to 
prepaid vacation trip s—probably 
stimulated sales. But for many re- 
tailers the year was one of profit- 
less prosperity. 

But the giveaway program, 
plus long credit terms, was neces- 
sary. Without it a large part of 
the industry’s retailing organiza- 
tion would have collapsed under 
the weight of factory output in 
1955. 

The year 1955 already is in the 
record books as the biggest car 
production year in auto industry 
history. It also will go into history 
as the year of the industry’s heav- 
iest over-production to date. 

The manufacturers persistently 
denied that they had over-produced 
in 1955, but dealer inventories 
reached a then-record total of 
nearly 904,000 in March, 1956. In- 
ventories have topped that record 
mark on several occasions since 
then, but the new marks came in 
a rising market. 

The newest record mark is 976,- 
390 as of Aug. 1 this year. But 
thanks to a continuing strong de- 
mand, the retailers were able to 
slash their stocks to less than 495,- 
000 by Oct. 1. 


SEVERAL TOP industry execu- 
tives have been predicting the dec- 
ade ahead will bring a steadily 
growing demand for automobiles. 
Some have said that, by 1965, an 
annual output of eight million cars 
will have become commonplace. 

Probably there will be one or two 
years of eight million car assem- 
blies. But there seems room for 
doubt that eight million car as- 
semblies annually by 1965 will be 
of normal operation for the indus- 


A continuing high level of car 
scrappage, normal population in- 
crease and a continued increase 
in the number of. multiple car 
families will boost demand in the 
decade ahead. But it is also vir- 
tually certain that any ‘eight mil- 
lion output year between now 
and 1965 will be followed by one 
or two years of. not more than 
6% million units from the assem- 
bly lines. 

A fair estimate of the industry’s 
1950-59 domestic production is 58 
million units. Guessing for 10 years. 
ahead is a hazardous undertaking, 
but, allowing for the peaks and val- 
leys that are traditional in the in- 
dustry, it seems a reasonable figure 
would be 65 to 70 million cars. 

And ‘that could include two or 
three eight-million-unit years. 


in 
oth 
nt- Week Week Jan.1 = Jan. 1 
Ended Same Ended Total To To 
ng Nov.7, Week, Oct. 31, Output, Nov. 8, Nov. 7, 
st- 1959 1958* 1959* October* 1958** 1959 
up 
he fF 9,450 3,255 8,409 37,221 167,775 334,465 
... 19,000 18,542 21,714 66,202 499,500 633,073 
ato 1,700 1,368 5672 42,266 60,066 
al- 915 2,270 31,091 38,129 
ite 7,000 4,084 8,203 25,058 98,122 155,260 
ag, Imperial 600 497 564 2,647 10,542 18,212 
Plymouth Total .......... 8,900 11,308 10,043 30,555 MEE 361,406 
vn Plymouth ................. 6,700 11,308 8,233 26,174 317,479 354,817 | 
ne 
vn | FORD MOTOR .............. 26,444 37,663 38,458 165,795 929,614 1,472,461 | 
7 40 11,262 84 «41,767 29,527 
ler Ford Division. .............. 23490 32,357 33,619 144,567 801,098 1,287,901 
Ww Ford (Standard) .... 14,600 30,980 26,163 116,491 757,488 1,186,763 
as Thunderbird ............ 1,750 1,377 1,749 6,519 43,610 63,633 
on 728 921 3,293 
Mercury 1,920 3,816 3,834 16,168 
GENERAL MOTORS .. 9,300 58,917 29,731 224,162 
Buick 2700 9,411 5,570 27,558 
be 
e 
a- 
O- 
CHEVROLET .... 
DIAMOND T ...... 
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MACK *** .............. 
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MISCELLANEO 
Total Trucks, 
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‘ Grand Total, 
: Cars and Trucks, 
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HELP WANTED 


AUTOMOBILE 
SERVICE MANAGER 


Large Buick Dealership Metropolitan 
Chicago requires man with extensive 
experience in service management and 
customer relations, with thorough 


knowledge of product and ability 30 
motivate sale of service. Excellent op- 
jay for man interested in event- 
ua 


investment can pass rigid 
investigation, Salary and incentive in 
keeping with large volume of parts 
and service business, plus many fringe 
benefits including car and upkeep. 
Only those submitting complete re- 
of experience, references and 

cent photograph will be considered. 
Ail replies held in utmost confidence. 


Box 915, c/o Automotive News, 
Detroit 7. 


SALES 
REPRESENTATIVE 


National, top-rated auto parts manufacturer 
and distributor is expanding business and 
needs capable traveling salesmen, age 25-44, 
to sell industry's most outstanding line of 
over 5,000 fast-moving replacement parts, as- 
sortments and kits, Earnings $8,000 to $10,000 
first year, increasing every year. Paid vaca- 
tion, Complete, 
at company expense. All supervisory positions 
filled from within. No investment required. 
Write today giving full work history, and 
background. Box 905, c/o Automotive News, 
Detroit 7, Michigan. 


ACCOUNTANT familiar with GM account- 
ing. Chicago Pontiac dealer, Box 892, c/o 
Automotive News, Detroit 7, 


Service Manager 


Well established northern Ohio Chevro- 
let dealer, with expanding service market 
(850 planning potential), has opening for 
executive-type service manager to assume 
full responsibility for large, spacious serv- 
ice department and body shop (union). 
Salary and performance bonus open. Send 
resume with photo to Box 904, c/o Auto- 
motive News, Detroit 7. 


USED CAR MANAGER 
FOR CHEVROLET 
DEALERSHIP 


Must have broad experience and 
be able to handle all phases of 
used car operation in dealership 
selling approximately 3,000 used 
units annually. Full management 
responsibilities and profit oppor- 
tunities will be provided. We will 
move appointed manager and fam- 
ily to Colorado. This is an excel- 
lent opportunity with an establish- 
ed dealership. 


Write giving details: Box 862, c/o 
Automotive News, Detroit 7. 


Reaching an estimated 150,000 reeders engaged in ali branches of the nation’s automotive industry. Z 
RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH INSERTION. POSITION WANTED ADS, 
llc PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with fall seme | 
| end address at regular rates. Add One Dollar ($1) per insertion for use of a box number, Replies to 
|| Box Mamber ads are forwarded to advertiser, unopened. Display ads: $12.30 per column inch. CLOSING: } 
TEN DAYS IN ADVANCE OF PUBLICATION DATE. Contract rates supplied upon request. - | 


HELP WANTED 


HELP WANTED 


POSITION WANTED 


BUSINESS MANAGER for General Motors 


dealer, 30 to 45, experienced in all 
phases of operation: Office management, 
daily operating control, heavy bookkeep- 
ing, expense control and credits. Good 
salary and percentage of profits, Replies 
confidential, Write Box 874, c/o Auto- 
motive News, Detroit 7. 


10,800, 
rt year as exclusive agent selling Childers 
Carports to car dealers, National advertisin 
and direct mail support, No investment. 
car dealers already using. Agents will 
in-the-field training program +. ape in these key territories immedi- 


California Cleveland New York 
Florida Philadelphia New England 
Indiana Nebraska Georgia 
Tennessee Louisiana Alabama 
Colorado Kentucky 
Airmail your sales —_ with refer- 
ences to Bob Childers, Childers Mfg, Co., 
P. ©. Box 7467, Houston 8, Texas, We will 


send you complete information immediately 
with names of recently appointed agents who 
are already provin 
men 
City National, 
rating 


Earn $15,000 or More! 
Key Territories Open 


are a top salesman now earning 
you can earn $15,000 or more the 


be 


ely: 


what can be earned b 


If You Are a Top 
Salesman Making 
$1,000 Per Month... 


You can increase your earnings secur- 
ing new distributors and dealers for 
the fabulous German Lloydwagen. Im- 
porter now completing national distri- 
bution organization. 
PERMANENT-PROTECTED AREAS 
NO INVESTMENT—REPEAT 
COMMISSIONS—YEAR END 
BONUS—FRINGE BENEFITS 


$20,000 YEAR POTENTIAL 
FOR RIGHT MEN ! ! 


Write, wire, or phone: 
Vance Simonds, 


S & J Imports 
1641 Long Beach Bivd., HEmlock 2-5456 
Long Beach, Calif. 
Richland Motor Co., Inc. 


Suite 1010, 790 Broad St., Newark, N. J. 
Mitchell 2-0424 


fy. Our references: Firs 


can quali 
; Dun & Bradstreet 


Automobile Sales Manager 


Detroit area Chrysler products dealer, 


WANTED: SERVICE MANAGER — Must 


be honest, aggressive and able to organ- 
ize and supervise men. One of the fast- 
est growing Ford and Mercury dealer- 
ships in northeastern Maine. Fishing and 
hunting ideal, Reply in your own hand- 
writing with photo. Box 893, c/o Auto- 
motive News, Detroit 7 


including the Valiant; ohe of the most 
aggressive dealers wants a sales man- 
ager to match; one who can merchan- 
dise for volume and profit and 
manage an aggressive sales force. 
Compensation plan commensurate with 
results. Please write—do not phone. 
All replies strictly confidential. 
DAN BECK 
Executive Selection Specialist 
Department V.S.M., 
958 Maccabees Building, 
Detroit 2, Michigan 


MANAGER for volume 
ra 


dealership with 
Seancial stability and low overhead in 
southwest, now grossing approximately 
two million dollars sales per annum and 
going into expansion, Excellent oppor- 
tunity for right person, Must be experi- 
enced, young, married, aggressive, with 
ability to hire, train and supervise sales- 
men, Send resume and recent photo- 
graph. All inquiries confidential. Box 894, 
c/o Automotive News, Detroit 7. 


AUTOMOBILE DIRECT MAIL CON- 


Position Wanted : 


advence. (Holf-rate does not 
display eds in section.) 


“CONTEST FOR DEALERS’’—G RAN D 


PRIZE living, breathing, thinking, talk- 
ing, working general or sales manager. 
Plus these BONUS AWARDS 
ex-dealer, 17 years sales perception, Te- 
cruit—train—motivate—direct, Human 
dynamo, personable tactician, enthusias- 
tic showman, strong closer, Creates— 
Projects action! Promotions! Ideas! that 
tell, jell, sell! Quality volume—Profit 
business, OFFICIAL RULES: GM, Ford 
only, Bonafide potential, No strings hire- 
fire. Grand prize available immediately. 
JUDGING: Decision on product, reputa- 
tion and aptness to remunerate for re- 
sults. Send entry now! No ties, but there 
will be two winners (you and I), Box 
899, c/o Automotive News, Detroit 7. 


CERN: Sales representatives — $7,000 
Plus to start, Several openings, car nec- 
essary, exclusive territory, Excellent fu- 
ture. Box 911, c/o Automotive News, 
Detroit 7, 


ATTENTION, 
MANUFACTURERS REPS. 


DO YOU NEED 
NEW LINES? 


Automotive News can help you 
by bringing your wants to the 
attention of manufacturers. 
An advertisement in this sec- 
tion will do the trick at a nom- 
inal cost. 


AUTOMOTIVE NEWS 
Classified Want Ad Department 


AUTOMOBILE SERVICE MANAGER — 


Chrysler Products, Renault, Experience 
necessary. High caliber man—will also 
school, High salary plus incentive, West- 
chester County, New York. Heckman 
Motor Sales Co., Harmon-On-Hudson, 
New York, CRoton 1-4580. 


MR, AUTOMOBILE DEALER, Would you 


like. to take it a little easier? Are you 
tired? Am interested in manager or sales 
manager job that may lead to a buy into 
the business; in the south or southwest. 
Have had ten years’ experience with Hull 
Dobbs and am now employed by Chrys- 
ler Corp. dealer as sales manager, Know 
how to make dealership tick—can em- 
ploy, train and supervise salesmen. Am 
42 years of age, married, five children, 
and like to work, Can make us both 
money. Box 879, c/o Automotive News, 
Detroit 7, 


TRUCK 
SALESMAN 


Excellent opportunity for advancement 


NEWS EXTRA to automobile, boat, fi- 


dealership, distributors, other 
companies: College degree plus law, 
twenty years responsible management 
positions, ten wholesale, two retail auto- 
motive. Prefer east coast or south op- 
portunity for recognition. Age forty- 
four, married. Write details Box 912, 
c/o Automotive News, Detroit 7. 


nance, 


with Boston area Heavy Duty Truck 
organization—Multi-Branch operations. 
Send complete record of qualifications, 
positions held, previous earnings and 
salary expected. 
Box 914, c/o Automotive News, 
Detroit 7. 


HELP WANTED 


Major automobile manufacturer needs 
- several men for expanding progressive 
retail sales training program. 

45 Applicants should have recent retail 
automotive selling experience, prefer- 
ably on the sales management jevel. 
rapened age bracket—35 to 4 years 


EXCEPTIONAL OPPORTUNITY 
FOR AUTOMOTIVE 
RETAIL SALES TRAINING MEN 


All replies held in strictest confidence— 
Write te Box 890, Automotive News, Detroit 7, Michigan 


tion and fine oppor- =: 
tunities for advancement in this expand- 
ing program. 
When replying, give resume of employ- 
ment record and enclose a recent 
photograph. 


SERVICE MANAGER. 14 years’ experience 


in dealership—parts and service, G.M.I. 
Service Management training, various 
tech, schools, Operating Chevrolet dealer- 
ship Service Department presently—75% 
to 80% absorption. Wish to locate with 
organization with greater future, Pres- 
ently located in midwest—would relocate. 
Reference letters furnished. Box 895, c/o 
Automotive News, Detroit 7. 


NOTICE—Chevrolet dealers in Alabama, 


Florida, Mississippi and Louisiana, If 
you need a young man with over ten 
years’ Chevrolet experience, both man- 
aging and selling, presently employed, 
but seeking a future buy-in or buy-out 
proposition, write Box 896, c/o Automo- 
tive News, Detroit 7. 


BUSINESS MANAGER — Accountant, ex- 
perienced with high volume dealers. Can 
furnish complete analysis of statement 
and offer recommendations to improve 
operations, Box 897, c/o Automotive 
News, Detroit 7 


I AM LOOKING for a buy-in opportunity 
with dealer (prefer Ford), who needs 
honest, aggressive management to fulfill 
his profit potential. Located in Michigan, 
Ohio, Indiana. Trial basis will prove re- 

sults. Box 898, s/o Automotive News, 
Detroit 7. 


ACCOUNTANT-OFFICE MANAGER de- 

sires management position with progres- 

sive GM ey. Kansas City, Inde- 
pendence, area preferred, 


4 


907, c/o aaene News, Detroit 7. 


TEN YEARS’ 


EXPERIENCE in automo- 
tive dealerships — Accounting manage- 
ment. Control and analysis of all de- 
partments, GM and Chrysler experience. 
Willing to relocate, Further information 
and references upon request, Box 865, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE | 


PARTNERSHIP OPPORTUNITY, 


if you 
are of good character and have the 
ability to manage a six hundred new car 
operation, with large service and body 
shop, in best location where low overhead 
is possible, Present volume profitable— 
can be increased. If you have up to 
twenty thousand cash, you can secure 
half the stock in an old, established, 
dept free corporation, with contract to 
buy balance from net profits. Handling 
one of the best lines—in central New 
York. Old man, who has operated hon- 
orably for a long time, wants to quit. 
Answer only if you have the money and 
can make up your mind quickly after 
full, on-the-scene investigation, Box 901, 
c/o Automotive News, Detroit 7. 


AUTOMOBILE AGENCY. Handling Dodge- 


Dart. Since 1939. Excellent parts and 
service. Over 35,000 population—county 
seat, over 225,000 trade area, midwest- 
ern state. Top employment, payroll not 
affected by strikes. Nice building, block- 
long used car and customer parking lot 
adjacent to business. Low overhead, very 
reasonable rent, Under $25,000, For 
complete information write Box 908, 
c/o Automotive News, Detroit 7, Please, 
no curiosity seekers. 


AGENCY HANDLING RAMBLER for 


FOR SALE: DEALERSHIP, BUILDING 


sale, long established, excellent service 
business. Located in resort city in New 
Jersey. Box 909, c/o Automotive News, 
Detroit 7. 


AND LOT in fast growing Minn, town. 
Currently have Rambler contract, 160 
car potential. Write Box 886, c/o Auto- 
motive News, Detroit 7. 


ESTABLISHED DEALERSHIP handling 


Buick, Opel and Rambler in northeastern 
Pennsylvania, 150 car potential, located 
in the county seat. Consistently profit- 
able, an excellent opportunity for right 
person. Must move quickly as I plan 
to take on larger franchise. Box 900, 
c/o Automotive News, Detroit 7. 


AUTO AGENCY FOR SALE—Small deal- 


ership handling DeSoto-Plymouth in cen- 
tral Florida. Sell parts stock and equip- 
ment, Rent building, Harper Motor Co., 
Clermont, Florida. 


AUTO AND IMPLEMENT AGENCY, doing 


around $100,000 yearly in Wisconsin 
county seat, A real buy. Kashfinder, 
Wichita, Kansas. 


HANDLING DODGE, DART, CHRYSLER 


FLORIDA — Dealership handling 


and Imperial in central Michigan, Com- 
plete with two used car lots. 600 per 
year potential. In 1955 sold 650 new cars 
and 800 used; in 1958 sold 300 new and 
750 used. Can buy-in or on buy-out. 
Owner has other interests. Box 880, c/o 


Automotive News, Detroit 7, 


Fords. 
Must have factory approval. Central part 
of state. Box 913, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS AVAILABLE 


SKODA 


Europe's 
Beauty Winner 
Now Here 
To Win Profits 
For You 


Featuring 
World's Finest 
Convertible 


Chosen as World's Most 
Beautiful Car, Wiesbaden, 
Germany—Sept., 1959 


% 4-Cylinder Engine 

40.36 Miles Per Galion 

% Twin Carburetors 

% 4-Speed Gear-Box 

% Cruises at 80 Miles Per Hour 
% Swing Rear Axle 

% Coil Spring Suspension 


% Extra Accessories 
at No Extra Cost 


GOING LIKE ‘60 


Franchises Available 
Illinois, Wisconsin, Ohio, 
lowa, Michigan, Indiana, 

Minnesota, Missouri 


MARTIN J. KELLY, INC. 
DIRECT IMPORTERS 
441 EAST OHIO STREET 
CHICAGO 11, ILLINOIS 
MOHAWK 4-1200 


TEXAS — HANDLING GM AND AM. 
Small, well located dealership, annual 
sales around $1,000,000, One-half Corpo- 
ration stock available — approximately 
$35,000 to active, factory approved 
owner-operator, Present 100% owner has 
other time consuming interests. Send full 
particulars to Box 869, c/o Automotive 
News, Detroit 7. 

DEALERSHIP HANDLING CHEVROLET 

. Must have factory approval. 
Doing $375,000 per year. Reply Box 840, 
c/o Automotive News, Detroit 7. 

VERY SMALL DEAL HANDLING CHEV- 
ROLET near big city—Kentucky, Ap- 
proval required, Box 867, c/o Automotive 
News, Detroit 7. 


DEALERSHIPS AVAILABLE 


Here's your opportunity to take a profitable 
part in one of the country's fastest growing 
businesses—the business. Dealer- 
ships now available for GEM WAGONS — 
precision engineered carts, competitively 
priced. Write today for information, 


Box 1305 Tulsa, Oklahoma 


ATTENTION 
DEALERS! 


Become Distributor For 
German Lloydwagen 
Now imported in U. S. by 
W. A. Simonds Associates, 
Long Beach, Calif. 
Several choice distributorships 
available to aggressive dealers 
who want to step up to BIG 
PROFITS with the Lloyd line of 
fine cars. 
$1,395 NEW YORK P.O.E. 
Includes godd mark-up 
for distributor! 

The 1960 LLOYD ARABELLA 
4-dr. sedan was star attraction 
at recent Frankfurt Auto Show. 
U. S. deliveries of Arabellas 
begin mid-December and we 
predict American public will 
take this great car to its motor- 
ing heart. 

INVESTIGATE NOW! 
Wire ... Phone... or Write... 
S & J IMPORTS 
1641 Long Beach Bivd. 
Long Beach, Calif. HEmlock 2-5456 
RICHLAND MOTOR 


INC. 
Suite 1010, 790°Broad St. 


SMALL DEALERSHIP now handling Ford, 
Mississippi. Inventory parts, fixtures, 
equipment around $25,000. Write Box 
889, c/o Automotive News, Detroit 7. 


PLY 
CHRYSLER-PLYMOUTH 

Exclusive Plymouth town 17,000 

Exclusive Chrysler county 38,000 

Valiant to be avai' 
Imperial to be available 

After 14 years good business, family health 
dictates sale. Excellent shop—top mechanics— 
high absorption. Sell parts and equipment, 
lease available on building. Best smali town 
in midwest. 

Harold Soorabers 211 South A Street, 
Arkansas City, K. Phone: 820 


DEALERSHIP WANTED 


ANXIOUS TO RETIRE? Young business- 
man desires buy-in or buy-out, profitable, 
established dealership wherein owner will 
remain reasonable time until have auto 
experience. Have cash up to six figures. 
Box 813, c/o Automotive News, Detroit 
7. 


OLDSMOBILE OR 
OLDS-CADILLAC DUAL. 


Prefer 500 unit sales or better, but would 
consider less if future potential is bright. 
Cash on hand. Factory approval assured 
because of past individual operating ex- 
perience. Your reply strictly confidential— 
Will contact only you. 


Box 906; c/o Automotive News, Detroit 7. 


Newark, N. J. Mitchell 2-0424 


— 
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DEALERSHIP WANTED 


DECAL TRANSFERS 


CARS FOR SALE 


PARTS FOR SALE 


MISCELLANEOUS 


CADILLAC-OLDSMOBILE 
Dual 
Deal Located on Long Island or 
Northern New Jersey 
Will take over your productive per- 
sonnel. Pay all cash and buy your real 
estate if required. Factory approval 
assured. Replies strictly confidential. 
Reply: G. M. Dealer, Box 883 


c/o Automotive News 
Detroit 7, Michigan 


land 3, Ohio. 


TRUCK DECALS: Durable, brilliant col- 
ors, Designed to your specifications, Low 
cost, easy to apply. Write for samples. 
Allied Decals, Inc., 8356-8 Hough, Cleve- 


CARS FOR SALE 


VOLKSWAGENS 


Sedans, Convertibles, Ghias, 
Karmann Ghia Convertibles 
"59 — "60 
Buses—Deluxe Buses 
Wholesale—To Dealers 


900 CAR DEAL WANTED—Ford or Chev- 
rolet preferred—New York or 100 mile 
fadius, Cash and approval no problem. 
Box 902, c/o Automotive News, Detroit 
7. 


Write or call 


CULBERTSON USED CARS 
5621 Clinton Dr., Houston, Texas 
Phone: WAlnut 1-4939 
(Will ship to all ports.) 


BUY THE 
CAR YOU 
NEED 


GM, FORD, RAMBLER 
AGENCY 


midwest area, including Chicago suburbs. 
your price plus some blue sky for profit- 
deal. Lease or buy facilities for cash. 
Have factory approval, Box 910, c/o Auto- 
motive News, Detroit 7. 


FLORIDA TRADE 200-300 car (GM-Ford) 
deal wanted in Great Lakes area. Have 
Ft. Lauderdale prime $35,000.00 com- 
@ercial property to trade. Factory ap- 

val assured. Replies strictly confiden- 
. Write Box 891, c/o Automotive 
News, Detroit 7. 


DEALER SERVICES 


Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


tary Acceptance Corporation will help 
4 make more auto sales to Military per- 

1. We finance up months. 

2. Cars may be taken overseas without 
refinancing. 

3. We make auto loans, finance, or re- 
finance, anywhere in the world, at low, 
money-saving rates, for officers and non- 
commissioned officers of y grades E5 
and above . . . on a simplified, non- 
recourse basis. 

MILITARY ACCEPTANCE CORP. 
Dept. D, P. O. Box 2166, 800 Broadwa 
Antonio, Texas—Telephone CApitol 6- 
loridwide Financing for Military Personnel 
(USAA Insurance available 
to qualified officers) 


1960 Auto Costs! 


Discover how much your competitors’ cars 
teally cost. The book, "AUTO COSTS," gives 
yeu the factory invoice prices of all 1960 
American cars, 25 foreign cars, 4 American 
fucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
® edition today for only $10—three year 
Mbscription $18 (including all supplements). 


ey COSTS, Box 224, Dept. 6, New York |, 
Y. 


AUTOS REPOSSESSED, Problem accounts 
serviced, N. C., northern 8, C, Reason- 
able rates. Auto Claims Service, Box 57, 
Lumberton, N. C, REdfield 9-3745. 


TWO ESSENTIAL SERVICES 


-INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 
Furniture—Equi Tools 
For Buy/Sell A s, Annual Fiscal 
Reports, Tax, Banking and Insurance 

Write for free 

“Hidden Earning Power" booklet. 
OMOTIVE INVENTORY & APPRAISAL CO. 
: Freeland Ave. Detroit 27, Michigan 


WHEN YOU 


1960 Volkswagen 
And Fiat 


immediate Delivery From 
New York 

Special shipment enroute to 

Chicago area for convenience 

of our Midwestern dealers. 

Write, wire or phone: 


U. N. Trading Corp. 
277 Clinton Ave., Newark, New Jersey 


NEED IT 
FROM 


HERTZ 


ESsex 1-2880 


Volkswagens 


1960s - 1959s 

IMMEDIATE DELIVERY 
Ghias, Buses, 
Convertibles 


Auto Schreck, Inc. 
25 Beaver St. 
New York 4, N. Y. 


WHitehall 3-8120 
24 Hour Service 


1960 Volkswagens 


glass, leath- 


er, seal etc., 
$1,585 
Delivered New York 
H. GREY 
Town House 1! Great Neck, N. Y. 


Used Taxicabs For Sale 
1958-'59 CHEVS, FORDS, PLYMS. 
Standards & Automatics 
PRICED FROM $375 
Emkay Motor Sales, Inc. 
1046 Bedford Ave., Brooklyn, N. Y. 
ULster 7-0651, Mej Karlin 


VOLKSWAGENS 


1960 Sedans and Sunroofs. Fully Americanized. 
Immediate delivery from stock in the midwest. 


LEEDS MOTOR 


WEbster 3-6445 


Evansville, Indiana GR 6-6900 


CARS FOR SALE 


VOLKSWAGENS 


ALL BODY STYLES 
IMMEDIATE DELIVERY—1960's - 1959's - 1958's 


Late - model cars are avail- 
able to used car dealers 
now. A Hertz office near 


you may have the car you’ve 
been looking for! 


Hertz has Chevrolets; Pon- 
tiacs, Fords, Oldsmobiles, Ply- 
mouths, Buicks, Cadillacs— 
wagons... convertibles—all fea- 
turing automatic transmissions, 
power steering, radios and 
heaters .. . many with power 
brakes. 


Low mileage 1958 and 1959 


models now available at Hertz 
offices across the country. 


For more information 
call your local Hertz 
office or contact: 


Mr. I. E. Spatig 
Hertz Car Leasing Division 
125 N. Wabash, Chicago 4, IIl. 
Tel. DE 2-0420 


CARS WANTED 


CADILLAC LIMOUSINES—NEED CLEAN 

’56, '57 and '58s. Franz Ridgway, BEI- 
mont 4-6611, 2836 N. E. 
land 12, Oregon. 
WANTED: Late model Cadillac, model 75. 
Straight sale—will pay cash, Radford 
Buick, Inc., P.O. Box 546, Lake 
Charles, Louisiana. 


SHOP EQUIPMENT FOR SALE 


ANOTHER AUCTION 


Sandy, Port- 


NEED 
FOREIGN 
PARTS? 


Replacement parts for over 40 
foreign makes carried in stock. 
Only parts house in the South- 
west devoted exclusively to for- 
eign parts, 


Ask for a free catalog 


OVERNIGHT DELIVERY 
TO ANYWHERE 


SOUTHWEST 


IMPORTED 
AUTO PARTS 


1812 TEXAS AVENUE, 
HOUSTON 3, TEXAS 


| BLUE CHIP 


LLOYD PARTS: Large stock available. 
I diate shi t. J. C. Lewis Motor 


Co., Savannah, Georgia. 

LLOYD PARTS—complete stock, Prompt 
shipment. Importers and distributors for 
Lloyd cars and trucks, Greene County 
Motors, Catskill, New York. Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


LLOYD PARTS—Orders shipped promptly. 
Al Lloyd Motors, Inc., Fort Lauderdale, 
Florida. Attention Dan Smith. 


GOLIATH PARTS—up to 60% off, Joe 
Fisher, Portland 9, Oregon. 


CHRYSLER AND PLYMOUTH PARTS, 
1952 through 1956—With parts bins, In- 
ventory $4,200—Will sacrifice, Ray Dell 
Buick, Le Roy, New York, 


PARTS WANTED 

WILL BUY—Buick and Pontiac obsolete 
parts, (Not returnable on cancellation.) 
Also bins, Send list immediately, Box 
882, c/o Automotive News, Detroit 7. 


ANTIQUE, CLASSICO CARS FOR SALE 
1927 NASH touring sedan, 6-cylinder, 
original finish, no rust, Ready for res- 
toration, top needs fabric only, Runs 
excellently, Apply Eddie O’Doud Motors 
Limited, 255 Horton St., London, On- 
tario, Canada. 

1935 FORD COUPE, Only 29,000 actual 
miles. Original throughout, mohair up- 
holstery like new, Wire wheels, Perfect 
condition. Don Hickey, Norton Buick 
Company, 117 N.W. 13th St., Oklahoma 
City, Oklahoma. 


WANTED—LEASING COMPANY 


WANTED TO BUY 
CAR LEASING CO. 


In metropolitan N. Y. area. We are inter- 
ested in buying long term leasing fleet of 
100 cars or more. All replies in strictest 
confidence. Box 916, c/o Automotive News, 
Detroit 7. 


MISCELLANEOUS 


SWISS WATCHES 


For premiums—$2.95 up. Swiss Electric Shavers 
AC 110/220 V, Sample $7.50. Swiss Hearing 
Aid, miniature all transistor with built-in tele- 
phone pick-up, $ Free catalog. Special 
quantity prices. 


TRANSWORLD 


565 Fifth Ave., New York City 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tox included 


THE FAMOUS 
MOTO-MATIC 


TOW - GUIDE 


With Universal Swivel 
Action 


Four Clamp Hook-Up 
DEALERS’ SPECIAL Factory Net) 


$44.85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 
Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


(Western) Ltd. 

525 Main St. 

Winn 2, 
Manit 


1960 PRICEMASTER 


With new model changes and new prices, will 
be ready before long. The encyclopedia of 
dealer cost prices of all large and the new 
small American made cars, three trucks, 25 
foreign cars— plus all optional accessories. 
Shows all standard equipment for all models. 
Yearly subscription price $10.00, 5% discount 
for cash with all orders received before Nov. 
15. All supplements free, with all the addi- 
tional information about the new small Ameri- 
can cars, Makes the 1960 PRICEMASTER a 
most valuable asset. Sold only to dealers 
and automotive affiliates. Help us to give 
you the best of service. ORDER YOURS NOW 
—TODAY—DON'T DELAY. K, B. SALES CO., 
INC., DEPT. 3A, 924-lith St., Rock Island, Ill. 


EMBOSSED BUSINESS CARDS, $3.95 per 
1,000. Free delivery anywhere in U. 8. A. 
Samples available. Box 903, c/o Automo- 
tive News, Detroit 7. 


Automatic BraKinG 


Is the ONLY—TOW. BAR—TODAY 
WITH THE UNIVERSAL 
$5] 45 


“WRIST ACTION" 
Incldg. BRAKE HOOK-UP 
TowKinG 545° 
TRAIL-KING $37.50 
Fast Pickup and Delivery 

ALL foreign ond Fide Ball 


CLOSING OUT RED ARROW 
PARTS AT 50% DISCOUNT 


Protecto Covers (Tailor 95 
$ & $3.50 
CHAINS, set of 2, only...... 2.95 


Tow Bar Sales Co. 


Exclusive Factory Distributors 
DE 2-0700 AN 3-8888 Nites: BA 1-8717 


40 So. Clinton St., 6, 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


REVOLUTIONARY PLAN CHEVROLET COMPANY One Year $9 [] or Two Years $16 
ill rmerly Franchi er Since ° 
to 1960 SEDANS AND SUNROOFS $1,459 Rossville, Indiana | All Other Countries — One Year $13 [] or Two Years $22 [] 
1959 SEDANS AND SUNROOFS $1 ,239 Nov. 18, 10:30 A.M., E.S.T. 
DELIVERED TO ANY EAST COAST OR GULF COAST PORT, 
FREIGHT, INSURANCE, ETC. PAID—PRICES SLIGHTER HIGHER Water Hest end’ Schwab |! 
WEST COAST—BANK AND TRADE REFERENCES EXCHANGED 
ALSO AVAILABLE 4% x 102 building to be razed. 
E PORSCHE OPELS FFICES 
WRITE, PHONE OR WIRE Phone: 26310 Phone: UN 6431 


CIRCLE DISCOUNT CORP. 


TRADE CONNECTION: 


"7 4505 WISCONSIN AVE. N. W., WASHINGTON, D. C.—EM 2-7000 SEE PAGE 33 Cer Doster 

RUDI ARONS INTERNATIONAL AGENCIES GmbH for the nation's ' 

HAMBURG, GERMANY—CABLE ADDRESS, RARONS, HAMBURG TOP AUTO AUCTIONS Make Of fii 


11-80-68 


| 


MERCURY DEALERS 
i IN LOS ANGELES ! There are 331,000 Post readers living in Los Angeles 


households that will buy one or more cars in the next 12 months! A Los Angeles Mercury dealer gets 1,401,957 
« selling exposures to prospects right in Los Angeles from every Mercury ad page in the Post. They’re Post-Influen- 
tials, who not only buy cars, but help sell them, too! Proved: Mercury gets more than 29 million Ad Page 
Exposures—29 maillion face-to-face contacts with Post-Influentials—with every ad it runs! Like to know how many 
of your local prospects your factory’s ad page will be exposed to...and how many will be buying cars this year? 
Let me know the make of car and your city: Fim Gavagan, Vehicle ‘YOU CAN'T BEAT ae 
Mktg. Mgr., Saturday Evening Post, Independence Square, Phila. 5, Penna. 


FOR LOCAL IMPACT ! 


| 
ij : 
Post-infiuentials 
Hi- FREQUENCY 
tj “ 
| 


